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e of the Nation’s Bconomy: 
Up 
onstruction OvuTitay — Rose in 
iy to a record $3.5 billion, or 5 
recent more than in June, accord- 
to Commerce Department. 
Wuowreatz Sates—Totaled $95.9 


INpIvVpvaL Earnines — Amounted 
@ $286.4 billion annual rate in 
», & $200 million gain from the 
month. Earnings during 
first half of 1954 were estimat- 
at a $285.4 billion annual rate, 
@m increase of $700 million over the 
1958 period. 
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Down 


InveNnToRIES—Were val- 
end of June at $78.2 


compared with $. 
095,000,000 in June. 


: Top Cars 

_ New-car trations for five 
/months plus 27 states for June: 
“1954 Pos, Make 

Ford 

Chev. 

Buick 


Plym. 
Olds 


41,096—14 
19,531—17 
35,597—15 
25,6T7—16 
Kaiser 14,398—18 
Henry J 6,606—19 
Misc. 17,001 


Total All Makes 
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9,043 New Units, but Dealer Problems Persigt . . DETROI Wan: 


Bob Sheldon 
ociate Editor 


month of highly 
merchandising has 


lowest point in 18 


b field as of Aug. 1, ac- 
to an Automotive News 
s, compared with a count 
165 for the previous month. 
average number of units per 
hised dealer at the 


cture Brightens 
Vor New-Model 
Selling Season 


By Bob Lienert 
Staff Writer 

— were three signs last 
week that the upcoming selling 
season for 1955 models is in for an 

auspicious opening. 
Indications for a healthier situa- 

tion this fall were: 
1. Sharply reduced used-car 


stocks. 

2. Dealers; edging into the new- 
car cleanup period in better shape. 

3. Wholesale used-car auctions 
showing surprisingly high sales 
activity. 

Dealers are hopeful that fall also 
will bring improved profits. So far 
this year, dealer profit has dwindled 


*| to the vanishing point. 


x * * 


A omens to unofficial reports, 
used-car stocks at the end of 
July were down 12 percent from 
the preceding 30 days and had 
reached the lowest point since Feb- 

ruary, 1953. 
Leading dealers reporting to 
News used-car 


Automotive on 

stocks had an average 21.5-day 
compared with 

an average 266-day supply a 


month earlier. 

The lower supply of used cars 
puts the dealer in good position to 
drive sharp deals on tradeins when 
new-car buyers start dickering for 
"55s. 

x « = 
IHE short stock will also enable 
a dealer, in many instances, to 
“sell up” a would-be used-car buy- 
er. A new car is easier to move 
(Continued on Page 65, Col. 1) 


ls tudebaker Pay Cut OK’d; 


| Margin 9-1 in 


By Joe Callahan 
Seaff Writer | 

_ PRY 5,374 to 622, Studebaker work- | 
: ers voted Thursday to accept | 
the company’s proposed 11 percent 
pay cut. 

The week before, a smaller 
segment of UAW-CIO Local 5 
had voted 3 to 2 against accept- 


Cost-of-Living Pay Boost 
_ Looms in Auto Plants 


ADD to the troubles of cost- | 
conscious manufacturers, auto 
Plant workers are slated for an 
_escalator-clause increase of at least 
‘One cent an hour Sept. 1, it ap- 
"peared last week. | 
- There is an outside chance that 
‘the increase will be two cents. 
- This is the conclusion of econ- | 
; (Continued on Page 6, Col. 3) 


New Vote 


ance. This time the margin was 
9 to 1 in favor. 

South Bend police estimated that 
8.000 to 9,000 employes turned out 
for the meeting, but many left the 
field where the meeting was held 
when the overwhelming “for” vote 
began shaping up. 

Earlier, the firm had announced 
that it could not continue operat- 


}ing under the current UAW con- 
| tract and that it had “no course to 


take other than termination of the 
company-union labor agreement.” 
The contract does not expire until 
Sept. 1, 1955, but it contains a pro- 
vision for reopening ne 
by either party on 60 days’ notice. 
” * x 
HE termination notice had come 
on the heels of a 3-to-2 rejection 
Aug. 5 by approximately 3,200 work- 
ers of Studebaker’s proposals, which 
(Continued on Page 63, Col. 1) 


of this month was 108, down from 
12.1 in July. 
* * 


* 
_ figures were drawn from a 
census of new cars which in- 
cluded those on display in dealer- 
ship showrooms, warehoused by 
dealers and factories, used as dem- 
onstrators, and still in transit. - 


, with an inventory of 

459,876 new cars. 

With a smaller dealer body doing 
business today, the 108 dealer 
average did not represent as phe- 
nomenal a reduction as did the 
overall new-car total. Dealers had 
a relatively smaller number of cars 
in stock last January, when the 
index stood at 10.5. 

= * *” 
Rot total and average in the 
latest survey reflected the 
steady decline which followed the 
establishment of postwar records 
May 1, with 607,275 cars in the field 
and a dealer average of 14.4. 

Dealer reports indicate that 
the full benefits of this cutback 
may not be felt until new-model 
time. 


At this late point in the sales 
year, the fact that there are fewer 
cars in inventory evidently has had 
little or no direct effect on the 
quality of deals that are being 
made. Heavy discounting continues 
in many areas and has grown even 
worse in some, dealers say. 

* * ” 


N& according to dealers, have 
all of the industry’s distribu- 
tion problems been alleviated. 
Many popular-line dealers still 
are operating with high new-car 


Anti-Bootleg 


By William Ullman 
Washington Correspondent 
ASHINGTON. — As Congress 
raced madly toward adjourn- 
ment last week, it appeared that 
fond hopes for certain pieces of 
automotive legislation had been 
thoroughly blasted. 

The NADA-sponsored anti- 
bootleg bill, passed by the House, 
was bottled up in the Senate In- 
terstate Commerce Committee. 
There was little hope that it 
would reach the Senate floor, and 
little chance of action if it did. 

As Automotive News went to 
press, there was stilla slim chance 
—but very slim. If it turns out that 
anti-bootleg legislation fails, it may 
be properly said that time, more 
than tide, was against success. 

* * + 

SENATE committee resolution, 

calling for an investigation of 
the entire manufacturer-dealer 
field in the auto industry, was 
“passed over” by the Senate last 
Wednesday. It still has a slim, 
chance of being brought up again’ 
at this session, however. 

The Hinshaw “phantom freight” 
bills were due to be called up in 
the House after presstime, with 
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stocks that would make the in- 
dustry’s 108 average seem like a 
good day’s sales rather than a 
total supply. 

And others, whose factories 
have held to low production 
rates, have maintained such 
small inventories that it is feared 
deals have been lost because the 
prospect didn’t have a wide 
enough choice. 

There is some talk that a revival 


of the distributor system might in 
effect give smaller dealers a wide 
selection of cars without oo 
them to keep heavy stocks of their 
own. 
* * . 
ney a@ new complaint has been 
added to those concerning dis- 
tribution ills. It goes this way: 
After years of allout production, 
factories have grown unaccustomed 
(Continued on Page 65, Col. 4) 


Dealers’ Average New-Car Stocks 


(in Field and in 


Transit to Field) 


AUG. 1, 1954 
Vrs SU Mddééd:aA 


12.1 CARS 


JULY 1, 1954 


U8 YM. 


PREVIOUS 


HIGH 
14.4 Cars—May 1, 1954 


os - 


SEPT. 1, 1953 


RECORDS 


Low 
3.9 Cars — Aug. 1, 1952 


—Automotive News compilation 


Bill Caught in Senate Jam 


a certainty. 

Thus, the walls appeared to have 
crashed in on the sturdy band of 
proponents who, until these closing 
days of Congress, had high hopes 
that their tireless efforts would 
prove fruitful. 

For the anti-bootleg bill, intro- 


Car Output 


102,025 Units Built in 
Big 3 Share Is 


By Tom Hewitt 

Staff Writer 
ce production this week is due 
to fall below last week’s low 
point for the year chiefly because 
Plymouth has completed its 1954- 
model output and other Chrysler 
Corp. divisions are ready to close 

for changeover periods. 


419 and 15,462 in the preceding 
week. In the like 1953 week, the 
totals were 128,957 and 25,144. 

Plymouth worked only three days 
last week and then closed for 
model changeover, while only two 
of the smaller firms—Hudson and 
Packard—were in production. 

* x + 


As A result, the Big Three turned 
out a record 98.5 percent of the 
car total, compared with 96.9 in the 
week earlier. General Motors ac- 


duced by Rep. Shepard Crumpack- 
er, Indiana Republican, this may 
be said: Even had it made the 
grade in the Senate, it would most 
likely have found a veto waiting it 
at the White House. Two 


(Continued on Page 8, Col. 1) 


Sinks Again 
Week, Even Fewer Due: 


Record 98.5% 

counted for 57.1 percent, against 

52.5 percent in the preceding week; 

Ford Motor built 31.4 percent, com- 

pared with 30.9, and Chrysler Corp. 

garnered 10.0 percent, versus 13.5. 
Nash returns to work today 

(Continued on Page 66, Col. 3) 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


154,071 


118,190 120,381 


Last Prev. 1953 
Week Week Week 
For complete production totals 
by makes, see table, Page 66. 
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Merger Vote Due Tuesday seb 


Studebaker, Packard 
Lose $11,720,200 


DETROIT. — Studebaker and 
Packard, whose stockholders will 
vote on a merger tomorrow (Aug. 
17), last week reported individual 


Kuhl Motor Sues 
To Hold Contract 
As Dealer Dies 


MILWAUKEE.—A request for a 
permanent restraining order to 
block the cancellation of a Ford 
franchise held by Kuhl Motor Co. 
has been taken under advisement 
by Circuit Judge Francis X. Swiet- 
lik. 


A. W. Schutz, attorney for the 
dealership, said Ford notified the 
firm on Apr. 17 of its intention to 
terminate the contract within 60 
days. That was shortly after the 
death of Frank J. Kuhl, dealership 
president. 

Such “unfair cancellation of a 
contract,” Schutz said, is “denoun- 
ced” by Wisconsin law. Joseph J. 
O’Day, secretary of the firm, said 
Ford gave no reason for desiring 
to cancel the franchise. 

Ford Attorney John G. Quale 
argued that Kuhl should not be 
seeking a court injunction. If it 
has a grievance the company 
should appeal to the State Motor 
Vehicle Department which, Quale 
said, has the power to fine Ford 
and suspend its Wisconsin license 
if it finds the cancellation was un- 
fair. 


The Kuhl firm became a Ford 
dealership in 1938. 


Weckler to Head 
Clevite Operations 


CLEVELAND.—James L. Myers, 
president of Clevite Corp. has 
announced the election of Herman 

L.Weckler as gen- 

eral manager of 

the corporation. 

. Weckler joined 
Clevite last May 
as operations 
vice-president and 
since that time 
has been respon- 
sible for the op- 
erations of the 
corporation's 
manufactur - 
ing and selling 

units, including Cleveland Graphite 

Bronze Co., Brush Electronics Co., 

Harris Products Co., Clevite Ltd. 

(Canada), and Transistor Products, 

Inc. 

Prior to joining Clevite, Weckler 
was vice-president and general 
manager of Chrysler Corp. 


H. L. Weekler 


operating losses that total $11,720,- 
200 for the first six months. 

Studebaker’s loss was $8,925,800; 
Packard’s was $2,794,400. 

Losses of both firms would 
have been greater except for tax 
credits, amounting in the first 
six months to $10,290,000 for Stu- 
debaker and to $3,031,000 for 
Packard. 

Harold S. Vance, Studebaker 
president, disclosed last week that 
Studebaker did not yet have the 
two-thirds approval of stockholder 
proxies necessary for the projected 
merger. He was confident, however, 
that the required votes would be 
in before Tuesday’s stockholder 
meetings. 


(See S-P LOSS, Page 8, Col. 5) 


Goodyear’s New Line of Tubeless Tires— 


The new line of tubeless tires offered by Goodyear, designed to hold air without 

For the half, Packard reported|® tubelike liner, ranges from farm tractors to wheelbarrows. A! top are some of the | Years. 
sales of $95,983,798, compared with| firm's car, plane and industrial tubeless tires. On the lower incline are o tubeless 
truck, rib aircraft tubeless and Super Sure Grip tractor tubeless. 


Railroad Piggybacking Approved by ICC 


WASHINGTON. — The Interstate 
Commerce Commission ruled last 
week that railroads may provide 
door-to-door trailer-on-flatcar serv- 
ice without obtaining ICC authority 
as a motor carrier. 

According to the announcement, 
a railroad can legally operate 
pickup and delivery service by 
truck from its terminals, and can 
ship its own freight in its own 
trailers on flatcars. 

Beginning July 27, hearings were 
held in Washington before ICC Ex- 
aminer Marion L. Boat on the law- 
fulness of rates recently published 
by six railroads already offering 
piggyback service. 

After three days of testimony, 
however, the hearings were ad- 
journed until Oct. 12. 

At the July sessions, the trucking 
industry asked for railroad cost 
evidence and railroad attorneys 


House Committee OKs 
Reciprocity Study 

WASHINGTON.—An immediate 
investigation into the breakdown 
of motor vehicle reciprocity be- 
tween the states was given full 
approval here late last week by 
the House Interstate and Foreign 
Commerce Committee. 

A full committee presided at 
the two-hour hearing, it is re- 
ported, and the request for the 
investigation was contained in 
House Resolution 407, and pre- 
sented before the House by Ohio 


will take several months before 
a complete report can be issued. 
(See “Automotive Washington,” 
Page 18.) 


FRB Head Confident on Fufture— 


agreed to furnish such data if they 
were allowed sufficient time. 

When the hearings convene, the 
railroads must provide a cost state- 
ment through Aug. 15. In addition, 
similar information must be filed 
for the Aug. 15-Oct. 1 period. It is 
believed that the latter information 
will be the basis for further study 
on the legality of present tariff 
rates. 

Since the adjournment, the ICC 


105 Outlets Added 
To Hudson Rolls 


Since Merger 


DETROIT. — Hudson has added 
105 dealers and authorized service 
stations to its retail sales organiza- 
tion since 
ing a division of 
American Motors 
Corp. on May 1, 
N. K. VanDerzee, 
Hudson’s sales 
vice - president, 
disclosed last 
week. 

Combined capi- 
tal assets of the 
105 are put at 
oo than $3 mil} N. K. VanDerzee 

VanDerzee said that the new 
additions represented “far-reaching 
plans to strengthen Hudson’s com- 
petitive position and provide in- 
creased service facilities for Hud- 
son owners.” 

Signing of franchise agreements 
hit a near-record pace in July, he 
said, with 11 dealers and service 
stations joining Hudson in a five- 
day period. 

They were T & W Packard Serv- 
ice, Greenville, N. C.; East Side 
Hudson Sales & Service, Ashta- 
bula, O.; Anderson Motors, Inc., 
Kenosha, Wis.; Reigle Hudson 
Sales, Henderson, Ky.; Down Auto 
Sales, Pinelawn, Mo.; Gail - Catt 
Hudson, Vincennes, Ind.; Gillette’s 
Garage, Batavia, N. Y.; Creston 
Auto Sales, Grand Rapids, Mich.; 
E K L Auto Co., Atchison, Kans.; 
W. J. Hornibrook Company, St. 
Cloud, Mo., and Mel & Dale’s Serv- 
ice, St. Peters, Mo. 


Dodge Appoints 
Detroit Chief 


DETROIT.—Arthur G. Kirchner 
jr. has been appointed Detroit re- 
gional manager for Dodge. He suc- 

ceeds Foster D. 
Ely, who has been 
named southwest 
division manager. 

Kirchner has 
been with Dodge 
since 1946 and 
has held positions 
in the Dodge or- 
ganization as city 


has passed its ruling giving the 
rails a free hand. 

Other commission conclusions on 
the “substituted rail-for-motor serv- 
ice” plan were: 

1. Railroads may transport trail- 
ers owned by private companies 
and freight forwarders under rail 
tariffs open to the general public 
without holding motor carrier au- 
thority. 

2. Motor carriers under contract 
to shippers cannot legally piggy- 
back if the rail movement is with- 
in their operating authority. The 
contract carrier, however, may ar- 
range for piggyback service if the 


shipment extends outside his oper- | 


ating authority. 


3. Railroads may not move trail- | 
ers of common carriers under open | 


tariffs unless there is a through- 


route arrangement between the/| 


railroads and the motor carrier. 
Railroads, however, will have the 
option of establishing joint-rate ar- 
rangements with some motor car- 
riers and not with others. 

4. If a railroad makes piggyback 
available to private carriers, it may 
not deny it to freight forwarders. 

5. Railroads are not allowed to 
establish through routes and joint 
rates with freight forwarders. 


Ford Again on Top 
In °54 Car Sales 


DETROIT.—The Ford division 
last week pulled ahead of Chev- 
rolet in 1954 new-car sales as 
measured by official n 
returns. For five months plus 27 
states for June, Ford was credit- 
ed with 631,307 sales, Chevrolet 
with 628,251. 

Chevrolet had held the lead 
since the beginning of June. 


Goodyear Offers 
Tubeless Tire 
Without Liner 


DETROIT.—A new line of tub 
less tires, designed to hold air w 
out a tubelike liner, was anno 
ced here last week by Goodyes 


E. J. Thomas, Goodyear presi- 
dent, told newsmen his com- 
Pany’s tubeless is being offered 
at present price levels for con- 
ventional passenger tire and tube 
combinations. 

Shipments of the new tubele: 
tires have been going forward 
Goodyear dealers since April. The; 
will be offered on 1955 model cars. 

In the past, Goodyear has offere 
passenger tubeless tires at premiunx 
prices only. A new tire, embod 
ing principles of the Lifeguard 
safety tube, is now in preparatio 
| Thomas predicted the conven- 
tional tube will vanish from the 
industry scene in five to seven 


Thomas stressed that Goodyear’s 
| tubeless passenger tire, made from 
= exclusive triple-tempered, pre- 
| conditioned tire cord, gives: Punc- 
|ture Protection, Blowout Protec- 
tion, and Increased Mil 


down to industrial and wheelbar- 
| row tires. 
| The Goodyear tubeless is being 
released at present in the passen- 
ger car line, which includes the 
standard Super-Cushion, the Nylon 
Super-Cushion, the premium dou- 
ble Eagle and the Suburbanite with 
its winter tread. 

Limited quantities of the Good- 
year airplane tubeless tires are be- 
ing released to the military, and 
truck and bus tubeless tires are 
now being tested on numerous ve- 

(Continued on Page 65, Col. 3) 


35,000 Prizes 
Auto-Lite Awards Winners 


Of 3 Contests 

TOLEDO.—Approximately 35,000 
prizes have been awarded to par- 
ticipants in three contests, spon- 
sored simultaneously by the spark 
plug division of Electric Auto-Lite 
|Co., according to L. B. O’Loughlin, 
| division sales manager. 

The contests covered spark plugs, 
wire and cable and sealed-beam 
units. 

Awarded were 10,000 electric 
sanders, one for each $19.95 order 
of wire and cable delivered during 
the 60-day period ended July 30. 

Also presented were 7,500 bath- 
room scales, one for each dozen 
sealed-beam units sent during the 
same period. Wholesaling salesmen 
received similar prizes for each 
gross sold. 

And finally, 14,000 salesmen were 
awarded trading stamps in Auto- 
Lite’s “powerhouse program” for 
spark plugs. The stamps were 
turned in for premiums, ranging 
from furniture to clothing. 





od 


manager of Cin- i 

innati and Chi- 

cago, He also| Chow Time for Houston L-M Dealers— 
A. G. Kirchner jr. served as district| More than 450 dealers, salesmen and their families of the Houston Lincoln- 
manager in Indianapolis. Prior to| Mercury district gathered at “Y'all Come” a barbecue on the Eagle Rock Ranch 
his new appointment, he was assist-| near Wimberley, Tex., to celebrate the windup of the June sales campaign. W. D. 
ant regional manager of the De-| Woods (left), district sales manager, and O. L. Carlson (right), assistant monager, are | 
troit region. shown with the head chef. 


William McChesney Martin jr. (left), chairman of the Federal Reserve Board, dis- 
cusses credit problems with Stanley B. Ecker (second from left), C.I.T. Financial Corp. 
secretary; Philip D. Reed (second from right), chairman of General Electric, and 
Courtney Brown, dean of Columbia University’s graduate school of business. The 
week-long conference on consumer credit management was held in Harriman, N. Y¥. 
Martin told executives that he does not see any danger spots at the present time 
which might tend to weoken business activity to the extent of bringing about a 


sharp decline. 
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4 UTOMOTIVE News Almanac is 
‘™ a constant companion in this 
a rs research in gathering 
for this column. As I 
dy the most recent volume, page 
attracts my attention. A chart 
shows that 1953 Motor Vehicle 
set a new record, amounting 
$5,725,000,000. 
_ Of course, we are all familiar 
with that figure. Taxes are not a 
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every 
untry originates from the 
ufacturer and sale of mo- 
and automotive equip- 
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purposes. 

the theory that the automo- 
er should pay for building 
roads is not obviously 
utomobile owners are not 
to get the title to the roads. 
4 are built for the exclusive 
benefit of motor vehicle owners. 


Dealer Milum 
Becomes Dean 
_Of Ark. Senate 


LITTLE ROCK.—Arkansas auto- 
mobile dealers who will be mem- 
bers of the 1955 State Legislature 
headed by Roy Milum, Harri- 
(Ark.) GMC truck and Pontiac 
who is dean of the 35-mem- 
State Senate. 

Senator Milum was renominated 
uly 27 in the Democratic primary 
election, which in Arkansas is 
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until the present time. 
Also nominated for the incoming 
ure was Hugh Hackler, 
Mountain Home Chevrolet dealer, 
who will be a member of the House 
of Representatives from Baxter 
County. 


Prices, Used-Car, Averages 
Production by Makes 
Registrations, Cars, Trucks . 
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Pasdeus tell me 


By John 0. Munn 


They add value to the real estate 
they serve and to the economic 
wealth of the entire nation. 


Doubled in Decade 

T= taxes on new cars has 
soared in the last three decades 

to where today they constitute 


roughly one-third of the automobile | — 
sales dollar. Dating from the first| | 


automotive tax—a dollar license fee 
in New York State, imposed in 
1901—all United States motor ve- 
hicle taxes totaled about $4 million 
annually by 1911. In 1921, the figure 
reached $296 million. It topped $2 


in billion in 1941 and more than 


doubled in the next 10 years. Since 
1900, United States vehicle owners 
have contributed a total of more 
than $60 billion in special taxation. 

What is the purpose of re- 
peating all this information? It 
is, of course, to keep us in the 
trade continually conscious of the 
need of tax relief. Of course, we 
are prejudiced. These special in- 
dustry taxes are a detriment to 
our business, as well as a drag 
on the natioral economy. We, in- 
dividually, can do little about 
them. 


But as public leaders we can do 
much. Many automobile dealers 
make public speeches. As a group, 
they continually contact all motor 
vehicle users. These are the forces 
that members of this trade must 
use if they are to marshall public 
opinion on their side. 


In stating the case for removal 
of this discriminatory tax, we can 
well use the words of Alton M. 
Costley (Chevrolet), East Point, 
Ga., chairman of the NADA Na- 
tional Affairs Committee. At a re- 
= Senate Committee hearing, he 


* 

Unfair Share 
“WE BELIEVE that continua- 

tion of the present high ex- 
cise taxes on an automobile—about 
$150 on a lower-priced car—con- 
stitutes a threat to demand and 
employment in the automotive and 
related industries. 

“In registering our objections to 
the present proposal, we wish to 
reaffirm that position. We have re- 
peatedly pointed out to Congress 
that present excise taxes are par- 
ticularly objectionable because: 


“1. They are discriminatory and 


unfair. 
“Competitive transportation 
and industrial t are not 


= * 


“Citizens, who are dependent up- 
on the motor vehicle, are required 
to bear a disproportionate share of 
the tax burden. 

“Residents in the 25,000 com- 
munities without rail service and 
the 2,140 communities without 
street cars or bus service are un- 
justly penalized. 

“2. They penalize the lower-in- 
come groups. 

The vast majority of automo- 
biles are owned by citizens in the 
lower-income groups. These citi- 
zens are forced to pay a heavy per- 
centage of all automotive taxes. 

“3. They are a glaring example 
of multiple taxation. 

“Payment of taxes by an auto- 
mobile owner does not cease with 
the purchase of the new vehicle. 


“4. They restrict mobility. 

“America is a nation on wheels. 
We this tax as a deterrent 
to mobility. Therefore, we respect- 
fully urge that it be reduced, if 
not withdrawn.” 





But Face Sterner 


ition in Detroit .. . 


Would-You-Takes Bloom Again 


By Joe Callahan 
Staff Writer 

SURVEY reveals that “would- 
you-takes” are coming back 
again in Detroit, although they are 
meeting opposition from the Better 
Business Bureau and the local 

dealers’ association. 
Of course, many dealers still 
adamantly refuse to use them, 
both on the grounds that they’re 


Nash Firm Aids Kiwanis— 


not honest and that they don’t 
produce. But the dealers who do 
use would-you-takes describe 
them as “lifesavers.” 

A Dodge-Plymouth dealer, who 
goes in heavily for would-you- 
takes, said: 

“Without them, I wouldn’t be in 
business today. There is nothing 
dishonest in would-you-takes that 
is not dishonest in every other type 





Selden & Brand, Inc., new Nash dealership in Dearborn, turned over its service 
station operation to the East Dearborn Kiwanis Club for its annual Underprivileged 
Children's Fund drive. Shown launching the operation are (from left), Ed Geisinger, 
Kiwanis director; E. G. Bower, president of the Dearborn Kiwanis; H. F. Brand, sec- 
retary of the dealership, and R. P. Selden, president. 





New-Car Sales from Lots 
Ruled Illegal in N. J. 


NEWARK, N.J.—James T. Kirk, 
New Jersey’s deputy attorney gen- 
eral, has ruled that the practice of 
a used-car dealer selling new 1954 
models, which he advertises as 
“never licensed” or “never regis- 
tered,” is a violation of State law. 

Under the law, the motor vehicle 


U.S. Files Protest 
To Tax Rulings 
In Ward Case 


DENVER. — The U.S. Govern- 
ment has filed a formal objection 
to a ruling by Ben C. Hilliard, Fed- 
eral bankruptcy referee for Colo- 
rado, involving Fred Ward and his 
collapsed Hudson sales empire. 

Hilliard, on May 9, ordered the 
Government to refund $92,530 to 
Ward’s bankrupt estate and threw 
out Internal Revenue Service 
claims that Ward owes $233,000 in 
back taxes. 

A list of 11 objections were filed 
by Donald E. Kelley, U.S. attorney, 
and Clifford Chittim, an assistant 
prosecutor. 

The Government contends basic- 
ally that: 

1. Ward’s money withdrawals 
from his firm, Fred Ward, Inc. 
were dividends, not debts. As divi- 
dends, they cannot be charged off 
to make income-tax refunds pos- 
sible. 

2. Hilliard has no jurisdiction in 
the dispute. - 

3. A judgment cannot be ren- 
dered against the U.S. without its 
consent. 

If Hilliard rejects the protest, 
the dispute probably will be ap- 
pealed to Federal court. 

Ward is serving a penitentiary 
sentence for fraud. 


Auto Bargains a Feature 
Of N. H. Retailer Fete 


MANCHESTER, N. H.—(UTPS) 
—Auto dealerships were active par- 
ticipants in “Manchester Days,” a 
three-day merchandising event 
staged by the retail division of the 
Manchester Chamber of Commerce. 

Special values were offered to 
auto buyers by Leo A. Cavanaugh, 
Ine.; Fitch Motor Co.; Clyde Gar- 
field, Inc.; Manchester Buick Co.; 
Merrimack Street Garage, Inc.; 
Morse-Batchelder, and State Mo- 
tors, Inc. 





director is empowered to suspend 
or revoke a dealer’s license after a 
hearing for violation, Kirk said. 

’ The same rule applies to a new- 
car dealer advertising and selling 
new makes other than the make 
he is franchised to handle, Kirk 
said. 

The ruling was made at the re- 
quest of the New Jersey Automo- 
tive Trade Assn. 

NJATA told its members that all 
reports and complaints regarding 
violations of the ruling should be 
made. through association head- 
quarters. 5 





Finance Firms Receive 
Auction OK in Ohio 


without being licensed under the 
auto dealers law. 

He pointed out that the Legis- 
lature exempted such concerns 
from the law 15 years ago. 





public . 


tions, 
headaches... 





Wembhofft 


of advertising. It all depends on 
who is handling them. 
s * ° 


; FE years ago, we started a 

well-organized would-you-take 
campaign. Since then we’ve passed 
out more than one million appraisal 
cards, and we've never had a 
single serious beef. 

“Today, 50 percent of our busi- 
ness is produced by would-you- 
takes. 

“We have a crew of five men 
who work fulltime passing them 
out—about 20,000 a week during 

the would-you-take season, from 
March through September,” he 
declared. “We lay off them dur- 
ing the new-model period and 
during the winter. 

“These cards bring in an average 
of 75 prospects a week, and we sell 

about 20 percent of these. Further- 
more, we're able to operate with a 
reduced sales force now. 

“Frankly, our appraisers aren't 
experienced men, but they’re im- 
proving rapidly. Each has a chart 
listing all the models that we’re 
interested in, and what we'll give 
for them. The charts are revised 
weekly.” 

* * * 

HIS dealer said one of the 

greatest advantages of the 
would-you-take is that it enabled 
him to prospect with people who 
had the desirable cars. He added 
that the used-car market was care- 
fully watched, and special offers 
were made to motorists who had 
hot-selling cars. 

This firm’s cards end with this 
statement: “We will authenticate 
this appraisal as soon as our ap- 
praiser has ascertained that this 
vehicle is in normal operating con- 
dition.” 

One of the biggest would-you- 
take users in Detroit is a Ford 
dealer who calls it the “greatest” 
device for bringing in business 
and says that 75 percent of his 
business can be to 
such ads. 

“A would-you-take is the best 
means I have to contact a prospect 
that I can’t talk to personally,” he 

(Continued on Page 64, Col. 1) 


N. Y. Dealers Encourage © 
Shop Course for School 


BINGHAMTON, N. Y. — The 
proposed addition of an auto me- 
chanics course to Union-Endicott 
High School’s student and adult 
education programs has been in- 
dorsed by the auto dealers’ council 
of the Greater Endicott Chamber 
of Commerce. 

At a meeting, the council ap- 
proved appointment of a committee 
to work with school officials in 
planning the course. Committee- 
men are Rem Tedeschi, William L. 
VanDervort and Ralph E. Swind- 
ler. 

Claude W. Fundis, council] chair- 
man, presided at the meeting. 


Some persons have suggested that auto makers 
had a hand in trying to block the NADA anti- 
bootlegging bill in the Senate. We can’t believe 
this, for the alternate to such a measure was a 
Senate probe of the auto industry’s whole mer- 
chandising setup, including freight charges. Which, 
of course, would mean washing a lot of linen in 
. . The first half may be over, calendar- 
wise, but counting of the votes on new-car registra- 
Ford versus Chevrolet, 


is causing some 


NADA says the current dealer survey being 
made by the Alfred Politz Research organization 


is legitimate and the client is “above reproach” ... 
Illinois association warns of a revival of prewar “cross-selling” in 
association 


that state ... Iowa 
100 percent NADA membership 


now has 61 of its counties with 


. . . Milwaukee Journal took an 


editorial slap at House passage of anti-bootleg bill, asking “Why 
a@ law to keep auto buyer from getting a break?” ... 


Missouri association has moved into its own home, 
- Toledo dealers will stage annual outing 
Sept. 22, with Dave Smith as chairman . 


specially for group. . 


erected 
. . Maryland dealers have 


ordered the “finest crabs in the world” (right out of Chesapeake 
Bay, of course) for annual Crabfeast Aug. 24... John Jett succeeds 
Vernus Williams as Illinois association director from Salem .. . 
Goodyear executives attended en masse a press preview of new 
tubeless tire in Detroit last week; even Chairman P. W. Litchfield, 
still hale and hearty at 79, flew up from Akron. 


—Pere Wemuorr, Editor, 
Automotive News. 
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AUTOMOTIVE NEWS PLATFORM 


¥ 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


yr 2. Every dollar «Sede te and oil taxes, collected by state and federal 

ee a to the building and maintenance of highways; 

¥ 3. Guard the precepts of individual freedom, which made the U. S. 
and gave its citizens more of the better things of life than aniiiie 

else in the world. 


NADA's Stupendous Job 


See ARDLESS of what eventually occurs as a result of 
the anti-bootleg legislation, NADA’s officers and its 
“members are to be congratulated for the stupendous job 
they did in selling the bill to congressmen. 


Buffeted by adverse rulings and testimony of Adminis- 
tration bureaus, the new-car dealers and their officers did 
not take “no” for an answer. NADA members deluged their 
congressmen with pleas for a favorable vote; NADA officers 
buttonholed every influential congressman on the Hill. 


The results illustrate what can be done by concerted, 
coordinated group action when all the facts are marshalled 
and presented properly. 


| Believe in the U.S.A. 


E THE following essay was written by Richard J. Hoffman, 
_ * chairman of the journalism and graphic arts department 
of Los Angeles City College: 


I BELIEVE IN THE UNITED STATES OF AMERICA 
_ WITHOUT RESERVATIONS 


It is my home, my country; it is my hope, my concern. 
Here I work and rest. 
Here I build and dream. 

Here ts security for my loved ones. 

Here my toil is rewarded with an unmatched abundance 

_ for my well-being. 

Here freedom to live, to think, and to worship is mine, 

guaranteed by law and our Constitution. 











| Here I am part of government, able to vote, to serve, 


and to carry my share of the common load. 


GOD GRANT ME WISDOM AND STRENGTH 
to safeguard my country’s welfare with devotion 
great enough to measure up to her greatness. 
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Coming 
Events 


Dealer Conventions 


Aug. 29-31—Automobile Dealers Associa- 
tion of West Virginia, Greenbrier Hotel, 
White Sulphur Springs, W. Va. 


Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hetel, 
Rockland, Maine. 


Sept, 12-13 — South Dakota Automobile 
ealers Association Convention, Rapid 
City, ‘South Dakota. 


Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. vention, Hotel. Hilton, 
Albuquerque. 


. 17—Kansas Automobile Dealers Assn. 
ynvention, Broadview Hotel, Wichita, 
Kans. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 

alers Convention, Saranac Inn, Sara- 
nac, New York. 

20—Delaware 
Assn., Rehoboth 
Rehoboth Beach. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

-22—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 
Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 

ou’. Biloxi, Miss. 


Automobile Dealers 
Beach Country Club, 


3-4— Oklahoma Automobile Dealers 
Fees Convention, Skirvin Hotel, 
ere City. 


3-5—Automobile. Dealers Association 
of Alabama Convention, Biloxi, Missis- 


MR 
. i vj 
pi. 

Oct *e9—Pennsylvenia Automotive Asso- 
ciation Convention, Haddon Hall, At- \ 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- } 
on ae Convention, Buena Vista Hotel, 

Ot. *{0-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 
ct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thoi Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
ron Convention, Peabody Hotel, Mem- 


on *23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct ae — ertte Automobile Dealers 
Assn. nvention, ie Washington 
Hotel, Jacksonville. 

Qct. 26'— Connecticut Automotive Trades 
Association Convention, Hartford. 

Oct. 31-Nov. | — [0th Annual Convention 
Texas Seteanias Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 7-9—Qhio Automobile ar Assn. 
ona Mayflower Hotel, Akron. 

Nov. — Kentucky Automobile ae 
eerie Convention, Kentucky Hotel, 
Louisville. 

Nov. 14-ié—National User Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 1819 — ‘Idaho Automobile Dealers 
sent iation Convention, Boise Hotel, 


Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
— _ City. 

— Montana Automobile Dealers 


haem gr Florence’ Hotel, Mis- GM Parts Plan 
= oe - smote comer Paomine Nineteen hundred and some odd 
Athietic Club, Milwockes | years is @ long time, but with in- 
* * * flation working right along, it’s no 


surprise that the price of a ‘sell- 


Dealer Auto Shows 
out” has gone from 30 pieces of 


Jan. 8-16 — Chicago Auto Show, Interna- 

tional Amphitheater, Chicago. silver to $10,000. 
Jan, $-l¢—Washington, D.C. Auto Show. | after the U.MS. jobbers and GM 
Jan. 21 les Astenetitie Show, | dealers were granted open season 


Pan Pacific Auditorium, Los Angeles. 
. 21-30 — Seattle Automobile Show, 
Armory, Seattle. 


Jan. 29-Feb. 6—Detroit Auto Show, Mich- 
igan State Fair Grounds, Detroit. 

Feb. 5-12 — Milwaukee Auto Show, Mil- 

kee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
wae Auditorium, Des 


Feb. 12-19—San Francisco Auto Show, Pan 


on cutting each other’s throats 
early this year, everyone watched 
to see what would happen. Appar- 
ently not too many U.M.S. jobbers 
stepped back into line of the 
straight right after getting a left 
hook. Therefore, it was necessary 
to sweeten up the deal a bit and 


acific Auditorium, San Fr do something to get these boys 
, * — back in the “Chump’s Club.” 

Gener Once around seemed like 

16-18~Soci see Enai enough for most of them. Now 

ry (Nation aT wees Coast Meet: fing), oe have a chance to buy a new 


Los Angeles. 
(See CALENDAR, Page 58, Col. 4) 


20 Years Ago... 
The Big Story 


Expenditure of $3 million for new equipment, additiona] plant 
space and rearrangement of production facilities has been announced 
by Fisher Body ... Motor car parts in colored cartons, one color 
for motor parts, another for chassis and so on down the list is the 


for the paltry sum 
z $10,000. Rumor has it that ex- 


car manufacturers’ contribution to better business methods for the 
dealer. Dealers favor the scheme because it facilitates the handling 
and shipping of parts and accessories. It is possible that almost 
every needed service part will soon be cellophane-wrapped . A 
national search is being conducted in Canada to find the man “who 
first proposed the use of a white safety line on highways. The hunt, 
which was started by the Fresno (Calif.) Chamber of Commerce, is 


now being sponsored by Canadian Goodrich Co., Ltd. . Consump- 
tion of crude rubber by U.S. manufacturers for July was 32,647 long 
tons against 40,241 in June. 

—From the files of Automotive News. 








readers, and your 
Suane heat yee Ur Glee. Guat Guise WER the Ravuranne 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





the parts formerly exclusive with 
the dealer. 

Undoubtedly, most of the jobbers 
will -have broom closets in their 
already crowded places that they 
can clean out to care for the initial 
offering; but they should start 
building for what they will need 
and get, after the initial boring in 
is over. That “Chump’s Club” is 
like quicksand — easy to get in, 
hard to get out. 

The GM dealers, who in many 
cases have a lifetime of work and 
thousands of dollars in buildings 
and stocks, can now see the price 
placed on their birthright; $10,000 
will make a competitor to sell the 
very same items that were to pro- 
vide the bread and butter after car 
sales declined. 

Remember the old sales pitch 
of the factory man trying to get 
you to expand your parts depart- 
ment? One wonders if you will 
have an exclusive on cars as 
time rolls by. 

It’s a good gamble that the 
Shades of Hitler and Stalin grow 
envious as they look on and see 
the “biggies” try to take over the 
whole automotive industry. What 
pikers those two departed but not 
mourned slickers were; they had 
Quislings to help them. 

Here, a followup of their tactics 
but played “straight” on the lines 
of buy them, take them over by 
consolidation or kill them off and 
get rid of them. Observe no pacts, 
obligations or the moral rights of 

(Continued on Page 58, Col. 1) 
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“A most satisfactory 
financing arrangement” 


x 


Reports MR. G. B. LA SUER, President of La Suer 
Motors, Inc., CHRYSLER-PLYMOUTH dealer in 
Birmingham, Alabama. 


CC) UR use of the Commerciat CrepIT features of their complete financing plans 
Pian dates back 7 years to the day goes without saying. If I were to sum up aos = 
we started in business. Since then, we our experience, I would say our relation- (Oe Pa 
have used the Plan continuously and ship with Commercial Creprt’s Birming- CREDIT PLAN | 
exclusively. That we like ComMMERCIAL ham office is one of friendly, interested ; Se f 


Crepir service and the many good cooperation based on mutual trust.” 
COMMERCIAL 


COMMERCIAL CREDIT DEALERS ARE Success fi u l DEALERS CREDIT 
CORPORATION 


Let us show you how Commerciat Crepit’s broad experience, large resources and 

: ai ; i ee" A service offered through subsidiaries of 
complete financing facilities can contribute to your net Write, wire or phone rap nas pes 
your nearest ComMERCIAL Crepir office today. You'll get prompt action. . . Capital and Surplus over $1 50,000,000 


. . - offices in principal cities of the United 
States and Canada. 








6 
In Cleanup Sales Drive .. . 
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Packard Gives Dealers 
$100-$300 Bonuses 


pearsak has joined the list of 
car makers giving dealers “ex- 
tra trading allowances,” leaving 
only Ford Motor and General Mo- 
tors without such a plan. However, 
both of these makers have been 


Buying State Cars 
Direct from Maker 
Approved in Iowa 


DES MOINES.—The Iowa attor- 
ney general, Leo A. Hoegh, has 
ruled that it is legal for the State 
Executive Council to purchase 
State cars and trucks directly from 
manufacturers, “if the manufac- 
turer’s bid is the lowest and if the 
manufacturer qualifies otherwise 
within the terms of the bid ad- 
vertisement.” 

‘Hoegh issued the opinion in re- 
sponse to a request by Secretary 
of State Melvin D. Snyhorst, who 
had questidned recent council ac- 
tions in purchasing direct from 
manufacturers. 

Snyhorst, a member of the coun- 
cil, pointed out that the council 
customarily had purchased cars 
through licensed Iowa retail deal- 
ers but that in recent weeks the 
council had made numerous pur- 
chases on bids direct from General 
Motors and from Ford Motor Co. 


Several Iowa dealers have en- 
tered sharp protests against the 
council’s direct purchases from 
manufacturers, 


McAtee Steps Up 
On Barrett Staff 


ST. nro R. McAtee has 
been 


velopment of the 
Barrett brake 

and has 
been active in 
many phases 
the company’s ac- 
tivities. 

As executive 
vice-president in 
charge ie 
tions, he con- 

BE. &. MeAtee tinue to partici- 
pate in advertising, engineering, 
een and the brake 


* 








conducting “irfcentive” sales cam- 
paigns. 

Under its plan, Packard will give 
dealers a bonus for every car or- 
dered between Aug. 2 and Oct. 1. 
It amounts to $300 for a Packard, 
$200 for a Clipper Super or Deluxe 
and $100 for a Clipper Special. 

The bonuses are in addition to 
the payments made for the num- 
ber of cars sold between Dec. 1, 
1953, and Nov. 1, 1954. Under this 
retroactive plan, a dealer who 
sells 101 Packards in that period 
gets a $90 bonus for each one. 
The bonus is higher, or lower, 

(See PACKARD, Page 10, Col. 5) 


Oldsmobile Sales 
In July Smash 


Two Records 


LANSING. — Oldsmobile estab- 
lished an alltime record for a 10- 
day sales period when dealers re- 
ported the retail delivery of 15,976 
new cars in the final 10 days of 
July, J. F. Wolfram, Oldsmobile 
general manager, said last week. 

The 10-day spurt brought total 
July deliveries to 39,296 new cars, 
a record for the month. The July 
total was 15 percent and nearly 
5,000 units above the previous high 
for the month set in 1950. 

The 10-day record, Wolfram said, 
was more than 500 cars above the 
previous 10-day record of 15,431 
cars sold in the final 10 days of 
April. 

For the past several months, 
Oldsmobile has held fourth place 
in new-car registrations as com- 
piled by R. L. Polk & Co. 


Id. Car Population 


-|Up 7,000 in Year 


BOISE, Id.—There are some 7,000 
more cars on Idaho’s highways 
than there were a year ago. 

According to the department of 


of|law enforcement, 208,679 cars had 


been registered through June 30, 
compared with 201,164 for the same 
date last year. 

Registration fees totaled $1,043,- 
315 against $1,005,820 last year. 

Other types of vehicles—trucks 
under 24,000 pounds, motorcycles, 
buses, house trailers and ambu- 
lances—boosted the total to 285,084 
and $2,608,120 in registration fees. 


New Features in Dodge Truck Engine— 

The new 145-horsepower Dodge Power Dome V-8 truck engine is said to develop 
601 horsepower per cubic inch of displacement. The low-friction engine has a short 
stroke of 34%, inches, with a bore of 3 7/16 inches. The dome-shaped combustion 
chambers obtain increased mileage from nonpremium gas, it is claimed, and their 
design reduces carbon deposits. Spark plugs are located outside the valve cover for 
easy accessibility. Valve tappets are hydraulic. Exhaust valves are perpendicular to 
the cylinders to allow the use of a single valve rocker arm shaft, instead of two. 


The push rods are rigid steel rods. Spherical ends, which ride in the tappet plunger 


and rocker arm, are induction-hardened for long service life. 





Ace Motor ‘Backs Up’ Promises— 


A sales promotion of Ace Motor Sales, Inc.“(Ford), Woodbury, N. J. showed a line 
of 10 cars backed up, featuring the slogan, “We Back Up Every One of Our A-1 


Used Cars.” 


Cost-of-Living Pay Boost | 


The idea was originated by C. 


N. Eastlack jr., general manager. 


Looms in Auto Plants 


(Continued from Page 1) 


omists, who predict that the Bu- 
reau of Labor Statistics’ July 15 
index will move upward slightly 
from the June 15 figure of 115.1, 
and the May 15 figure of 115.0. 

How much the one-cent boost, 
plus the $5-per-quarter increase to 
salaried employes, will cost the 
manufacturers is hard to figure, 
because of widespread layoffs re- 
sulting from drooping production 
and model changeovers. 

+ * 


OURLY workers now are re- 
ceiving a six-cent hourly cost- 
of-living allowance and salaried 
employes are getting a $30-per- 
quarter cost-of-living bonus. 
Should the Government’s BLS 
index, due for release later this 
month, rise to 115.4, hourly per- 


Court Upholds 
Tax Conviction 


Of Ex-Dealer 


NEW ORLEANS. — The Circuit 
Court of Appeals has upheld the 
conviction of William Frank 
Monroe, former Texas automobile 
dealer, on charges of income-tax 
evasion. 

Monroe’s attorney said he would 
again appeal. 

Monroe was_ sentenced to six 
months in prison and fined $3,000 
in May, 1953, on conviction of 
evading $16,295 in income taxes for 
1946, 1947 and 1948. 

Hig appeal was based principally 
on the contention that he tried to 
make up the back taxes and volun- 
tarily disclosed his records to in- 
ternal revenue agents before action 
was filed against him. 

During the years in question, 
Monroe was district sales manager 
in Dallas for Buick and later held 
a Buick dealership in Garland, Tex. 
He is not now associated with the 
auto business. 

Monroe, a former Federal Bureau 
of Investigation agent, testified he 
did not know that some $44,000 he 
earned selling about 50 new cars 
constituted taxable income. When 
he learned he owed taxes on the 
deals, he attempted to make retri- 
bution by adding a lump sum pay- 
ment on his 1948 income tax return, 
he testified. 

Testimony in the case, which ran 
up to 800 pages, showed that Mon- 
roe, on the side, purchased cars at 
list and cost price from Buick deal- 
ers and sold them to individuals 
for a profit during the car-short 
postwar years. 





Finance Study Set Up 


By Petroleum Institute 
NEW YORK.—The American 
Petroleum Institute has named 
@ 10-member subgroup of its job- 
ber advisory committee to in- 
vestigate methods of aiding job- 
bers to raise necessary capital 
financial institutions. 


with the new subco 
which is headed by Marc 
Braeckel, of Sinclair. 





sonnel would get a two-cent boost 
and salaried employes would re- 


ceive a $10 quarterly hike. 


But it is estimated that the 
index will fall just short of the 
1154 figure, the previous BLS 
peak which was reached last 
October. 


The last escalator clause wage 
change was made June 1. It was 
based on the Apr. 15 index which 
read 1146, and workers took a 


one-cent cut. 





Chrysler Reports 


6.1% Increase in 
Sales for Month 


DETROIT.—Retail Chrysler sales 
for the last 10 days of July were 
up 13.5 percent over the second 
10-day period in July, according to 
E. M. Braden, general sales man- 
ager of the Chrysler division. 

Overall July retail deliveries ex- 
ceeded June deliveries by 6.1 per- 
cent, he said. 

“We began July with a record 
10-day delivery period which con- 
tinued a trend upward in June,” 
Braden said. “Our business up- 
swing results from hard selling on 
the part of our dealers who have 
been greatly assisted by our ex- 
panded field sales force.” 

Braden said that Chrysler now 
has orders from dealers for every 
1954 model remaining to be built. 

“Many of our dealers underesti- 
mated their sales needs and as a 
result of our sales improvement 
plus the recent wildcat strike have 
| found themselves short of some 
models,” Braden declared. “In some 
cases local dealers have chosen one 
of their group to act as an infor- 
mation clearing house to help them 
exchange cars to meet customer 
demand.” 


Lane Named NADA Chief 


For Hinds County, Miss. 


JACKSON, Miss.—Collin T. Lane, 
president. of Madison Auto Sales, 
Inc. (Pontiac), has been appointed 
NADA chairman for Hinds County, 
it has been announced by Charles 
Cc. Freed, NADA president. 

Lane has been in the auto busi- 
ness 27 years. 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sale every Wednesday.) 


Aug. 11 
wan Auto Auction. Sale every 


-) 
(Very fast sale today. Sold 104 
cars out of 146 offerings.) 


BUICK—’53 Super 4-dr., 2 =: 


Riviera coupe, $1,605’ Super 
Riviera coupe, $1, oo, gaz0°: 
4-dr., $880; 2-ar., $750. *50 
RM _ Riviera coupe, $645*; conv., 
$590*; Super Riviera coupe, $645*; 
4-dr., $580°. °49 Super 4-dr., $420*; 
&-dr., $380; RM 4-dr., $405*; club 
coupe, $400°. °48 RM 4-dr., 3 
Super 2-dr., $185. 

OADILLAC—’51 (62) conv., $1,800°. 


= , (62) coupe, $1,575*; 4-dr., $1,- 
*, $1,350°. 48 (62) 4-dr., 

—"54 Bel Air Sport coupe, 

. "52 SL Deluxe 2-dr., 


$590°. 48 Windsor 


53 Fire Dome (8) ‘<. 
$1,240°. 754 Custom 4-dr., 


conv., $535*; 4-dr., gen0, 
"48 Custom 4-dr., $275. 
i — '53 Coronet (8) 4-dr., o- 
185*. $730°; 


‘51 Coronet 4-dr., 
tion wagon, $330. ‘So Gonumet 4-ar, 


FORD—'54 Crest (6) Victoria, $1,730. 


club coupe, $370. 
dr., $130. 

HUDSON—'51 Hornet 4- dr., $590. °50 
Hornet 2-dr., $450. 

KAISER—’53 Deluxe 4-dr., $990*. "51 
Deluxe 2-dr., $510*; 4-dr., $350°. 
"50 Deluxe 4-dr., $115. 

LINCOLN—’50 club coupe, $390*. 

MERCURY—’52 club coupe, $1,250*, 
$1,110. ‘51 club coupe, $755, $670, 
ry ’48 conv., $180; station wagon, 
180 

NASH—'51 Statesman 4-dr., $455*; 
“2-dr., $400. ‘50 Statesman 4-dr., 


$300. 

OLDSMOBILE—’54 (98) Holiday, $3,- 
300* (ps); (88) 4-dr., $2,500° (ps). 
53 (98) 4-dr., $1,965°. "52 (88 
Holiday, $1,425*, $1,395*. ‘51 (98) 
Holiday, $1,010*; 4-dr., $700*; (88) 
4-dr., $1,000. "50 (98) 4-dr., P, 
$530*. ‘49 (98) conv., $290°. ‘46 

$120°. 


(98) 2-dr., 
P LYMOUTH— "53 eee Suburban, 
$1,200; 4-dr., $975. Cranbrook 
club coupe, $740. 51 Gensta 2-dr., 
org $490, $475. °50 Deluxe 4-dr., 


PONTIAC—’51 Silver Streak (8) 2-dr., 
$820°; 4-dr., $780, $725°. ‘50 Silver 
Streak (8) conv., $505; 2-dr., $460. 
49 Silver Streak (8) 2-dr., $425°. 

MISC 49 Frazer 


—_ 4-dr., 
$175. 


46 Custom (8) 2- 


*Indicates automatic transmission or overdrive, and (ps), 


Aug. 4 
(Aptco Auto Auction. Sale every 
ednesday.) 


Ww 
(Sale very a low 
— of entries. Sold 97 cars out 

offerings.) 

BUICK—’53 Special conv., $1,650°. °52 
RM 4-dr., $1,330*; Super Riviera 
coupe, $1,090*. ‘51 Special 4-dr., 
$730*. '50 Special 4-dr., $520*; Super 
2-dr., $595. °49 RM conv., $490", 
$365*. °48 RM 2-dr., $210. 

CAD O—'53 (62) 4-dr., $2,900° 
(ps). '52 (33) 4-dr., he (ps) 


$1,100; %-ton pickup 
Deluxe 2-dr. 


4-dr., $630*. 
$410. "47 Deluxe club coupe. 
DODGE — °'53 Coronet Diplomat, 
M brook 


$1,300*; 4-dr., $1,200; 
Suburban, $1,300. "48 Deluxe 4-dr., 
$1,795*. 


FORD—’'54 Custom (8) 4-dr. 
‘53 Main © Ree h Wagon, $1,540: 
Crest (8) conv., $1, Custom (8) 
2-dr., $1,130, “p. ha 4- “dr., $1,100*. 
"52 Custom (8 4-dr., $950; Custom 

. "Bl Custom (8) Vic- 


toria, $700 5 ee $645°*; 2-dr., $670, 
Deluxe 


$620, (6) 2-dr., 
$425. *49 Deluxe (6) 2-dr., 
$305, $285; 4-dr., $160. °46 Deluxe 
(6) club coupe; $150. 
HUDSON —'51 Hornet 4-dr., $625; 
Pacemaker 2-dr., $480. "50 Pace- 
maker 4-dr., $300. 
KAISER—’51 Deluxe 4-dr., $400. 
MERCURY—’52 club coupe, $1,205, 
$1,075. °50 conv., $660; club coupe, 


$570; 4-dr., $540. 
NASH—’51 Rambler station wagon, 

$400; 2-dr., $350. 
OLDSMOBILE—'54 (88) 4-dr., $2,440*. 
’ . 51 (98) 4- 
(88) 
(76) club ‘coupe, $460°*. 
$320°; club coupe. 


$515°; 
4 (78) 4-dr., 
$250; 2-dr., 
PLYMOUTH—’54 Plaza 
$1,475; 4-dr., $1,450. 
4-dr., $975; 2-dr., 
cord Suburban, $600; 2-dr., 


Cambridge 4-dr., 
4-dr., $450, $335. "49 Special Deluxe, 


club coupe, 


4-dr., $410. '46 Special Deluxe 4-dr., 
$190. 
PONTIAC—’53 Chieftain (8) Catalina, 


$1,610*. °51 Silver Streak (8) 4-dr., 
$760*; 2-dr., $750*. '49.Silver Streak 
(8) 2-dr., $325*. '47 Torpedo (8) 
4-dr., $125. 

STUDEBAKER—’ 53 Champion 4-dr., 
$975; %-ton pickup, $725. ‘51 Com- 
mander Land Cruiser, $495*. °50 
anne 4-dr., $185. 449 Champion 


4-dr., $11 
MISO.—’'52 aie J (4) 2-dr., $325. 
power steering. 


Other Auction reports are on Pages 51, 52, 53, 56 
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Only Slim Chance Left in Senate . . . 


Bootleg Bill Trampled in Rush 


(Continued from Page 1) 
ment of Justice — were arrayed 
against it. 
. * + . 

i MANY quarters, it was be- 

lieved that President Eisenhow- 
er, irrespective of any sympathy 
for auto dealers, would have felt 
it his duty to align his action with 
the Justice Department and the 
FTC. 


That was viewed as the chief 
reason why the Senate anti- 
bootleg measure, by 
Senator Everett Dirksen, Illinois 
was not reported out 
of committe, and why the 

was accorded a 
virtual pocket veto by the Senate 

Interstate Commerce Committee. 

The Senate resolution calling for 
the industry probe appeared to be 
the only automotive measure with 
any chance for adoption. 

That is because it is all-encom- 

ing, does not require House 
participation and requires no funds | 


for the staff committee that would 
do the investigating. 


+ 
7 measure has already been 
passed over on the Senate con- 
sent calendar, but it is possible 


Historic Autocar Photos 
Go to Ford Archives 


that before adjournment the calen- 
dar will bring it up again. 

If that happens, the resolution 
might be passed instead of passed 
over. That is possible, but not 
probable, since a single objection 
would knock it out. 

The Hinshaw bills on freight 
were surely a victim of time and 
the Senate resolution, for the latter 
would have gone into “phantom 
freight” as well as bootlegging and 
its contributory causes. Even wuni- 


entire field of merchan- 

n cars and trucks, in- 

cluding a study of trade practices. 
2. The entire field of manufac- 
turer-dealer relationships in the 
auto industry, as well as the re- 
lationship of each of these to the 
public, including but not limited 
to duress or coercion in the form 
of franchise agreements or other- 


lateral contracts were considered | wise 


in the prebe measure, introduced 
by Senator John Bricker, Ohio Re- 
publican. 

Contracts were definitely marked 
for examination in the catchall 
resolution proposed by the Senate 
Interstate Commerce Committee. 


SOME Capitol Hill legislative 
experts say the Interstate Com- 
merce Committee had the authority 
to conduct such an investigation 
without a special Senate resolu- 


3. The application of antitrust 
laws, fair-trade and unfair trade 
practice acts (including but not 
limited to the Robinson-Patman 
Act) to the industry and to re- 
strictive clauses in franchise agree- 
ments, and the effect of such laws 
upon interstate and foreign com- 
merce and domestic surface trans- 
portation. 

a * 
E Interstate Commerce Com- 
mittee, or one of its specially 


-|The mechanics got a 


SERVICE-PROVED 


“Gives better service! We use it for all 
filter replacements! A good money- 


maker!” 


That’s what service people say 
about Purolator* filters. 


Purolator out-performs all other 
filters—is easy to, sell—gives cus- 


tomer-satisfaction that assures re- 
peat sales. 


See for yourself! “Use-Test” 


the Purolator Micronic* Oil Filter. 
Standard of the industry—widely 
imitated—never equalled! 


*REG. U. 8. PAT. OFF. 


PurOlator 


Void nest O1R FILTER 


PUROLATOR PRODUCTS INC., Rahway, New Jersey and Toronto, Ontario, Canada 


appointed subcommittees, would be 
directed to report to the Senate th: 
results of such study and investi- 
gation on or before Jan. 31, 1955. 
As a part of the general back- 
ground in the report which accom- 
panied the resolution, Bricker said: 


“It seems to be generally 


“However, some new-car dealers 
are convinced that this is caused | 
in whole or in part through the 
alleged practice of certain manu- 
facturers of new cars and trucks, 
or their agente, or directly or in- 
directly coercing franchise dealers 
to purchase more new cars than 
they can reasonably anticipate sell- 
ing at or near the manufacturer’s 
suggested list prices. 

- 7 > 

‘WHE committee felt that this 

matter should be looked into 
and, also, the extent to which this 
alleged coercion ig made possible 
through the unenforceability of 
whatever rights the franchise deal- 
ers should have in their agree- 
ments.” 

Irrespective of the several fail- 
ures that have been encountered 
thus far, the NADA will continue 
to fight, according to Executive 
Vice-President Fred Bell. 


“We have a pretty good idea 
of who's doing what to whom,” 
he told Automotive News. “And 
we'll be heard from in no uncer- 
tain terms in the near future.” 

In many instances, both time and 
tide have been against the NADA, 
but the fighting spirit at associa- 
tion headquarters is still high. 


Tacoma Salesmen 
End Strike; Get 


2 e 
3% Commissions 

TACOMA, Wash. — About 140 
members of Local 1048 of the AFL 
Auto Salesmens Union ended an 
eight-week strike against 17.mem- 
bers of the Tacoma Auto Dealers 
Assn. last week. 

The salesmen voted 79 to 19 to 
accept the new contract which re- 
quires them to work two evenings 
a week and which gives them new- 
car commissions of 3 percent on 
the retail price. Salesmen will also 
get a $10 bonus after four or more 
cars are sold in a month. 

Negotiations had been deadlocked 
over the union’s demands for 3% 
percent commissions and no eve- 
ning work. The contract runs until 
May. 31, 1956. 

Tacoma dealers also signed a 
one-year contract with representa- 
tives of 265 members of the AFL 
Machinists Union and 140 members 
of the AFL Garage Workers Union. 
t-an- 
hour raise and the garage workers 
won increases of 6% cents. 

The dealers have not decided 
which evenings they will remain 
open but it is believed that they 
will follow the pattern set by 
Tacoma retail stores which stay 
open Mondays and Fridays. 


S-P Loss 


(Continued from Page 2) 


sales of $222,281,062 for the same 
1953 period. This reduction in sales 
and “unusual nonrecurring costs” 
were blamed for the overall loss. 


The Packard modernization pro- 
gram’s outlay for machinery, 
equipment and plant rearrange- 
ment reduced the firm’s cash and 
marketable securities to $21,212,297 
as of June 30, from $29,998,242 as 
of Dec. 31. Working capital de- 
creased from $40,610,012 to $35,840,- 
635 during the period. 

Stadebaker’s working capital 
on June 30 was $49,360,143, com- 
pared with $47,902,228 on March 
$1 and $51,092,835 on Dec. 31. 

For the second quarter, Stude 
baker reported a loss of $2,494,129 
after a tax recovery credit of $8,- 
405,000. 


Glass Cleaner Sales Rise 


BROOKLYN, N. Y.—With almos! 
all new-car designs featuring big- 
ger wrap-around and curved wind- 
shields, demand for chemical wind- 
shield cleaning compounds is hit- 
ting an alltime high this year, ac- 
cording to H. J. Enders, sales vice - 
president of Permatex Co., Inc. 
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ideas that 


: eynote the new car world today... 
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. GREAT new V-8 POWERFLITE... FULL-TIME power SAFETY power brakes ORIFLOW .. . the 

L engines . . . first to bring not just “‘no-clutch” steering . . . not just ... @ dual unit power true all-road ride. . . a 

8 1 “airplane” hemispherical but “‘no-fuss”” too! 3 ‘part time.”” One A braking system exclusive new type shock absorber 

r combustion power to Swift, smooth, matchless consistent road feel, not on Chrysler Corporation that adjusts itself to 

. motor cars! automatic transmission! changing ones! cars! A Chrysler first! road conditions! 

d 

n 

y 

y Of all the advances being made by modern automobiles, none are quite so dramatic, 
none.so forward-looking as those found in the cars of Chrysler Corporation. On this 

: page appear 5 dynamic ideas in motor cars that are pacing the industry—5 ideas that 


keynote a kind of progress found in no other cars today, and available to American 


motorists only through dealers in Plymouth, Dodge, DeSoto, Chrysler and Imperial. 


| Plymouth 
Wonderful things keep coming your way from Dodge 
Chrysler Corp oration ont 
Chrysler. 


Dodge Trucks, Chrysler Marine & Industrial Engines, Oilite Metal Powder Products, MoPar 7 
Parts & Accessories, Airtemp Heating & Air Conditioning, and Cycleweld Cement Products I mperial 
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Seek to Build Confidence . . . 


Atlanta Dealers Adopt 


Code for Advertising 


By E. C. Bash 
Staff Correspondent 
ATLANTA.—A standard of prac- 
tice governing the advertising of 
new and used vehicles has been 
adopted by Atlanta new and used 
car dealers. 

The new code has been recom- 
mended and approved by the At- 
lanta Automobile Dealers 
the Atlanta Used Car Dealers 
Assn., and the Better Business 
Bureau of Atlanta. 

A committee composed of leaders 


of each trade association, in co- 
operation with the Better Business 
Bureau, worked out the code. Its 
purpose is to build greater public 
confidence in auto dealers and ad- 
vertising in general, as well as to 
promote fair competition among 
dealers, according to James ° 
— manager of the Atlanta 
BBB. 


The standards apply to advertis- 
ing in any form. 

“We have every confidence the 
new standards will be successful,” 


Earl M. Taber, president of the 
new-car dealers’ group, said. “We 
have the cooperation of the local 
newspapers, who have agreed not 
to take advertising with extrava- 
gant or misleading copy. The local 
police department has agreed to 
cooperate with us on banning Sun- 
day sales.” 


the first time we have been able 
to work out a program with teeth 
in it. We have set up a panel of 


In brief, the code makes the fol- 
lowing requirements: 

1. Advertising shall be accurate 
and free from misleading informa- 
tion. (A City ordinance makes it a 
punishable offense to publish false 
advertising statements.) Each ad 


must state advertiser is a dealer 
when such is a fact. Year, model 
and type of car should be stated. 
No specific price shall be quoted as 
an offer for a tradein. 

2. Advertised cars shall be in the 
possession of the dealer at the ad- 
dress given in the copy and shall 
be willingly sold at the advertised 
price. If a buyer is told the car has 
been previously sold, dealer must 
furnish proof of such sale, upon de- 
mand. All cars must be in operat- 
ing condition. Taxicabs or police 
cars must be advertised as such. 

3. Current model unused cars 
shall ‘not be advertised by other 
than authorized dealers for the 
particular make of car. When a 
price is advertised for new cars, it 
shall be the price for which the 
car can be purchased for cash and 
driven out. Only items not included 
shall be sales tax and license fees. 

4. “Demonstrator” shall describe 


STEEL-VENT’S Z-WAY; ACT I Y/Y | vots 1: 


more oil on cylinder 


weor zone. 


CONTROLS OIL-PUMPI 
Extra Oil-Draining Capacity lets 


excess oil 
crankcase. 


drain back into the 


. Two-Way oil control permits the right amount 
of oil to circulate the split-second it’s needed 
to protect vital friction zones. The Steel-Vent 
is designed to meter a generous amount 


of lubrication up to the compression ring wear 


zone—holding wear to the absolute minimum. 


Steel-Vent design also permits fast drainage 
of excess oil back to the crankcase. And they 
can’t clog—with every stroke of the piston, 


Steel-Vents flush away carbon deposits. 
You'll never see a clogged Steel-Vent. 


In hundreds of thousands of re-ring, re-bore 
and re-sleeve installations, Hastings Steel-Vent 
Piston Rings have proved they reduce cylinder 


wear and stop oil-pumping. 


HASTINGS MANUFACTURING CO., HASTINGS, MICH. - Piston Rings, Casite, Caslube, Drout, Oil Filters, Spark Plugs 


Nin 


STEEL-VENT PISTON RINGS 


ae 14. 


Regular ov Chaome-Faced, 


a car only used by authorized deal- 
er or his salesmen. “Executive's” or 
“official’s” shall not be used unless 
car actually has been used by a 
bonafide executive of manufacturer 
or dealer. 


5. Statements that dealers will 
sell for only $—— profit shall not 
be used. Claims such as “We sell 
for less,” “We will not be under- 
sold,” shall not be used. No dealer 
shall use such claims as “We pay 
more,” “We pay $200 above mar- 
ket price.” Permissible, however, 
is the phrase “We pay highest 
possible prices.” 

Would-you-take cards are con- 
demned. (A City ordinance pro- 
hibits placing advertising in auto- 
mobiles without permission of 
owner.) 

“Free” shall be used only to de- 
scribe a gift when the price does 
not include all or any portion of 
the cost of the “free” item. 


“Free trial” shall not be used if 
customer is required to make a 
downpayment or tradein or sign 
obligation. 

“For unpaid balance” shall not be 
used with an advertised offer to 
sell a used car unless such balance 
actually is due. (Proof of claim 
upon demand.) 

6. Derogatory statements which 
reflect upon a competitor or his 
product shall not be used. “World’s 
largest dealer,” “Atlanta’s oldest 
dealer,” etc. shall not be used with- 
out proof of claim. Not allowed are 
exaggerated claims such as 
“World’s largest traders” or “best 
deals anywhere.” 

7. Deceptive statements such as 
“We need used cars,” not allowed. 
Cars shall not be advertised as 
repossessed unless bonafide re- 
possessions. 


8. Any reference to terms shall 
include any additional charge for 
installment payment privileges. 
Number of payments and required 
downpayment shall be stated. State- 
ments such as “Name your own 
terms,” not allowed. 

9. Only franchised dealers shall 
advertise new-car warranty or im- 
plied factory warranty. 

10. “Liquidation sale” shall not be 
used unless advertiser is in fact 
going out of business. 


11. No advertisement shall imply 
dealer’s place of business will be 
open, or cars will be shown, on 
Sunday. (Georgia and Atlanta stat- 
utes make it illegal for dealers to 
conduct business on Sunday.) 


Buick Zone Posts 
Go to Scudder, 
Kennard, Duffy 


FLINT. — John H. Scudder, 
Buick’s zone manager in Milwau- 
kee, has been named zone manager 
in Portland, Ore., Albert H. Belfie, 
general sales Manager, announced 
last week. 


Scudder, former merchandising 
manager for Buick in Flint, suc- 
ceeds Edward C. Kennard, who has 
been named manager of the Los 
Angeles zone. Kennard replaces 
J. J. Shaw, who resigned. 

John Duffy jr., assistant man- 
ager of the Milwaukee zone, was 
named to succeed Scudder. 


Packard 


(Continued from Page 6) 
depending on the volume and the 
model. 


Hudson’s plan of $200 a car was 
started May 11 and was to end 
July 25. However, it has been ex- 
tended and will run until 1955 
models are introduced, Hudson 
dealers report. 

7 * - 


GTUDEBAKER'S range, from $50 
for a Champion Custom to $150 
for a Land Cruiser, is for cars sold 
between June 1 and Sept. 10. 

Nash works its bonuses on a 
quota basis. Each dealership has 
a quota based on the average of 
sales in the first four months of 
the year. For sales above that in 
either July or August, it gives its 
dealers $125 for a Rambler, $175 
for a and $225 for an 

or. 

Chrysler Corp., the only Big 
Three member with a direct bonus 
deal on 1954 models, gives $90 for 
each Chrysler or DeSoto sold, $80 
for each Dodge and $30 for each 
Plymouth. 
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Ch Catt. 


BLUE CORAL has zealously guarded its reputation for quality for 


over twenty five years. Never once have we compromised with 
the most rigid standards of perfection . . . Never once have 

we taken a “short cut” to speed up production. 

BLUE CORAL is a combination of priceless ingredients, scien- 
tifically formulated to gently and safely remove dirt from a car’s 
finish . . . then burnish to a harder brighter brilliance and protect 
every inch of the sleek sparkling surface for months to come ! 

Be “ON GUARD” against superficial, here to-day gone tomorrow 
concoctions. . . . Guard the good will of your customers. . . . You'll 


find them coming back again and again . . . with confidence ! 


© 1954—H.0.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 















for one of the new blocks; other 
producers will broach their blocks. 
+ a * 
More Automation 
MONG the technical advances 
coming up will be the wide- 
spread introduction of automatic 
handling devices for machined steel 
parts. Up to now, automation has 
centered around gray iron castings. 
These parts were usually large and 







FOB FACTORY 
Output of New Engines 


Racing to Deadline 
automobile manufacturers who plan to introduce| rugged. Chip disposal was not too 


k new high-compression engines in their 1955 models last | difficult. Usually, a comparatively 
week were en the home stretch of the final drive to ee eee, an = _— 
reach volume production in time to meet their new-model | °° - 
introduction schedules. The job ahead is trying and often 

frustrating. Even well-tried@—\—#\ 
machine tool designs often ee 
balk temporarily when the machine clamp the 
are tried rs naw sides amd part in position. After machining, 
In addition, many of the new tools| #8¢™bly or welding is completed, 
have features that have not been| “His fully automatic equipment 


; tried previously. Getting the “bugs” eee the part, carry it 
out of new tooling is always a next station automatically 
tough assignment, according to vet- and bring a new part to the first 
eran engineers who have had long| station. 
experience in the industry. Some Significant changes in tool- 
Undoubtedly the most untried | ing have been reported. All pro- 
eature of the new engine tooling | ducers, it is indicated, will broach 
will be the new mechanical han- | the heads of their new engines. 
dling equipment that will be used | High-speed milling will be used 





automatically are new high- com- 
pression engine 

One of the variables that always | 
causes a lot of headaches for new 
V-8 engine builders, in the begin- 


Nielson Plans Building 


Nielson Oldsmobile, 2185 Bailey 
Ave., Buffalo, has filed plans with 
the City to erect a $60,000 sales 
and service building. 








= 
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Feckley’s 25th Year— 


Frank E. Feckley (right), Ford dealer of 
Medina, O., receives congratulations from 
W. W. Cumming, Cleveland district sales 
manager, upon his 25th anniversary as a 
Ford dealer. 


ning at least, is variations in cast- 
ings. Fluctuations in chemical 
analysis, variations in pouring tem- 
perature, deficiencies in the mold- 
ing or shakeout departments can 
often create serious machining 
problems. Hard spots in the cast- 































































































NEW CONOCO Super MOT 
5W-20 


You profit two ways with New Conoco Super 5W-20 Motor rN 
Oil—both in unit sales and in simplified service. For there’s no \AN 
switching from “break-in” oil to a heavier viscosity. 

New Conoco Super 5W-20 and 10W-30 are free-flowing motor 
oils of highest film strength for all modern cars designed to use 
5W through 20 or 10W through 30 oil. They 
give complete Conoco Oil-Plating protection all 
year long, easy starting even in extremely cold 
weather. And the super detergency of these 
truly super motor oils eliminates valve lifter 
troubles. Try extra-profitable Conoco Super 
5W-20 and 10W-30 right now! You'll find it 
a great help in keeping your customers sold 
on your cars . . . on ‘your service. 







© 5W-20 is an SAE 20 oil S 
with starting characteristics of a SW. 

@ 10W-30 is an SAE 30 with starting char- 
acteristics of a 1OW. 

IMPORTANT ADVANTAGES 

@ Help prevent knocks by reducing carbon 
deposits. 











@ Increase gasoline mileage. 
@ Replace 4 regular grades. 

@ Keep vaive lifters free and clean. 
@ Flow readily in all temperatures. - 


@ Give Oil-Plating protection through a patented 
process by actually fastening a protective 
shield of oil to engine's metal parts. 






Call or write your nearest Conoco man! Or contact: 
Continental Oil Company—Albuquerque, Butte, 
Chicago, Denver, Fort Worth, Houston, Kansas City, 
Lincoln, Los Angeles, New York, Oklahoma City, 
Salt Lake City, or Ponca City, Oklahoma. 









The only year-round motor oils with OIL-PLATING® 


Continental Oil Company 






10W-30 
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©1964, 
Continental Oil Company 





ing or burned-in sand can wreck a 
big broach. Some of these wrecks 
may cost eight to 10 days of pro- 
duction. 


a7 . - 
Volume Is Problem 


| agp of the engine programs 
now under way is known to 
be making p according to 
informed industry sources. Whether 
the desired volume of new engines 
will be on hand for new-model 
introductions will largely depend 
on production experience with the 
new equipment plus the ability of 
tooling experts to improvise or cor- 
rect defects, if any, in the new 
tools. Although production experi- 
ence to date with the new tools 
appears to be favorable, several 
very costly breakdowns have been 
reported. 

Reports persist that Plymouth 
will have its own new engine 
plant in 1956. Initially, it is ex- 
pected that the new Plymouth 
engine will be built at the Dodge 
plant. 

New front-end suspensions ap- 
pear to be one of the hottest items 
on the engineering agenda at the 
moment. A General Motors division 
is known to have several new de- 
signs under serious consideration. 
Chevrolet, it is reported, will be 
the only GM unit to employ a modi- 
fied ball-joint suspension on its 1955 
models. This subject is receiving 
serious consideration in other GM 
divisions and some important 
changes are anticipated by the time 
another new model rolls around. 


Canada Truckers 
Beat Railroads in 
New Cars 


OTTAWA. — Canadian truckers 
have taken over much of the 





| railroads’ business of transporting 


cars and trucks to dealers, and 
truckers are planning to expand 
their operations, 

“I say without fear of contra- 


| diction that the greater part of 


this business is still handled by 
trucking concerns,” said Senator 
John T. Haig here, pointing out 
that when railway traffic was held 
up for some 10 days in the last 
railway strike, truckers took over 
certain lines of business formerly 
handled by the railroads. 

The senator said he “could give 
a hundred illustrations” to prove 
his point but offered one instance 
where an acquaintance of his, a 
car dealer with two branches, 
switched to trucks for transport- 
ing automobiles and has never 
again used the railroads for such 
purposes. He found the truckers’ 
service more satisfactory. 


Rundown on Broaching 


DETROIT.—“Chips Tell the 
Story,” a 12-page booklet published 
by Colonial Broach Co., P. O. Box 
37, Harper Station, Detroit 13, 
Mich., describes production of 
metal chips by the broaching pro- 
cess. A discussion of broaching 
machines and surface and internal 
broaching applications also is in- 
cluded. 


WHAT HAPPENED TO 


CONSUMER INSTALLMENT CREDIT 


IN 1953 
(in billions of dollars) 





Debt Turnover— 


Instaliment debt is not a constant burden 
on the same group of consumers for the 
same original purchases, says the Na- 
tional Assn. of Manufacturers, but a con- 
tinuously revolving debt, in which the an- 
nual amount of new loans, as well as 
the total of annual repayments, is greater 
than the unpaid balance at a given 
moment. In 1953, this balance increased 
by $3.1 billion, according to the associ- 
ation, as an effect of the differential 
between a large volume of new borrow- 
ing and large volume of repayment. 
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By Bethune Jones 


Legislative Correspondent 
OOK for labor relations legislation to become a more 
L controversial and significant issue during the 44 regular 
state legislative sessions scheduled for next year than it has 


been in the past seven years. 


One of the major reasons why state lawmakers will take 


a new look at the labor re- 
lations field is the National 


Labor Relations Board’s 
adoption of new standards under 
which about 15 percent of the Fed- 
eral agency’s smaller cases are ex- 

‘ pected to be 
turned over to the 
states for settle- 
ment. 

NLRB made it 
plain that it ex- 
pects the states 
to take over such 
cases, involving 
thousands of 
small firms and 
their employes, 
either through 
existing state 
laws or by enacting new ones. The 
latter will be necessary in many 
states, since comparatively few 
states now have adequate adminis- 
trative machinery in operation for 
the conciliation, mediation and 
arbitration of a sizable new load 
of labor disputes. 

Although the Taft-Hartley Act 
contemplated a role for the states 
in ironing out labor problems, 

were enacted 





Bethune Jones 


} 


As long as the Federal Govern- 
ment was fostering a situation 
where there were virtually no labor 
relations cases for state agencies to 
handle, there obviously was little 
incentive for the states to set up 
adequate machinery for handling 
them. Now that the situation has 
been reversed, a flood of bills may 
be expected in next year’s legisla- 
tures to shore up existing agencies 
and create new ones to meet the 
responsibility. 

With this trend will come nu- 
merous other legislative proposals 
in the states dealing with picketing 
restrictions, secondary boycotts, 
public utility strike curbs, compul- 
sory unionism restrictions and oth- 
er controversial issues. 


* * * 


‘Right to Work’ Laws 
IHZAT a trend toward revived 
interest in labor relations legis- 
lation was under way in state cap- 
itals even before the NLRB’s new 
policy was announced was indicat- 





Giant Globe— 


Symbol of worldwide operations is this 
plastic globe displayed by S. C. Johnson 
& Son, Inc., Racine, Wis. Viewing it from 
a Corvette is Don Hutson, Racine Chevro- 
let-Cadillac dealer and former All-Ameri- 
can and professional football star. 


ed by the enactment this year of 
new “right to work” laws—banning 
the closed shop and other forms of 
compulsory unionism—in Louisiana, 
Mississippi and South Carolina, 
while an existing law of this type 
was strengthened in Virginia. 

As a result of the new laws, 17 
states now have such statutes or 
constitutional amendments, provid- 
ing that the right of a person to 
work “shall not be denied” on ac- 
count of membership or nonmem- 
bership in a labor union. Besides 





those mentioned, the others are 
Alabama, Arizona, Arkansas, Flori- 
da, Georgia, Iowa, Nebraska, 
Nevada, North Carolina, North 
Dakota, South Dakota, Tennessee 
and Texas. 

The current-year action on the 
“right to work” bills reversed an 
attitude of coolness shown by 
state lawmakers generally to all 
controversial labor relations legis- 
lation during the last six years. 
With the exception of the Ala- 
bama statute, which was enacted 
last year, all of the other “right 
to work” laws were adopted in 
1947 or earlier. 

New “right to work” laws prob- 
ably will be sought next year in a 
number of states, including Cali- 
fornia, Colorado, Idaho, Kansas, 
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Roundup from State Capitals .. . 
Legislation Affecting Auto Industry 


The issue of such proposals already 
is highly controversial in Kansas 
and Oklahoma, while an attempt to 
put such a measure on the Novem- 
ber general election ballot in Idaho 
this year was blocked through a 
suit challenging its title. 
+ * 


* 

City Taxes 
Ame other significant develop- 

ments in state capitals and 
municipalities throughout the coun- 
try, the problem of municipal taxes 
and revenues has been making 
news in several instances. 

A proposal that Oklahoma City 
seek enactment of State legislation 
to enable it to impose a local motor 
vehicle “wheel” tax, to finance a 
$12 million street improvement pro- 
gram, was included among recom- 
mendations submitted to the City’s 
officials by George Barton, Evans- 
ton, (Ill.) traffic consultant. The 
proposed tax would be imposed at 
the rate of $9 on cars and $18 on 
commercial vehicles. 

Constitutionality of Kentucky’s 
new motor vehicle licensing law, 
which requires owners of vehicles 
to prove payment of personal 


Ohio, Oklahoma,. Oregon and Utah.! property taxes before a vehicle 


: 


2 


is issued, was upheld by 
court judge in an opinion 
appealed to the State Su- 
Court. 

A local privilege license (sales 
tax which hag been in effect 
Phoenix, Ariz., since 1949 was 
enacted by the City Council under 
authority of a City charter amend- 
ment approved by the voters at a 
special election. The charter amend- 


of the local sales levy was-necessi- 
tated by a Superior Court decision 
invalidating the tax. 

Louisiana lawmakers defeated a- 
bill which would have permitted all 
municipalities and parishes (coun- 
ties) to levy a one-cent sales tax 
without referendum approval. New 
Orleans and Baton Rouge now have 
local one-cent sales taxes, in addi- 
tion to the two-cent State sales 
tax, but no other local governments 
in the State impose such levies. 

* 


. + 
State Levies 


ry THE field of state taxes, Gov. 
John Fine of Pennsylvania has 
asked a tax study committee to re- 
appraise State finances and review 
(Continued on Page 57, Col. 2) 
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you can pay more but you cant get more for your money 


BORROUGHS 


STEEL SHELVING 





Here’s the most original, practical and economical steel shelving on the market! 
... the last word in new features, simplicity and value! Each individual unit is 
complete in itself. No part depends on unit next to it. Any unit, or shelves, can 
be moved independently. New Borroughs shaped post for open shelving gives 
added strength. New Borroughs 1-piece closed uprights for closed shelving 
require no bolts..only 1 piece to handle. SEND FOR CATALOG and let us tell 


you more! 


1-2=here’s all you do to assemble shelves 





Insert SHELF 
SUPPORT BRACKET 


—no fumbling with studs, bolts, 
nuts or lock washers. 





Tilt Shelf into 
SUPPORT BRACKET 


—and you're finished .. shelf is 


—= 





Saves erection time! 


Fewer parts—no dilly-dallying with 
bolts, nuts ond tricky tools. 





Saves time 
rearranging shelves! 


No lost motion... you can change 


shelves in rapid-fire order. 


now ready for loading. 


send for Catalog 





Has added strength! 


New Borroughs shaped post gives 
extra strength... extra value. 





Saves money! 


Less installation cost — no wasted air 
space—speedily adapted to any 
shelving storage problem. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF. DETROIT 


3004 NORTH BURDICK alll KALAMAZOO, MICHIGAN 


There Must Be Something Better 


St A 


OETA A AT. 


, really is: NOT just “another” cushion- 

| ere Is ing material — but a brand-new KIND 
of cushioning with new and unique 

—and that’s why sales-minded designers advantages to be featured in new and 
are no longer satisfied with automotive exciting ways! 


seating that smacks of Grandma’s 


When AIRFOAM is used as it can be 
parlor. 


used, you’ll have interiors with custom 
What’s causing the change is AIRFOAM looks at competitive prices! Interiors 
—and the realization of what AIRFOAM that are smarter, richer, roomier! 


MORE AIRFOAM IN YOUR LINE—MEANS 
MORE NAMES ON THE DOTTED LINE! 


THE WoRtoe| 








Than 
ofas-On- 


‘Wheels! 
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a Ftticaecie-akanende-oat-eanatined etna oleate 


Interiors as different from today’s as 
modern furniture is from a horsehair 
sofa! Yes — interiors that will pop 
people’s eyes wide open — and their 
pocketbooks as well! 


And you’re the man who knows exactly 
‘ what to do about that! 


Goodyear, Automotive Products Dept., 
Akron 16, Ohio. 


GOODFZYEAR 


| QNEST CUSHIONING 











A: Rie co ee i. se 
AIRFOAM replaces expensive hand 
work—looks even richer! 





AIRFOAM saves precious space! 
More headroom—more footroom— 
without enlarging body! 





eee : et 





ad 


AIRFOAM imparts custom looks. 
at mass-production cost! 





AIRFOAM makes exciting new 
seating ideas practical! 





AIRFOAM can give you a sales-building 
lead on the field! 


Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Letter to Salesmen 


By John O. Munn 



















Dear Son: | ently, if he will constantly cars that need replacement. 4 
é follow certain rules. The driver of a prewar car, an 3 
THE “Batting average Of ébiires: tis beat @alée- early postwar car, is not 2 


of automobile salesmen , usually a new-car buyer but 
— their ability to produce | ™men have their slumps, but he is a prospect for a better 
business—is sim- they can and do analyze used car. The owners of 50, 





— No. 41; 
; ilar toa ball play- | themselves to find the 51, 52, or SS cars are cer- 
Most Beautiful U. C. Lot?— same er. Thereare | trouble and correct it and tainly logical new-car pros- 
Dee Lumbert, who has been a used-car dealer in Carlsbad, N.M., for oe, 20 those who con- again consistently come in- pects. 
years, modestly claims that his lot, shown above, “is the most beautiful independent || sistent] roduce and to ° ‘ 
lot in the U.$—from all I can find out.” Any challengers? The carport is 26 feet || tho ie towed Others mane _to a. sie alli, oe 2 ny _ sales 
deep, 350 feet long and is constructed of redwood. The office has 600 square feet, presen 10n. erhaps we 


spurts and then get into the bile salesman is that he must shouldn’t get into an argu- 
habit of following the pa- | make intelligent contacts, ex- | ment as to the relative val- 
rade. Any salesman who agers, ee a . — ue of a prepared as against 
has once demonstrated he pects. Who are they? They an extemporaneous sales 
can sell, can do it consist- | are people who are driving | talk. But a predetermined 
sales presentation that cov- 
ers the entire sales story in 
|| athorough systematic man- 
ner has much to recom- 
mend it. It anticipates re- 
sistance and overcomes it 
before the prospect brings 
it up. 


tinted glass all around and carpeting on the floors. The garage is 25 by 90 feet 
and can handle five cars. Three hundred lights under the carport roof make the lot 


an eye-catcher after dark. 
Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 












































WE LIKE to think that 
we are keen enough judges 
of human nature that we 
can adopt our sales story 
to fit the prospect. But un- 
der such circumstances, few 
salesmen are versatile 
enough to bring out the 
complete sales story with- 
out running the risk of 
missing some particular 
feature that appeals to the 
prospect. 

A good sales story that has 
produced an order will do it 
over and over again, provid- 
ing it is told in the same way 
and with same enthusiasm. 


When a consistent pro- 
ducer runs into a slump, he 
can usually find a reason 
for it. He is either short- 
cutting his sales presenta- 
tion or he is not putting the 

unch and enthusiasm into 
it, or he is not making 
enough intelligent pre-calls. 


IF YOU do not have a 
predetermined sales pre- 
sentation, develop one. In 
selling cars, there are cer- 
tain things to be sold. First, 
the dealership — its ability 
and willingness to satisfy 
customers. Then the car 
and all its features. Then 
-the demonstration. 

Have a definite starting 
place, cover each item thor- 
oughly and at: the finish as- 
sume the natural result—the 
order. Repeat this ‘ complete 
sales talk so many times that 
you know in advance exactly 
what you want to say and how 
you want to say it. In this way 
you are sure to keep your 
batting average up. 

There is no point in lead- 
ing the sales force for one 
month or to win a sales 
contest. You want a sizable 
paycheck that comes as 
regularly as your bills. By 
using a proved sales plan 
— consistent effort, it 


It’s the basic wrench set with thousands of top 
mechanics...men who know you can’t hit 
highest earnings without complete kits of the 
right tools! With this set you've got at your 
finger tips every combination of handle, adaptor, 
extension and socket to speed any job in the 
range of 44” drive. On job after job you'll 
continue to get the pay-off of superior 
speed, flexibility, durability! ASK 
' YOUR SNAP-ON MAN! He'll 
gladly show you this fine set, and if 
you like, help arrange a methodical re- 
placement of worn or misfit tools with 
“Masters.” Free, 104-page catalog of the complete 
Snap-on line—from your Snap-on Man—or write 
the factory direct. . 
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anges Oar Snap-cn Tors | 


THE CHOICE OF BETTER MECHANICS 
















*Snap-on is the trademark of 
Snap-on Tools Corporation 






Cordially yours, 


Dad 





SNAP-ON TOOLS CORPORATION 
8082-H 28th Avenue, Kenosha, Wisconsin 
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PRODUCTION wale 
PROBLEM With present designs and manufacturing facili- 


PROBLEM’? ties, the auto industry needs wide coils of sheet steel 
with a minimum number of welds. These welds must 
be cut out before steel goes into the big presses—a 


costly, time-consuming process. 





SOLUTION As a prime supplier to the automotive and 


e 
ind ies, G Lakes Steel has developed 
if you use flat-rolled steel other industries, Great Lakes Stel has developed 


greater lengths . . . drastically reducing the number of 
| k t : | : t expensive welds in each coil. Result: important fabri- 
O a specia IS cation savings for our customers. 


MORAL Whether you make autos, appliances, or farm 
machinery .. . if it’s flat-rolled steel, you can’t lose by 
talking to Great Lakes Steel—specialists in flat-rolled 
production and application for 25 years. 
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Great Lakes Steel 
Detroit 29, Michigan 





SALES OFFICES IN NEW YORK, CHICAGO, CLEVELAND, GRAND RAPIDS, LANSING, INDIANAPOLIS AND PHILADELPHIA 
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AUTOMOTIVE WASHINGTON 
House Urged to Study 
Tax Peril to Trucking 


By William Ullman 

Washington Correspondent 
VE BECK, general president of the International 
Brotherhood of Teamsters, and B. M. Seymour, pres- 
t Advisory Committee to the Truck- 
oined in urging Rep. Charles Wolverton, 
and aaieen of the House Inter- 


to appoint a subcommittee} These problems, it was said, were 


“to investigate all phases of| brought on by the imposition of 
the trucking industry.” “third-structure highway-use taxes 


by several states 
that 


est industry— 
trucking.” 


Beck, the rep- 
resentative of la- 
bor most directly 
affected by the 
looming break- 
down in interstate 
Wittiam Ullman motor vehicle 

reciprocity, told 
Wolverton that “hundreds of thou- 
sands of additional jobs depend, in- 
directly, on the continued and suc- 
cessful operation of over-the-road 
traffic. 

“Any breakdown of the trucking 
industry,” he added, “would throw 
millions out of work.” 

Beck blasted the “progressively 
greater penalties, taxes and other 
restrictions” on trucking enacted 


by states in recent months. 

Seymour is president of Associ- 
ated Transport, Inc., of New York, 
largest motor carrier in the U.S. 

Both men stressed the impor- 

of congressional action dur- 

the recess to review the is- 

oe in the abandon- 
of state reciprocity. 

The Advisory Committee to the 
Trucking Industry, which came in- 
to being about a year ago, is made 
up of leaders in every branch of 
the industry — management, labor 
and suppliers. 

Seymour is chairman, with Roy 
Fruehauf, president of the Frue- 
hauf Trailer Co., and Walter Carey, 
board chairman of the American 
Trucking Assns., as co-chairmen. 

. + * 


Tax Benefits 

A® A result of the first general 
overhaul of the Internal Rev- 

enue Code in the history of this 


gasy does 


Designed for Service Shop Installation on Most "46 to '54 Model Cars 


By now, most car owners are aware of the many ad- 
vantages of power brakes. Smooth, instant response to 
light pedal pressure . . . quicker, shorter, surer stops 
. . « less strain, less fatigue, greater driver comfort. 

But up until recently, power brakes were available 
only as factory installed optional equipment on certain 
makes of new cars. Now—thanks to Borg-Warner en- 
gineering—B-W “Feather Touch” Power Brakes can 
be installed in an hour or so on most ’46 to 54 models 


of all popular makes of cars. 


As with scores of other Borg-Warner products, this 


in performance. 


automotive industry’s high standards. It has a mini- 
mum: of wearing parts, requires no lubrication, is un- 
affected by changes in climate. And it is the industry’s 
smallest, most compact unit, low in price, dependable 


Designed and built by B-W’s Marvel-Schebler 
Products Division, the new ‘‘Feather Touch’? Power 
Brake is another example of Borg-Warner’s “design 
it better—make it better’’ tradition. One more in a 


long list of B-W contributions to the driving safety, 


new unit is engineered out of deep experience with the 


B-W engineering makes it work B=W production makes it available 


Almost every American benefits every day 
from the 185 products made by 


ENGINEERING 


BornG-WARNER 


Chicago: ATKINS SAW « BORG & BECK + BORG-WARNER INTERNATIONAL ¢ BORG-WARNER 


THESE UNITS FORM BORG-W 
SERVICE PARTS « CALUMET. STEEL” 


PRODUCTS © INGERSOLL STEEL * LONG MANUFACTURING ¢ LONG MANUFACTURING CO., LTD. 


comfort and pleasure of the motoring public. 


Executive Offices, 
¢ CLEVELAND COMMUTATOR ¢ DETROIT GEAR « FRANKLIN STEEL © HYDRALINE PRODUCTS « INGERSOLL 
© MARBON ¢ MARVEL-SCHEBLER PRODUCTS 


MECHANICS UNIVERSAL JOINT * MORSE CHAIN * MORSE CHAIN CO.,LTD. © NORGE » PESCO PRODUCTS © REFLECTAL * ROCKFORD CLUTCH 
SPRING DIVISION © WARNER AUTOMOTIVE PARTS » WARNER GEAR + WARNER GEAR CO., LTD. » WOOSTER DIVISION 
s 


legislation, numerous opportunities 
for business have been opened up, 
according to Leon Gold of the Re- 
search Institute of America, as 
quoted in the Baltimore Sun. 

Here is a quirk cited: 

By losing an extra $1 on its busi- 
ness operations, a corporation may 
make $3,825 under the tax law 
passed by Congress July 29. 

For example: One corporation 
with $100,000 of dividends and busi- 
ness operating losses of $15,000 will 
pay $3,825 in taxes. Another cor- 
poration with $100,000 of dividends 
and business operating losses of 

$15,001 will pay no taxes. 

The quirk in the new law that 
makes it more “profitable” for 
some corporations which receive 
substantial dividends to go out of 
their way to lose money from 
their regular operations is just 
one of the many possibilities that 
may be discovered in 1,000-page 
code, says Gold. 

But, he hastens to point out, the 
overhauling of the code also has 
created some pitfalls for business. 

Gold says he is fearful that busi- 
nessmen will wait too long to di- 
gest the lengthy document; that 
they will find it too new, too com- 
plicated or too tough to master. 

The institute has issued a 56-page 
report titled “Guide to the New In- 
ternal Revenue Code.” Gold is its 

+ * * 


Union Tax Returns Eyed 


ee of Congress initiating 
an investigation of labor-union 
welfare funds were authorized by 
the White House last week to ex- 
amine tax returns for 1947-53. 
The President’s executive order, 

which is required before tax files 
may be opened for congressional 


Committee. 

The Eisenhower order authorizes 
the su to look into in- 
come, estate, gift and various ether 
tax returns. The granting of such 
authority is not extraordinary and, 
it was pointed out, the President 
has taken similar action in the 


+ 7 7 

Statistics Held Inadequate 

HOUSE -SENATE economic 

committee, which has been 
studying the Federal Government’s 
statistical operations, reported last 
week that it found them inade- 
quate, and laid part of the blame 
on Congress. 

The report said the chief 
stumbling block to providing an 
| adequate economic statistical pro- 
| gram “is the lack of financial 
support.” 

Both Government and private en- 
terprise are increasingly indepen- 
dent upon more and better statis- 
tics so that they may arrive at 
“intelligent economic judgments,” 
said the committee. 

“But,” the report added, “factual 
information is still inadequate, de- 
spite vast statistical gathering en- 
terprises in many parts of the Gov- 
ernment, and that inadequacy, in 
large part, must be laid at the door 
of Congress.” 

. * * 

Highway Lowdown 
OV. ROBERT KENNON of 
Louisiana, chairman of the 
Conference of Governors, acting 
upon the suggestion of President 
Eisenhower, has named a special 
committee of governors to study 
the status of state highway pro- 

grams. 

The group is expected to meet 
in Washington this week. The 
purpose of this meeting will be 


to determine the position of the 
states on highways and to obtain 
views and proposals from all of 
the governors. 

The Kennon committee will in- 
clude Govs. Walter Kohler of Wis- 
consin; Frank J. Lausche of Ohio; 
John Davis Lodge of Connecticut; 
Paul L. Patterson of Oregon; How- 
ard Pyle of Arizona; Allan Shivers 
of Texas, and Lawrence W. Weath- 
| erby of Kentucky. 


Loan Leaflet 


OURCES of Federal loans which 

are of interest to small business 
owners are described in a leaflet 
just issued by the Small Business 
Administration. The publication, 
entitled “Loan Sources in the Fed- 
eral Government,” may be obtained 
free upon request. Write the SBA. 
Washington 25, D.C., or any field 
office. 
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doggone” polish — 


on the market 


MIRROR GLAZE 


You're barking up the right tree when you put your 


confidence in MIRROR GLAZE. No other polish penetrates the pores and body of the 
finish so deeply or gives such rich rewards in trueness of color. It even 
retards the natural drying out process of paint because it is a pairt preservative, 
containing basic life-giving ingredients of paint itself. 
Remember, a polish job is visual evidence of the quality of your operation 
..- the brilliance of a MIRROR GLAZED car is a reflection in your favor. 


- 


M IR R OR B Ri & HT POLI SH C 0. . Eastern Division: Mirror Glaze Distributors, 


365 No. Foothill Bivd. Pasadena, California ~ P.O. 6263, Washington, D.C.—Offices in other major cities. 


FINE AUTOMOTIVE, FURNITURE AND AIRCRAFT POLISHES SINCE 1901 
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Sales Conditions in Various Areas... 





A ca Market Reports 


Diveo, 2; Reo, 2; Autocar, 1, 
Ford Bus, 1—(Ruby Fenoglio.) 


Indianapolis 


but sales went up from 521/| polis, when 2,757 registrations were 
to 588, . recorded. New trucks, with 296 
Chevrolet, which held the lead in sales, showed a 20 percent decrease 
June, yielded to Ford in July when | from June. 
the latter sold 955 units. Chevrolet New-car sales broke down as 
sold 866. follows: agg helen 577; 
Other sales by make were: | Oldsmobile, 3; Buick, 265; 
Oldsmobile, 389; Buick, 309; | Plymouth, 220; Pontiac, 157; Mer- 
Plymouth, 178; Pontiac, 165; cury, 91; Cadillac, 82; Studebaker, 
Mercury, 158; Cadillac, 90; 71; Dodge, 15; Nash, 52; DeSoto, 
84; ae. 49; Studebaker, 46; | 43; Chrysler, 40; Hudson, 16; 
Packard, 8; Willys, 5; Austin | 9; Kaiser, 3; Porsche, 3; Volks- 
Healey, 1; Jaguar, 1; Kaiser, 1; | W®¢em, 8; Austin, 1, and Jaguar, 
MG, 1; Porsche, 1, and Autoette, L 1. 


Truck sales by make were: Chev- 


rolet, 208; Ford, 197; International, | Ford, 81; International, 26; 
96; White, 27; GMC, 


GMC’S BEAUTIFUL NEW DE LUXE PICKUP arouses the enthusiasm 
of the entire Montgomery family. They are (left to right, standing) 


Mack, 9; Studebaker, 6; Willys, 6; 
and | Plymouth, 1; Pontiac, 1, and Willys, 


A decline of 15 percent was noted 
in July new-car sales for Indiana- 


Truck sales were: Chevrolet, 150; 


2; Studebaker, 2; Divco, 1; GMC, 1; 
1—(C. L. Kern.) 


Cleveland 

Used-car sales continued to hold 
to a hot sales pace in Cleveland, 
climbing to almost 1,900 in the last 
week of July. New-car sales fell 
to 1,667. 

For the month of July, used- 
car sales totaled 8,156 and new- 
car sales were 6,582. A month 
— new-car sales had totaled 


July new-truck sales were 350; 
used -truck turnover was 319. — 
(Sanford Markey.) 

= 


Warrensburg-Clinton, Mo. 
The rural auto market has dried 
up along with the corn and pas- 
tures. 
These two county-seat towns of 


Dodge 
: Dodge, 18; ' 18; White, 8; Diamond T, 4; Mack, ' adjoining counties are in agricul- 
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tural areas. Business is not at a 
standstill 





ee fs Sang eo: 2 te 


but the farmer, who has| umph, 1, and Volkswagen, 1. 
the greatest purchasing power in| New-truck sales by make were: 


this area, is watching the skies, 
Washington and his pocketbook. 

Government drouth relief is on 
0S ee eee 


see better prospects. Fo: 
dealer inventories in both new 


Credit conditions are normal, be- 
cause of the cautious purchasing 
habits of those who live in agri- 
cultural areas.—(L. H. Houck.) 

é * * + 


Columbus, O. 

New-car sales in Columbus dipped 
10 percent in July from June levels, 
while new-trucks were down 15 
percent. 

However, used-car sales climbed 
1% percent in July and used trucks 
were up 15 percent. 

New-car sales by make in July 
were: Ford, 544; Chevrolet, 504; 


46; Cadillac 45; "DeSoto, 26; 
Chrysler, 23; Nash, 21; Hudson, 
20; Packard, 13; Lincoln, 11; 
Willys, 7; Austin, 2; Jaguar, 1; 





eldest son, Norris; the boys’ father, Hershel Montgomery; Elbert 
and Hershel, Jr. That’s Mrs. Hershel Montgomery, Sr. at the wheel. 


“Competition’s never tough when you've got the top truck!” 


—say the Montgomerys of Missouri whose GMC sales top every other 
make in the two big counties where their standout dealerships operate 


ERSHEL MONTGOMERY and his eldest son, Norris, 

operate Montgomery-GMC Trucks, Inc. in Spring- 
field, Mo. Two younger sons, Elbert and H.P. Jr., head 
Montgomery Motor Sales, Inc., dual dealership in nearby 
Lebanon. 


Both outfits have been smashing local sales records for a 
long time now. But last year, Montgomery-GMC hit the 
jackpot — posting the best sales percentage among GMC 
dealers in the top 226 truck markets of the country. 


**Selling’s not so tough when you've got the top truck,’’ says 
Norris Montgomery. ‘‘And especially when you’ve got a full 
line that’ll handle every kind of hauling.’’ 


Light-duty GMC’s— especially farm Pickups— make up 
the bulk of the sales in Lebanon. While in Springfield, 
several large fleet accounts help swell the volume with 
medium- and heavy-duty highway haulers. 


"You can’t fool those big fleet men,’” declares Montgomery. 
“*They’ve got to be satisfied —and they've got to stay satisfied 





—to continue buying any type of equipment. But they seem to 
keep buying GMC trucks—year after year.”’ 


All the Montgomerys are enthusiastic about the future. 
They’re especially impressed by GMC’s tremendous 
product development program. And by the way the parent 
General Motors Corporation’s massive resources con- 


- stantly contribute to it. 


“‘With a team like that on your side, how can you lose?” 
Montgomery says. ‘‘The new full line of Hydra-Matic trucks 
gives us the jump on competition. And we know there are a lot 


of other big things going into production soon.”” 
* * * 


Do your prospects look as rosy as the Montgomerys’? 
If they don’t—and you’re in a spot without GMC represen- 
tation—drop us a line. Find out about all the big things 
ahead for GMC dealers—big things that could be ahead 
for you! 
The better you know GMC.. 

the better the truck business looks 


GMC Truck & Coach—A General Motors Division 





Chevrolet, 60; Ford, 42; GMC, 1’; 
International, 17; Dodge, 15; White, 
5; Autocar, 4; Studebaker, 4; 
Willys, 2; Mack, 1, and Reo, 1. 
Used-car sales by make were: 
Chevrolet, 764; Férd, 688; Plym- | 
outh, 411; Buick, 409; Pontiac, 339; 


Oldsmobile, 306; Dodge, 248; Mer- ~ 


cury, 215; Studebaker, 150; Nash, ~ 
137; Hudson, 105; Chrysler, 105; De- © 
Soto, 100; Cadillac, 79; Packard, 63; ~ 
Kaiser, 61; Lincoln, 32; Willys, 21; * 


Henry J, 20; Frazer, 19; Austin, 7; 7 


MG, 5; Crosley, 4; Jaguar, 2; Ren- © 
ault, 2; Hillman, 1, and miscellane- 
ous, 8.—(Bert a 


Salt Lake Cit 


New-car sales in Salt e City x 


for the seven-day period ended © 
July 28 totaled 108. New-truck sales % 


in the same period were 44. 
Car sales by make were: Chevy- 


Truck sales by make were: Chev- 
rolet, 14; Ford, 12; International, 
8; GMC, 6; Dodge, 2; Peterbilt, 1, | 
and Willys, 1. 

* e a 


Pittsburgh tg 
New-car registrations in Pitts- | 
burgh rose sharply in the final 


week of July, according to the Bu- | 


reau of Business Research of the | 
University of Pittsburgh. 


The bureau said that the final- 
week upsurge had been typical 
for several months. ‘ 

Business in general advanced for 
the fourth consecutive week. Ac- 
cording to the bureau, the index of 
activity rose to 143.5 percent of the 
1935-39 average: It had been 138.0 
in the preceding week. The steel 
ingot rate, the bureau said, edged 
up to 60 percent of practical capac- 
ity.— (Leon M. Leffingwell.) 


Atlanta 


New registrations in the Atlanta 
area for the period ended July 20 
numbered 1,561 cars and 160 trucks. 

Cars by make were: Chevrolet, 
491; Ford, 396; Buick, 134; Mer- 
cury, 108; Plymouth, 108; Olds, 
97; Pontiac, 86; Cadillac, 34; 

Dodge, 27; Studebaker, 26; Chrys- 
ler, 18 ; Nash, 11; DeSoto, 9; Lin- 
coln, 8; Packard, 73 Hudson, 2; 
Willys, 1; Austin, 1, and miscel- 

laneous, 2, 

Truck sales were: Ford ,71; Chev- 
rolet, 53; International, 11; ‘Dodge, 
9; GMC, 7; Mack, 5; White, 2; 
Studebaker, 1, zeae miscellaneous, 1. 
—(E. C. Bash. 


* 


Yakima, W’ ash, 
New-car and truck sales in 
Yakima County decreased some- 
what in July from the previous 
month, according to the county 
auditor. 

A total of 266 cars were regis- 
tered. Ford took over the leader- 
ship with 52, followed closely by 
Chevrolet with 50. Other Rodina 
makes in July sales were: Buick, 
= Plymouth, 23, and Oldsmobile, 


Of the 77 new trucks sold in July, 
Chevrolet was far out in front with 
31, followed by Ford with 13 and 
Interriational with 12. — (Homer 
Hathaway.) 


* ® - 


New Orleans 

New-car sales in New Orleans 
for the month of July with 1,916 
titled cars—1,807 through author- 
ized dealers and 109 through un- 
| authorized outlets—ran 11 percent 
| under June totals. 

Sales by make through author- 
ized dealers were: Ford, 568; 
Chevrolet, 528; Oldsmobile, 153; 
Buick, 117; Pontiac, 113; Mercury, 
| 91; Studebaker, 56; Plymouth, 
48; Cadillac, 29; Chrysler, 27; 
Dodge, 22 ; Nash, 16; 
Lincoln, 10; Hudson, 3; Volks- 
wagen, 3; Austin, 1; Packard, 1, 
and MG, 1. 

Sales by make through unathor- 
ized outlets were: Chevrolet, 77; 
Ford, 7; Buick, 7; Plymouth, 6; 
Oldsmobile, 5; Pontiac, 4, and 
Dodge, 3. 

New-truck sales amounted to 307 
in July, one less than in June. 

Sales by makes were: Chevrolet, 
129; Ford, 107; International, 35; 
| Dodge, 12; Studebaker, 11; GMC, 

(Continued on Page 50, Col. 1) 














a. your hats on, boys and girls, 
we're “gittin’ set” for our first 
flight in the first jet transport pro- 
duced in the U.S. It is skittering 
along 42,000 feet above the earth 
(eight miles) and nudging the 
sound barrier at a speed of more 
than 550 miles an hour—more than 
four-fifths the speed of sound. 

It’s that Boeing “707,” now rapid- 
ly being put through its paces at 
Seattle, under the direction of A. 
M. Johnston, Boeing’s chief test 
pilot, assisted by Richard L. Loesch, 
senior experimental test pilot. 

Yuh know, I’ve been told that 
if a man builds a better mouse 
trap than his neighbor, the world 
will make a path to his door. 
Perhaps that’s why Eddie Rick- 
enbacker, chairman of Eastern 
Air Lines, has made three flying 
trips to Seattle, while last week, 
George T. Baker, president of 

National Air Lines, was on his 
way out there to “see that new 

baby do her stuff.” 

The story takes me happily back 
36 years, July 1, 1916 (the first 
Jordan car was just rolling off the 
line), when young William E. Boe- 
ing, brainy and bold, opened a one- 
room shop in Seattle. There fol- 
lowed many years of daring prog- 
ress — mail planes in 1919, ground 
attack machines in 1921, first pur- 
suit plane in 1924, first Chicago- 
Seattle mail service in 1927, “Mono- 
mail” with retractable carriage in 
1931, then the famous P-26 pursuit 
(copied by Russians . . . fastest Red 
fighter, known as the “Rat” in 
Spain), next the B-29 bomber and 
the 247 transport. 

* * 





The Forerunner 
TUeN young Boeing became 

famed.as the “Daddy of the 
Flying Fortress,” the nation’s first 
longrange heavy bomber, which 
was developed into the passenger- 
carrying version, the 307, the first 
pressurized cabin commercial plane 
in the world with that vital added 
feature, that “turbo-supercharger” 
which produced jitters for Japs and 
Jerries and was prophetic of future 
giant fleets, sailing the uttermost 
nee perhaps beyond the upper 
air. 

Now, with the “707,” that dream 
of William Boeing seems almost 
ready for realization. It is de- 
signed to fly either as a commer- 
cial 100-passenger airliner or as 
a high-speed tanker for the re- 
fueling of jet bombers in flight. 
The great “swept-wing” proto- 
type superliner of the air cost $15 
million, has logged 15 hours and 
46 minutes since its first flight on 





For the Champs— 


Another team name will be added to 
this 10-year silver plaque when it is 
awarded to the world champions of 
American Legion junior baseball by the 
Ford division after the final game Sept. 
5 in Yakima, Wash. A total of 2,517 
Qwards will be made to local winning 
teoms and players. This is the 12th con- 
secutive year in which Ford dealers and 
the Legion have co-sponsored the games. | 
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duly 15. It is expected conserva- 
tively to fly from coast to coast 
in about five hours. 

Part of the Stratoliner’s testing 
consisted of “cold soaking” it at 
high altitudes to make certain that 
all its component parts functioned 
properly after they had been sud- 
denly cooled by the sub-zero tem- 
peratures always found eight miles 
above the earth. The big plane 
simply shrugged off the effects of 
the deep freete. 

* . 


Highest Thrust Rating 


T= transport is powered by four 
Pratt & Whitney turbojet en- 
gines which have the highest thrust 
rating of any engine built in the 
U.S. and they give the plane great 
force for take-off, climb and cruise, 
with ample reserve for emergen- 
cies. Other planes known to be 
powered by similar J-57 engines 
are the F-100 Super Sabre, world 
speed record holder; the B-58, 
eight-jet Stratofortress, and the 
delta-wing F-102 Convair fighter. 
Stratoliner carried only a 
light load during its first test 
flights, but nevertheless it dem- 
onstrated the great power of its 
engines when it took off using 
but 2,100 feet of the runway at 
Renton Municipal Airport outside 
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Seat Cover Queen— 

Mickey Mikelson was chosen auto seat 
cover queen of the 15th annual Minnea- 
polis Aquatennial. The Nycar seat covers 
in her car are produced by Ellenboro 
Mills, Inc., a division of Neisler Mills, 
Inc., Kings Mountain, N. C. 


Seattle. The plane was loaded 
with lead ballast for succeeding 
tests. 


Since Pan-American had ordered 
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de Haviland Comets III, before the 
tests were made on the coast, they 
are now said to be interested in 
the Boeing job, largely because 
Boeing has had so much experience 
with the six-jet B-47. 


* * 


Growth of Private Planes 


P 8S. DID you know that, accord- 
* ing to an announcement made 
the other day by the Aircraft In- 
dustries Assn. of America, that to- 
day’s fleet of business planes is al- 
most 17 times larger than that op- 
erated by the domestic air lines? It 
was pointed out that American 
business owns almost twice as many 
big multi-engined transport planes 
as do the domestic lines. Their fig- 
ures showed that business planes 
now number 21,500, of which 2,437 
are multi-engined, while scheduled 
airlines have 1,269. Last year these 
business planes spent an estimated 
6,450,000 hours in the air, covering 
approximately 903 million miles on 
business trips, compared with a 
total of 525 million miles flown by 
the scheduled airlines. 


Curry Appoints Bold 


Curry Motors (DeSoto-Plymouth), 
Charleston, S.C. has appointed 
John E. Bold service manager. 


How to Keep Parts Inventory 
in Line with Your Stock List 


20 
Two Motor Shows 


Expect Record 
Exhibits in London 


LONDON.—Promoters of the In- 
ternational Commercial Motor 
Transport Exhibition and the In- 
ternational Motor Exhibition are 
predicting a record number of ex- 
hibits at this year's shows. Both 
shows will be at Earl’s Court here. 

The Commercial Motor Show, to 
be held Sept. 24-Oct. 2, is expected 
to attract about 440 exhibitors this 
year, 20 more than the 1952 show 
attracted. This show is staged 
every two years. 

The Motor Exhibition is antici- 
pating about 540 exhibitors, con- 
siderably more than last year. This 
show will be held Oct. 20-30. 

Commercial Motor Show exhibits 
will be placed in the;following sec- 
tions: Commerciat “vehicles, body 
builders and ‘trailers, accessories 
and components, transport service 
equipment, and tires. 

The Motor Exhibition will have 
these sections: Cars, coachwork. 
accessories and components, tires. 
motorboats and marine engines. 
transport service equipment and 
caravans, and light trailers. 





The handiest, most economical method is to install new 
Berger Flexi-Bilt Parts Bins. Berger’s exclusive Quick Easy 
Shelf Adjustment allows complete flexibility for maintaining 
up-to-date inventory. As your stock list changes, shelves can 
be rearranged accordingly —in seconds. Simply lift, pull, and 
reposition. No tools, no bolts, no clamps are needed. 


Flexi-Bilt Parts Bins feature rugged, all-steel construction, 
can be used singly or bolted together in combination. Bolt- 
less bin dividers slip easily into place. Send the coupon for 
specifications and prices. 


REPUBLIC STEEL CORPORATION 


Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 


GENERAL OFFICES ° 


CLEVELAND 1, OHIO 


Export Department: Chrysler Building, New York 17, N.Y. 
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Republic Steel Corporation 
Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 


CD Plan-O-Graf Service 


City 
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I am interested in more information on 
C0 Flexi-Bile Parts Bins with Quick Easy Shelf Adjustment 
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% New York expenditure in Newss «s+ 


Expenditure in New York News... .« 
Total expenditure. «+++ 


¥1 General Motors Corp. 
¥¥2 Ford Motor Co. 

¥3 Chrysler Corp. 
¥V¥4 Colgate-Palmolive Co. 


¥V& Lever Bros. Co. 

¥V6 Distillers Corp.-Seagram’s Ltd. 
¥V7Z General Foods Corp. 

¥¥8 Procter & Gamble Co. 


V9 Schenley Industries, Inc. 


18,278,304 
‘14,582,794 
12,085,582 


10,660,745 . 


9,508,529 
8,633,173 
7,997,151 


7,269,150 


¥V10 National Distillers Products Corp. 6,403,887 


¥¥11 Standard Brands Inc. 
¥¥12 American Tobacco Co. 


¥13 Nash-Kelvinator Corp. 
¥¥14 National Dairy Products Corp. 
¥V15 R. J. Reynolds Tobacco Co. 
¥¥16. General Electric Co. 


¥17 Kaiser Motors Corp. 

4718 Swift & Co. 

¥¥19 Philip Morris & Co., Ltd., Inc. 
¥¥20 Quaker Oats Co. 


¥¥25 Borden Co. 

W¥26 Gillette Co. 

27 Packard Motor Car Co. 
W28 Clorox Chemical Co. 


429 Nestle Co., Inc. 
¥¥30 Kellogg Co. 
¥¥31 Bristol-Myers Co. 
¥¥32 Andrew Jergens Co. 


¥33 Avco Manufacturing Corp. 
¥¥34 General Mills, Inc. 
¥V35 Publicker Industries, Inc. 
¥¥36 P. Lorillard Co. 


¥V¥37 Armour & Co. 

¥¥38 Liebmann Breweries, Inc. 
¥39 Westinghouse Electric Corp. 
¥40 Anheuser-Busch, Inc. 


¥¥41 Radio Corporation of America 
¥42 Doubleday & Co., Inc. 

¥V43 Liggett & Myers Tobacco Co. 
¥44 Shell Oil Co. 


¥V45 Eastern Airlines, Inc. 


5,653,472 
4,201,594 


3,799,468 
3,788,571 
3,722,361 
3,411,344 


3,286,784 
3,278,479 
3,260,626 
3,106,819 


2,551,926 
2,549,265 
2,516,846 
2,480,136 


2,455,558 
2,355,426 
2,206,463 
2,206,336 


2,205,774 
2,162,439 
2,147,879 
2,136,195 


2,097,392 
2,067,872 
2,055,612 
2,020,734 


2,014,300 
1,998,579 
1,920,517 
1,910,044 


1,884,118 


¥¥46 International Cellucotton Prod.Co. 1,879,063 


V¥47 Coca-Cola Co. 
¥V48 H. J. Heinz Co. 


49 William Wrigley, Jr., Co. 
¥¥5O Pepsi-Cola Co. 


1,829,991 
1,810,590 


1,754,745 
1,748,637 


$32,944,248 $813,613 


195,128 
283,240 
740,144 


917,526 
581,304 
354,479 
436,537 


132,761 
85,276 
76,134 
19,180 


106,523 
156,537 

48,258 
121,791 


111,036 


% New York expenditure in News. « «+s 


Expenditure in New York News. «++. 
Total expenditure ° 


¥¥51 United States Rubber Co. 
¥¥52 Monsanto Chemical Co. 

¥53 Standard Oil Co. (New Jersey) 
¥V54 Hiram Walker Inc. 


¥455 Goodyear Tire & Rubber Co., Inc. 


¥V¥56 Unicorn Press, Inc. 
¥¥S7 Campbell Soup Co. 
¥V58 National Biscuit Co. 


¥¥VS9 Admiral Corporation 

60 Sylvania Electric Products, Inc. 
¥¥61 Greyhound Corporation 
¥V62 Zenith Radio Corp. 


¥¥63 Glenmore Distilleries Co. 


¥¥64 Union Carbide & Carbon Corp. 


¥V6S Block Drug Co., Inc. 
¥66 Curtis Publishing Co. 


¥67 Institute of Life Insurance 
¥V68 Noxzema Chem. Co. 
69 Standard Oil Co. (Indiana) 


¥V70 Brown-Forman Distilleries Corp. 


V¥71 Park & Tilford . 
¥V72 Corn Products Refining Co. 
¥V73 ‘Hunt Foods, Inc. 

V74 P. Ballantine & Sons 


75 Carnation Co. 
76 Bankers Life & Casualty Co. 
¥V7Z Norwich Pharmacal Co. 
¥78 Sun Oil Co. 


¥V79 Socony-Vacuum Oil Co., Inc. 
¥¥80 Beacon Co. 
¥81 Consolidated Cosmetics, Inc. 
¥82 Consolidated Cigar Corp. 


¥¥83 American Home Products Corp. 


¥V¥84 Sinclair Refining Co. 
¥¥85 Jos. Schlitz Brewing Co. 
¥86 Pan American World Airways 


¥V¥87 Best Foods, Inc. 

¥¥88 American Airlines, Inc. 
¥¥89 Canada Dry Ginger Ale, Inc. 
¥¥90 Libby, McNeill & Libby 


91 J. A. Folger & Co. 
¥¥92 Helene Curtis Industries, Inc. 
¥V93 Seven-Up Co. 
¥94 Renfield Importers, Ltd. 


¥V95 Motorola Inc. 
¥¥96 Thomas Leeming & Co., Inc. 
¥V97 Johnson & Johnson 

¥98 Eastman Kodak Co. 


¥¥99 Prudential Insurance Co. 
100 Standard Oil Co. (California) 
TOTAL 


1,691,606 
1,690,456 
1,686,369 
1,644,144 


1,637,391 
1,634,372 
1,573,265 
1,488,834 


1,468,370 
1,467,435 
1,445,157 
1,436,904 


1,382,760 
1,374,552 
1,370,160 
1,341,462 


1,339,626 
1,293,402 
1,267,957 
1,238,212 


1,238,023 
1,237,938 
1,226,423 
1,211,178 


1,164,258 
1,153,276 
1,151,435 
1,147,945 


1,144,346 
1,134,648 
1,131,247 
1,109,947 


1,101,860 
1,098,855 
1,081,691 
1,070,800 


1,065,530 
1,043,985 
1,039,314 
1,026,173 


1,016,522 
1,008,895 
1,005,576 

984,696 


979,999 
947,137 
940,586 
931,366 


927,441 
926,770 


293,657,189 


52,178 


"23,696 
101,207 


25,128 
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| ¥ Check and 
Y Y double check! 


Of the 100 leading general advertisers | 
_ in newspapers in 1953 


95 ran in New York City newspapers 


Y 93 in the New York News, and 


Y ¥ 65 spent more money in The News 
than in any other New York newspaper 


; 
le 


New York's largest medium does the largest 
selling job for the largest advertisers—and sells 
equally well for advertisers of any size! Depend 
on The News for maximum effect, at lowest cost! 


THE [if NEWS, New York's Picture Newspaper Sy DAILY @ NEWs 
with twice the circulation, daily or Sunday, of any other newspaper in America. S$ FLI S ON 





CHINA PATOm 
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Auto Personnel 


John Prout, sales promotion 
manager for the automotive and 
electric housewares division of 
Arvin Industries, Inc., has retired 
after 27 years with Arvin. 

In 1946 he inaugurated and be- 
came first editor of Arvin Folks, 
an employe publication. 


* * * 


Ford Appoints Hill 


Morry Hill has been named sales 
manager of the Twin Cities district 
of the Ford division, according to 
J. P. Roberts, midwest regional 
sales manager. He previously has 
been sales manager of the Fargo 
(N.D.) district. Hill replaces R. L. 
Allen, who retired after 38 years 
with the company. 

+ + 


IH Transfers Dwyer 


John P. Dwyer, formerly Inter- 
national truck sales branch .man- 
ager at Jersey City, has been named 
assistant manager of the New York 
district, it is announced by R. M. 
Buzard, truck sales manager of In- 
ternational Harvester Co. Dwyer 


‘Now only 2 ring sets 
needed to service all 
1942-1954 6-cylinder 





replaces V. L. Pearson, who was as- 
signed to the general office as gen- 
eral supervisor of used-truck mer- 
chandising. 


L-M Appoints Evans 


David C. Evans has been ap- 
pointed sales manager of the Jack- 
sonville (Fila.) district of Lincoln- 
Mercury, the division announced. 
He has been assistant district man- 
ager since last year. 

* + * 


Controllers Pick Hetley 


George H. Hetley, comptroller of 
the Harrison radiator division of 
General Motors, Lockport, N. Y., 
has been elected regional vice- 
president of the Controllers Insti- 
tute of America. He also is a na- 


tional director. 
a t * 


Ray Promoted 


Appointment of Andrew M. Ray 
as parts and accessories merchan- 
dising manager has been announced 
by George D. Dennis, Pontiac’s San 
Francisco zone manager. Robert O. 


Plymouths, Dodges, 
De Sotos, Chryslers 


Simple to order, stock, sell, these 2 MoPar piston 
ring sets require a minimum of capital, minimize 
paperwork, conserve stock space, bring a quick return 


Link succeeds Ray as office man- 
ager and car distributor, with Ray- 
mond K. Johnston assuming Link’s 
former duties as metropolitan dis- 
trict manager. 


New Ford Post for Hill 


James L. Hill has been appointed 
supervisory attorney in charge of 
the workmen’s compensation sec- 
tion in the office of Ford Motor 
Co.’s general counsel, according to 
William T. Gossett. Hill joined Ford 
in March. 


* * = 


Furth, Hochberg Assigned 


Fred Furth has been named gen- 
eral manager of Chicago Auto Parts 
Inc., according to A. Berg, presi- 
dent. Furth formerly was with the 
United Motors Service division of 
General Motors. Fred H 
has been appointed assistant gen- 
eral manager. He formerly was 
with Mutual Truck Parts, Inc., 
Chicago. 


* * * 


Reo Sets Up Department 


To Handle Fleet Sales 
Reo Motors’ truck division has | 





Brown Completes 35 Years with Ford— 


Charles S. Brown (left), general purchasing agent for Lincoln-Mercury, was honored 


by the firm upon completion of 35 years 


of service. He was presented with a gold 


watch by R. E. Krafve (right), assistant general manager. In center is Charles H. 
Carroll, purchasing director of Ford Motor Co. 


national fleet operators, according 
to A. L. Struble, vice-president. 
Struble emphasized that relation- 
ships between branches or distrib- 
utors and large fleet owners will 


organized a special department | not be disturbed. W. L. Schweninger 


within its sales organization to co- 
ordinate sales activities involving 


has been named national account 
representative with headquarters in 








EASY INSTALLATION. All MoPar piston rings are 
packed, complete with instructions for installation, in 
convenient “Time-saver” envelopes—each envelope 


showing proper sequence of use. 


MoPar Chrome Master Piston Ring Sets 


MODEL OF CAR 


PART NUMBER 


1942-1954 Plymouth, 


Dodge (6-cylinder) 


1942-1954 DeSoto, 
Chrysler (6-cylinder) 


on your investment. And because they’re official 


Chrysler Corporation parts, factory engineered and 
inspected, they assure complete customer satisfaction! 


* 


MoPar is more than just the name of top-quality 
piston rings. It is the name of the thousands of parts and 
accessories designed especially for Plymouth, Dodge, 


+ * 


De Soto, and Chrysler cars, and Dodge trucks, 





1450 124 


1450 136 


FIT ALL 6’s. One set fits all 1942-1954 Plymouth 
and Dodge 6-cylinder cars; the other set fits all 1942- 


1954 6-cylinder De Sotos and Chryslers. See applica- 


tion chart for part numbers. 


DETROIT 31, 


PARTS DIVISION 
CHRYSLER CORPORATION 


MICHIGAN 


Chicago. Before joining Reo, 
Schweninger was Chicago fleet sales 
regional manager for Chrysler 
Corp. for 30 years. 


Socony-Vacuum’s Round 


Retires After 40 Years 


George A. Round, chief automo- 
tive engineer of Socony-Vacuum Oil 
Co., Inc., has retired from the auto- 
motive division of the lubricating 
department after 40 years of service. 

Since retirement, he has become 
technical consultant for the lubri- 
cation committee of the American 
Petroleum Institute. Leonard Ray- 
mond, former assistant chief auto- 
motive engineer, has succeeded 
Round at Socony-Vacuum. 


Sundberg-Ferar Adds 


4 Designers to Staff 

Sundberg-Ferar, industrial-design 
firm with offices in Detroit and 
New York, has added four design- 
ers to its staff. 

They are Ernest C. Brown, for- 
merly a designer with West Coast 
compaines; Garabed C. Dadian, 
formerly with General Motors; 
Robert W. Schier, formerly a prod- 
uct designer with Servel, Inc., 
Evansville, Ind. and Y. Alan Sci- 
| masaki, formerly with Raymond 
, Loewy & Associates and Ford Mo- 
; tor Co. 


Trailmobile Names Kruizenga 


|Used-Trailer Sales Chief 


Jack R. Kruizenga, western Mich- 
jigan sales manager for Trailmo- 
| bile, Inc., has been appointed na- 
| tional sales manager of the used- 
‘trailer division. He will direct sales 
and merchandising in the United 
States, Canada and Mexico from 
headquarters in Cincinnati. 

Donald A. Pengelly, formerly as- 
sistant branch manager in Syra- 
cuse, takes over Kruizenga’s posi- 
tion in Grand Rapids, Mich. 


* * * 


L-M Reassigns Hall 
| d&. A. Hall, former Lincoln-Mer- 
|cury district manager at Chicago, 
| has been transferred to a similar 
post in St. Louis. He replaces R. H. 
Neely, who now is manager of L-M’s 
| Des Moines office. 
* * * 

| 

| Price Battery Appoints 
Assistant to President 


| William F. Price jr., has been 
| appointed vice-president and assist- 
ant to the president of Price Bat- 
tery Corp., Hamburg, Pa., accord- 
ing to W. F. Price, founder and 
president. 
Price, who has been with the 
company since 1949, most recently 
| has been active in sales work. Prior 
to this he was engaged in engineer- 
ing and factory procedure. 
*~ + * 


Buckingham Appointed 

| Howard H. Buckingham has been 
| appointed Midwest and Southwest 
| trailer axle sales representative for 
the Timken-Detroit Axle division 
of Rockwell Spring & Axle Co., 
according to Robert M. Hays, vice- 
president of the division. 


7. * * 


Secor Elected Director 
George B. Secor has been elected 
to the board of Gregory Industries, 
Toledo, according to George B. 
Gregory, president. Secor, a direc- 
tor of Toledo Trust Co. since 1934, 
was general sales manager of 
| Mather Spring Co. until last fall. 
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Since 1946, 


MERCURY | a2 
| HAS MOVED FROM Ilith | 


TO 7th PLACE 
in total industry sales 


TR 








Another reason MERC RY 
sq U pays to travel with 


MERCURY DIVISION, FORD MOTOR COMPANY, 6200 WEST WARREN, DETROIT 32, MICHIGAN 
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Dealers Active on Turnpike Commissions. . . 


State Road Plans Make Headway |- 


NUMBER of new develop- 
ments in the field of highway 


A 


Connecticut — Five engineering 
firms were awarded contracts for 
work on the re = ae 
toll expressway, run 
miles from Greenwich, to Killingly. 

Frorma—Court action to validate 
an $89 million revenue bond issue 


Toronto Police Reject 
50% of Cars as Unsafe 
More than half the cars tested 








to finance the projected 110-mile 
southeast Florida turnpike was 
started despite objections by Le- 
Roy Collins, Democratic guberna- 
torial nominee, that plans for the 
so-called “bobtailed” toll super- 
highway, from Miami to Fort 
Pierce, “are not logical and sound.” 

Collins, who will become gover- 
nor in January, contends the pike 
could be built for less and favors a 
State-long turnpike. 

Indiana—The State Toll Road 


the groundbreaking 
156-mile, east-west turnpike 
across northern Indiana. The 


Kansas—The projected $140 mil- 
lion Kansas toll road received ap- 


hopes to offer bonds for sale in 
October, with construction of the 
turnpike to get under way before 
the end of the year. The turnpike 
will angle southwestward for 234 
miles from Kansas City to the 
Oklahoma line, touching Lawrence, 
Topeka, Emporia, El Dorado, 
Wichita and W Comple- 
tion is scheduled for early 1957. 


Mass. Contracts Set 


ASSACHUSETTS — Construc- 

tion work on the $239 million 
east-west toll highway will be let 
in relatively small contracts to 
speed completion by the end of 
1956. 


Average cost will be $1 million a 
mile. 

Missourr—A bill to empower the 
State Highway Commission to con- 
struct toll roads and issue revenue 


roval from the State Supreme|*onds to finance them will be in- 
Pout in an opinion wahelding the| troduced in the 1955 Legislature by 


constitutionality of the 1958 turn- 
pike enabling act. 


Senator William M. Quinn of May- 
wood. 








ee 


“I know when you were my 
age you were out calling on pros- 


pect after prospect, Dad. But 
you didn’t have the smart Dad 
I have!” 





bill proposing the creation of a 
turnpike authority. 


New Hampshire—State Public 


The Kansas Turnpike Authority! The 1953 Legislature rejected a! Works Commissioner Frank D. 


Pannell 


Good design ideas may never become a reality unless 
some means are found to translate them into finished 





rt iahaiateeiniedetl Te 


Certain cars with power ‘brakes needed a 


safety feature tha 
power for braking. 


t would maintain reserve 


Moraine i that 





He said it will take about two 
years to build the road. There will 
be no tolls on the portions through 
Nashua, Manchester and Concord. 


New Jerssy—Net revenue on the 
118-mile turnpike for the 12 
months ended June 30 was $18,999,- 
915, an increase of $2,348,162 over 
the same period in 1952-53. 

The toll revenue for the 12 
months was $20,004,279 and revenue 
from concessions, investments and 
miscellaneous sources was $2,441,- 
050, for total revenue of $22,445,329. 
Comparable figures for the previ- 
ous 12-month period were $17,770,- 
416; $1,892,776, and $19,663,192. 

A total of 23,394,254 vehicles used 
the pike from July 1, 1953, through 
June 30, 1954, a gain of 3.510.182 
over the similar period in 1952-53. 

* * 


| N. C. to Survey Pike 


NS CAROLINA —A survey 
to help the North Carolina 
Turnpike Authority determine the 
feasibility of a toll turnpike from 
Charlotte to Ohio was given tenta- 
tive approval by the North Caro- 
lina State Highway Commission. 

The North Carolina link would 
start in the Charlotte - Gastonia 
area and run past Winston-Salem 
out of the State near Mount Airv 
The Virginia authority then would 
build a section across the western 
tip of its state to connect with an 
extension of the West Virginia 
Turnpike. 

Meanwhile, Highway Commis- 
sion Chairman A. . Graham 
expressed belief that a small- 


completed next summer, with 
opening to traffic later that year. 

An ex-officio member of North 
Carolina’s Carolina-Virginia Turn- 
pike Authority, Graham made his 
prediction after attending a meet- 
ing of that body with the Virginia 
Coastal Turnpike Authority. 

The two toll road agencies signed 
agreements providing for sale of 
about $3 million in revenue bonds 
to finance the 53-mile road. 

Oxnto—The 241-mile northern Ohio 
toll highway is now completely un- 
der contract. 

PgNNSYLVANIA — Scheduled open- 
ing date for the first half of the 
Pennsylvania Turnpike’s Delaware 
River extension was set back from 
Aug. 1 to Aug. 15. 

Turnpike Commissioner David E. 
Watson added that the commission 
still was “shooting for” an Oct. 1 
opening for the 33-mile extension 
from King of Prussia to Route 13 
near the Delaware River. ; 
* = 


Va. Dealers on Pike Board 


WYIRGINTA—Engineering firms to 
study the aspects of the pro- 
posed 35-mile;-$57 million toll high- 
way from Richmond to Petersburg 
are expected to be selected in Sep- 
tember by the Richmond-Peters- 
burg Turnpike Authority. 
Meanwhile, Gov. Thomas Stanley 
announced appointments to the Old 
Dominion Turnpike Authority, 
which was created to finance, con- 
struct and operate a projected $75 
million toll highway from West 


























parts economically, The bronze washer shown in the reserve power—en electrically driven vacuum Virginia to North Carolina. Elected 
illustration, oak ia automatic transmissions, requires booster pump that makin ss adequate ae eae ee May- 

ial contour ing. The machining of the grooves vacuum reserve. Another dealer serving on the 
was formerly costly time-consuming, owing to the commission is H. Lee Turpin, of 
multiple handling required. Now . . . the parts are Wytheville. 


West Vircinu — Action on the 
opening for all or part of its 88- 
mile, $133 million toll highway was 
deferred by the West Virginia 
Turnpike Commission. 


stacked in a machine and the grooves broached on both 
; sides in one operation automatically. Parts are more 
uniform—produced several times as fast and at a frac- 
tion of their former cost. This is another example of 


Moraine friction materials, able to withstand 
great heat and friction, are widely used in 
Powerglide, Hydra-Matic and Dynaflow auto- 
matic transmissions. Their use has spread to 
other applications . . . from military vehicles 
















Moraine “planning that pays off’—for you and your to home appliances. puntmk caaeamee Oeer Le by _ 
ultimate customer, son, that the turnpike between 
Charleston and Princeton could be 
opened in October. 

M \ : eis eile Patteson said the section between 
truck came a request anufacturers are learning that Moraine, Princeton and Beckley would be 

a. gee er eee the many through its broad metal-working experience completed by Sept. 2. 
requirements of hea engines. Moraine and constructive attitude, has provided a The commission adopted a sched- 
engineering came up with the answer in the solid foundation for the use of metal powder ule of toll rates and fixed a turn- 
Moraine-400, the toughest automotive engine parts in industry. Every day, Moraine proves pike speed«dimit of 60 miles an 





“It can be done!” hour. The toll rates, together with 


revenue from restaurant and serv- 
ice station facilities, are expected 
to yield an annual income of $5,- 
750,000. The car toll schedule is 1.9 
cents per mile. 


Meyers Takes L-M 
Adrian Meyers, Inc., Sidney, O.. 
has received a_ Lincoln-Mercury 
franchise. 





Moraine-100 engine bearings .. . 

filters . . . Moraine porous metal parts ; 
. hydraulic brake fluids . . . Delco master cylinders, 

wheel cylinders, and parts . . . Moraine conventional 
‘engine bearings and electric motor bearings. 












Service 














Minor Motor Work . ee re 
pe Motor Work 
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Service Averages for First Half of '54 


January February March 
30.25% 30.05% 31.40% 
23.55% 22.85% 24.35% 

8.65% 9.20% 9.00% 
50.35% 48.20% 45.80% 

9.15% 9.30% 9.15% 
11.95% 12.40% 13.25% 
17.85% 18.55% 20.35% 
11.45% 12.15% 12.35% 

9.05% 9.20% 8.60% 








1.72 L71 L74 


Items Per R.O. at Rewiiail High... 





tion fi 


( Figures courtesy John E. Wolf Company) 
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Niama 


Those Who Maintain 


a 


April May June 
33.00% 33.75% 34.55% 
25.60% 26.40% 26.75% 

9.20% 8.00% 7.95% 
45.05% 44.75% 44.90% 

9.30% 9.35% 9.30% 
18.90% 14.10% 14.30% 
20.95% 22.55% 22.50% 
12.20% 12.50% 12.00% 

8.15% 1.85% 7.20% 


















L777 1.79 1.79 


Shops Hike Jobs 


— work, consisting prim- 
arily of front-end correction, 
showed the highest gain in service 
jobs recorded by the average fran- 
chised car and truck dealer during 
the first six months of the year, ac- 
cording to an analysis of more 
than 1% million repair orders by 
John E. Wolfe Co. 

Chassis work, which showed a 
4.65 percent gain in the frequency 
with which it appeared on the 
average service order, led the 
increase in lubrication by only 
a fraction of one percent. Lubri- 
cation on the average 
R.O. 34.55 percent of the time, 
for a gain of 4.30 percent. 

These services were followed in 
the gain department by oil changes, 
up 3.20 percent; brakes, up 2.35 
percent; body work, up 0.55 per- 
cent, and major motor work, up 
0.15 percent. 

Services that lost during the six- 
Month period were minor motor 
work, primarily tuneup, down 5.75 
percent; miscellaneous services, 
down 1.85 percent, and wash and 
polish, down .70 percent. 

Experts say the loss of tuneup 
business is not an actual loss in 
revenue, but that it took a smaller 
percentage of the general service 
work only because it remained 
about static while other services 


increased. 

A SLIGHT increase of 0.07 per- 
cent was registered in the 

number of items per repair order. 

This figure now stands at about an 


. cs * 





Committee Maps 
Plans for Pacific 


Automotive Show 


LOS ANGELES.—tThe first gen- 
eral committee meeting for the Pa- 
cific Automotive Show, slated for 
the Pan Pacific Auditorium in Los 


all-time high and is a most en- 
couraging sign that dealers and 
their service management are pay- 
ing more attention to customer 
needs and are trying to sell those 
needed services. 

In May and June, the analysis 
shows, items per repair order 
reached 1.79. The absolute low 
for the industry was reached in 
January, 1953, when only 112 
items per ticket were written. 
During the war years, when deal- 
ers were forced to live mainly 
on their répair work, items per 
repair order floated around 1.50 
to 1.60. 

During the war years, however, 
major motor work—which included 
complete engine overhauls—ran as 
high as 18 percent while oil 
changes, for sinstance, ran around 
14 percent. 

While lubrication has picked up| 
from January and is approximately 
10 percent higher than it was a 
year ago, it still is not high enough 
to indicate that dealers are doing 
at least two things that would 
bring more service business to their 
shop, which in turn would result 
in a higher absorption percentage 
as well as more ‘satisfied service 
customers. 


Experts seem to think that to- 


ice department not only is a “must” 
service that will draw customers 
into the shop if it is properly 
advertised and if the hoists are 
manned by competent men, but it 
should also be the sales room of 
the service shop. 

Smart dealers who put the best 
men they can get on the lube hoist 
find that more than enough addi- 
tional work flows from the hoist to 
the shop to more than pay the 

(Continued on Page 32, Col. 1) 


day’s 34.55 percent appearance of}. ~ 


Club Represents 1,200 Years of Service— 


The experience of nearly 1,200 years of service work is embodied in the New 
York zone Buick Old Timers Club. The members shown in this photo at one of the 
club's meetings represent 924 years of service, or approximately 32 years per member. 
Shown are (from left), George Cianfione, Daigard Buick Corp., 31 years; G. A. 
Scarponi (guest), eastern region service engineer; L. A. Downing, now a-dealer in 
Freehold, N. J., 40 years; E. Peterson, Saabye & Harford, Inc., 35 years; T. Miller, 
Lister Buick, 32 years; Ted Maurer, Smith Motors, 38 years; John Gallagher, Kiaess 
Avto Corp., 38 years; Jim Gemmill, Troy Buick, 33 years; George Thomas, New 
Haven Buick, 31 years; Dick Moessner, Charles Buick, 28 years; Richard Charles, now 
a dealer in Danbury, Conn., 37 years; Ed Jolliffe, Friars Motors, 27 years; F. Stadt- 
lander, Hudson County Buick, 25 years; C. Quadri, Columbia Buick Corp., 38 years; 
E. Vautin, Belleville-Nutley Buick, 40 years; T. Kline, now a dealer, Atlas Buick Co., 
25 years; R. Campbell, Atlas Buick Co., 34 years; J. Rampone, H. J. Caplan, Inc., 


lubrication on the average repair 
ticket is due more to the volume 
of new and used cars being sold 
and to more attention being paid 
to the warranty period. 

€ * * 


[_CSRICATION, say the experts, 
should be running as high or 
higher than tuneup if the dealer 
is doing a good solid selling job. 


Lubrication in the dealer’s serv- 


Angeles Feb. 24-27, has been held.| — 


Presiding at the meeting were 
Howard B. Weaver, president of 
the 1955 Show, and J. Leonard 
Gibson, executive manager. A pro- 
gram similar to last year’s was 
agreed upon. 

Show committee members are 
Don Allbright, Percy T. Lyon, J. 
L. Walter, Mel H. Austin, Nevin 
Browne, L. J. Halderman, R. M. 
Herzog, M. H. Klinger, Elmer L. 
Repp, Ralph C. Schayer, Andrew 
D. Shaw, Les Wyre and Harry 
Younger. 

Sponsoring wholesalers’ commit- 
tee members are R. W. Brownell, 
Fred Curtis, Whitley Huffaker, 
Earl Miller, Wm. M. Leigh, Alan F. 
Parrish and John Sink. 

Other committee chairmen are 
Gene Brown, credentials; E. R. 
Jackson, booster activities; George 
C. Clinger, housing, and Art Cole, 
floor committee. 





245,000 


By Sam Sampson 
Staff Writer 
BOUT 245,000 dealer mechanics 
currently are being trained by 
factory-sponsored training pro- 
an AvTomotive News survey 
of national service managers found 


recently. 
This figure does not include 
those who attend “brush up” 


edge. 
Two danger points, however, 
stand out in the minds of service 


28 years; J. Blackwell, McKeever Buick, 31 years; T. J. Leary, N. Y. Buick Zone office, 







{mmerica s Votor Vehicles 
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y= most factory service 
managers are worried about 
the steadily increasing age of the 
mechanics in dealer shops, at least 
one zone service manager ig real 
proud of an oldtimer club that ex- 
ists in his territory. Buick’s G. A. 
Scarponi is proud of the club in 
metropolitan New York that rep- 
resents nearly 1,200 years of serv- 
ice. 

The members, all of whom have 
at least a 25-year record as auto- 
motive mechanics have a code of 
ethics that could well fit today’s 
automotive service men and man- 
agers the industry over. The club 
has a 10-part creed as follows: 

1. To always promote goodwill 
between customer, dealer, factory 
and mechanic. 


2. To promote and take netes- 
sary action to influence Buick 
Motor Div. and our customers 


and dealers to foster safety in 
our cars and on our highways. 
3. To be constantly looking for 
better methods to improve our 





30 years, and P. Thompson, Cuttingham Buick, 34 years. 


Dealer Mechanics in Training 


pared with 30 or 31 a year or so| better informed, higher caliber 


executives, the survey found. De- 
spite the training opportunities of- 
fered, younger men are not being 
attracted to the service industry as 
they should be. The survey found 
that the average age of mechanics 
now employed is climbing from 
year to year. 
+ x * 

OVE factory service manager, 

who has a record of every 
mechanic in the dealer force at his 
disposal, reported that the average 
mechanic is now 34 years old, com- 


New Products 


Page 42 








capable mechanic 
prepare himself for a service 


manage! 

At present, General Motors Insti- 
tute carries on a course for service 
managers. The GM course is avail- 
able to dealers in all of the ‘GM 
divisions. The course is two weeks 
long, costs the sponsoring dealer 
only $75, and will accept service 
managers and potential service 
managers. eS 


AM factory - sponsored training | The 


programs have two aims in 
view —to provide the dealer with 


... by Jack Weed 


an ; 
to study and One of the first programs was 
established 














product at lowest cost to customer 
and our dealers. 

4. To think only of the best, to 
work for only the best and to ex- 
pect only the best for customers, 
our dealers and mechanics. 

5. To be so strong that nothing 
can disturb our peace of mind. 

* 


To Promote Goodwill 


6 To step up to all complaints 
* and take care of them in as 
short a time as possible, giving 
full thought to the owner as well as 
dealer. 

7. To give all mechanics proper 
training and tools to promote the 
best in workmanship. 

8. To promote goodwill with our 
sales and other departments of 
our dealership. 

9. To take time to be pleasant 
to other dealers and their - cus- 
tomers and to further goodwill be- 
tween all dealers and their cus- 
tomers. 

10. To be too large for worry— 
too noble for anger—too strong for 
fear, and too happy to permit the 
presence of trouble. 

* * * 


Faulty Brakes 


pee erneD driving was re- 
sponsible for 46 percent of auto- 
mobile fatalities last year, accord- 
ing to figures compiled by the 
Travelers Insurance Co. The figures 
also. point out that, contrary to 
popular belief, nearly 2% times as 
many deaths occur on rural high- 
ways as on city streets. 

These facts make me all the more 

(Continued on Page 30, Col. 1) 





St. Louis Check Reveals 
Defects on 20% of Cars 


ST. LOUIS. — The first of a 
series of spot safety checks of 
motorists by the Missouri State 
Highway Patrol has revealed that 
about 20 percent of the cars 
showed at least one accident- 
causing defect. 

Of 414 cars checked in St. Louis 


Among the defects were tires, 
brakes, steering, horn, mirror, 
lighting, windshield wiper and 

markings. 


having a driver’s license or regis- 
tration papers, and 66 were 
warned for some mechanical or 
license irregularity 





service technicians, and to elevate 
the position af the mechanic in his 
community. 


by Cadillac in 1984. 
Known as the Cadillac Certified 
Craftsman’s League, the 
has ridden through many 
troubled periods but is now 
a It has 14,000 dealer serv- 
ice mechanics enrolled. 


(Continued on Page 33, Col. 1) 
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Right now can be the 





Do you ever hit bright business spots and then 
recalJ, “It’s lucky I wrote that letter just when 
I did,” or “‘What a break it was when I saw 
Joe that day!” or “‘That first phone call really 
put the wheels in motion’? 


Certainly. It’s the little things—timed at just 
the magic moment—that really add up. 


Right now—today—could be just such a 
magic moment for you. 


For there are a few ground-floor business 
opportunities, as a dealer with the Hudson 
Division of American Motors, available in very 
choice areas. 


American Motors, with its Hudson Division, 
is one of the truly big ideas on the current 
scene. 


Made up of companies and divisions that 
have pioneered the great motor-car industry, 


magic moment for you 


American Motors has a young, aggressive 
leadership, determined to out-think, out-engi- 
neer and out-value competition! 


This determination isn’t for some far-off day. 
It’s for now! It’s already in effect. 


Within the past few weeks, Hudson dealers 
everywhere have received product and mer- 
chandising plans that are both practical and 
exciting. There’s much more to come. 


The Hudson Dealer Franchise is definitely 
something to look into. Never, in recent busi- 
ness history, has there been an opportunity 
exactly like this. 


The thing to do is write, wire or phone 
C. A. J. Hadley, Sales Manager, Hudson 
Division, American Motors, Detroit 32, Mich- 
igan. That way, you'll quickly see if this can 
be the magic moment for you. 


wean DIVISION OF 


shy: AMERICAN Motors 


a 
Onatr? 
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(Continued from Page 27) 


firm in my conviction that faulty 
brakes play a large part in these 
fatalities. I might even be goaded 
into saying that I believe that 
faulty brakes are as much to blame 
as excessive speed for the most of 
these fatalities. 

The insiduous thing about faulty 
brakes is that in so many, many 
eases, the real cause of the acci- 
dent is neither found or reported. 
By thé time the police have checked 
the accident, the brakes may be 
back in an operative condition 
again and all the police know is 
that some person has said that the 
driver of the car was driving fast 
or speeding. 





NEW CAR DEALER 


The men who sell 


Yet our major control in most 
states is being emphasized in the 
cities and towns and not on the 
open road. Here in Michigan, that 
is particularly true. I can’t remem- 
ber when I have seen a driver given 
a ticket for either offense. 


Other prevalent driver acts lead- 
ing to fatal accidents, according to 
the insurance company, were driv- 
ing on the wrong side of the road, 
19 percent; reckless driving, 15 per- 
cent; not having the right of way, 
8 percent; going off the road, 7 
percent and other causes, 5 percent. 

* + * 


Go Even Further 
ORTUNATELY, another state 
has joined Minnesota in out- 
lawing spurious brake fluid from 
sale in that state. New Jersey re- 
cently put the clamps on the sale 
of brake fluid that doesn’t come 
up to SAE specs and went much 
further. 
New Jersey's new regulations 


OIL JOBBER 





govern the manufacture, installa- 
tion, maintenance and use of auto- 
mobile brake tubing, brake hose 
connections and brake fluids that 
do not conform to regulations. They 
now must be approved by the New 
Jersey Motor Vehicle director. 

Brake fluid and hose must con- 
form to specifications set forth 

by the SAE. 

It’s just too bad that the SAE 
hasn’t stepped up to another num- 
ber one killer, the spurious low 
grade, cheap brake lining. Then 
Minnesota and New Jersey would 
have a “spec” to which they could 
demand confirmation. 


I want to doff my beanie to the 
legislatures of these two states and 
their highway commissioners for 
stepping up to eliminating this 
weak link in our industry chain. 


* * * 


Salute to Veteran 


REENLEASE Motor Car Co. 
(Cadillac), Kansas City, a 46- 
year-old distributor in its own 
right, is also justly proud of an old 
timer in its organization. Charles 
Hagg, a mechanic working in the 
heavy overhaul department, is now 
77 years old. 
S. M. Johnson, genera! manager 
_of Greenlease claims that if they 





. . . Charlie Hagg, on his third 
quarter in service, and still going 
strong. 


* * * 


can keep him supplied with work, 
he still can do hig full share. Inci- 
dentally, Hagg has been married 
for 54 years. Charlie has been with 
Greenlease since Jan. 19, 1944. 
Johnson thinks that Hagg is 
about the oldest active mechanic 
employed by a franchised dealer 





these are the men 
who know 


modern motors demand today’s best oils 


All kinds of claims are being made for different 
types and brands of motor oil... but you can’t fool 
these men. They know from actual experience that 
only oils with the greatest lubricating power are 


good enough for today’s 


new cars...the jobbers 


who know good oils... the men who service 
the motoring public. .. all of them know the 


truth about today’ 


s moior oils. And all of 


them are in a position to perform an im- 
portant service to motorists by giving them 
sound advice on oil. 


. Here is one basic fact to remember: 
No one can make a superior motor oil out 
of an inferior crude. 
Additives are useful, of course. They can 
help any motor oil do its job better. 
But additives, in themselves, do not lubricate 


They can be added to any oil. To very good 
oil. To very poor oil. 


The quality of the basic oil is what deter- 





high compression motors. 





SERVICE STATION OWNER 


mines the kind of lubrication a motor gets. 


That's why we are telling millions of car 
owners in our national advertising this year: 


Today's BEST oils 
start with 
Nature’s BEST crude 
This plain truth—that you can’t start with 


an inferior crude and build a superior oil 
— will be understood quickly by all your 


customers. 


That's why more and 
more men who know are 
carrying and selling a 
brand of Pennsylvania 
Motor Oil. 


Look at all the magazines that are carrying our message to consumers: 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - Oil City, Pennsylvania 


‘1922 0S A OT PEMMSTC PAA GRADE CHEBE Ou ASSOCU TOR 
‘(RaOE MARE REGISTERED 8. 5 PATENT OFFICE 








him with a little column “ride”. 


C. S. Davis 


Aé OLD friend of mine passed 
away early in July and, for some 
unknown reason, I failed to account 
the loss to the 


was the former 
president who 
guided the gi- 
gantic parts 
manufacturing in- 
stitution to the 
great corporation 
it is today. 
Charles Davis was my idea of a 
humble strong man in business. He 
was always pleasant and patient 
with newspapermen, even when he 
didn’t want to “give out”, and we 
of the Paul Pry society were in- 
sistent. He had a high sense of 
responsibility for his employes and 
was an inspiration to many a man 
in this great automotive industry. 
He had unquestioned faith in 
the position that the automatic 
transmission would eventually 
take in the industry, and for 
years would take over any patent 
that looked as if it was basic to 
automatic transmission operation. 
General Motors was the first to 
bring out an automatic gear box— 
the Hydra-Matic—and it looked for 
a time as if each vehicle manu- 
facturer would bring out its own 
device. Davis’ belief in the possi- 
bilities for Borg-Warner being a 
producer finally paid out. At the 
time of his death, at least three car 
and two truck makers were using 
transmissions that his vision and 
faith had made possible. | 


Spokane Dealers 
Put Over Ban 
‘On Sunday Sales 


SPOKANE. — (UTPS) — Through 
the combined efforts of the Spo- 
| kane New Car Dealers Assn. and 
the newly formed Assn. of Used 
|Car Dealers in Spokane, an ordi- 
nance has been passed prohibiting 
the Sunday sale of new or used 
cars. 

Violators of the law would be 
guilty of a misdemeanor and would 
be punishable by a fine of not less 
than $75 nor more than $300, or 
a County jail sentence not to ex- 
ceed 90 days. 

Spokeman said that many dealers 
had been forced to stay open be- 
cause a few insisted upon selling 
on Sunday. It was said that the 
majority of both new and used- 
car dealers in Spokane preferred 
to close on Sunday. 

The ordinance does not apply to a 
private citizen who sells, barters 
or exchanges his own car, nor does 
it affect Sunday sales of farm 
tractors or other machines used in 
producing farm products. 


Fram ‘Fantom’ 
Oil-Filter Maker Revives 


Dealer Contest 


PROVIDENCE.—Fram Corp. has 
revived its “Fantom Car” program 
to increase dealer merchandising 
activities at the point of sale. 

More than 50 “Fantom” car driv- 
ers will be roaming throughout 
every section of the U. S., calling 
on car dealers, service stations, re- 
pair shops, garages and imple- 
ment dealers. 

When a dealer attempts to sell 
the “Fantom” driver any one of 
a complete line of filtration prod- 
ucts, the dealer has “caught” the 
“Fantom” and receives a $5 prize. 
Fram also will pay $5 to the win- 
ning dealer’s wholesale salesman. 

Winning dealers will also be sent 
“Outstanding Dealer” certificates, 
testifying to their alertness in sell- 





Cc. 8. Davis 





easily 
“Fantom” drivers by asking the 
a question: “How’s your oi! 
ter?” 
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to give stiniinchtle seat covers a new high in color stability, in vista. 


They’re here! .. . in a wide range of sun-bright, decorator colors’. 


And you helped create many of these new Saran-by-National 
Monofilament colors by your persistent requests for fashion-keyed, 
pastel shades that would take to the sun. There’s a rainbow-wide 
assortment of other colors, too—including vivid reds, greens, blues, 
all boasting the famous sales features that make saran 

practical as it is beautiful: 


Stain Resistant — food, drink, even ink can be sponged off fabrics 
woven of saran. And, they dry immediately; ready for instant use. 


Weather Resistant—safe in sun, wind and sudden shower, can’t 
absorb moisture. Dust and soot wipe right off. 


Mildew Proof —not attacked by mildew or fungi. 
Fire Resistant—saran is self-extinguishing, will not support flame. 


Wear and Abrasion Resistant—smooth, durable saran resists 
the abrasive wear of gritty dirt, and takes the toughest punishment. 


OBILE 
SEA OVERS 


FOR TEXTILES THAT CAN TAKE IT... 
TAKE NOTHING LESS THAN SARAN BY NATIONAL! 


\ 


Manufacturers of Saran Filaments * NEVAMAR decorative LAMINATES ¢ 
Wynene Molded Products « ODENTON, MARYLAND e 
VP NEW YORK, NEW YORK « LOS ANGELES, CALIFORNIA 
in Canada: Richmond Plastics Ltd. Richmond, P. Q. ° 
> : 
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Items Per R.O. at Record High . . . 
Shops Increase Service Work 


(Continued from Page 27) 


difference in wages between a good 
man and a dub. 

The good operator, if properly 
instructed, will be able to spot 
repair work that should be done 
in the near future. 

am * * 


ee management in the 
shop will result in these items 
being called to the attention of the 
owner and a record made. In this 
way, if the owner does not buy 
when his car is in the shop, the 
service contact men can call him 
later when work in that depart- 
ment slows down and make suffi- 
cient sales to keep the work leveled 
out. 

Another job that has not 
shown the increase that should 
have taken place if dealers were 
more serious in providing better 
service to their customers is that 
of brake work. 

Under today’s congestion and 
with more powerful engines and 


higher speeds, brakes should be 


checked carefully at least every 
5,000 miles. This check should in- 
clude not only the check for pedal 
throw, but a front wheel should 
be pulled for lining wear inspection 
and a competent mechanic should 


Delta Hydraulic Drill Units 


Change to Rockwell Name 


PITTSBURGH. — Rockwell Mfg. 
Co. is now marketing its air- 
powered hydraulic drill units under 
the Rockwell trademark, The drills 
are for single - purpose, high - pro- 
duction machine-tool applications. 
In the past they were marketed 
under the Delta-Milwaukee trade- 
mark. 

According to L, A. Dixon, ex- 
ecutive vice-president, the firm last 
spring formed an independent drill- 
unit division. Prior to that time, 
drill units were manufactured by 
Rockwell’s Delta power-tool di- 
vision, which developed the equip- 
ment. 


Why you're smart to sell Du Pont 
“Zerone’ and “Zerex’ Anti-Freezes 


WHY DO Du Pont anti-freezes use a chemical (non-oily) rust in- 
hibitor? These two pictures tell the story. Flask A contains ordinary 
anti-freeze with oil inhibitor. Flask B contains a Du Pont anti- 
freeze with its exclusive chemical inhibitor. The same amount of 
rust particles have been added to both. 


...and why you're smart 
to order them now 


CU PONT “ZERONE”’® 
«+. America's great 
money-saving 
anti-freeze valve. 


You’ll want to be ready when an- 
other big Du Pont ‘‘Anti-Freeze 
Week” promotion urges customers 
into your station for ““Zerone” and 
“Zerex’’ this fall. 

This year, “‘Anti-Freeze Week” 
packs added punch. “‘Zerone” and 
*“Zerex”’ are backed by their own TV 
show every week right through the 
profitable anti-freeze selling season. 


, check for leaks in the system and 
| the amount of fluid. 


There is no question in any in- 
formed service man’s mind but 
that a high percentage of the 46 
percent of fatal accidents attri- 
buted to speed alone by many 
police authorities are due in some 
measure to a combination of speed 
and brake failure. 

Brake failure is insidious in that 
many accidents are definitely due 
to brake failure which does not 
show up when the car is checked 
after the accident. This is particu- 
larly true with lining that fades Chrysler Innovation— 
and fluid that vaporizes under A flexible vinyl plastic windshield washer 
emergency stops. | redeevate, offered by Chrysler Corp. for 

ae Oe ; fe crepes on new models, is said to 

RARE linings that fade and | eliminate the problem of bottle breakage. 

“walk away” from the drums The baglike container is made by Electro 
under the intense heat developed | Plastics Fabrics, Inc., Pulaski, Va. 


by an emergency stop will again | ° 

operate fairly well in far too many| exorbitant amount of alcohol 

cases after the brakes and drums| that won’t withstand the heat of 
. quick and prolonged stops. 


have cooled. 
The same is true of the Body work, another high-profit 


spurious fluids that contain an | service that is not sold in sufficient 


LAB TECHNICIAN empties flasks. Notice how oily film in A causes 
rust to stick to sides. Then see how Du Pont anti-freeze holds par- 
ticles in suspension, so they empty out with solution, leaving B 
clean—proof that “Zerone’”’ and ‘“Zerex”’ keep cooling systems 
cleaner, protecting you from customer complaints. 


fare in national magazines, newspa- 
pers, farm publications, and bill- 
boards. There’s a colorful, ‘‘best-in- 
the-industry”’ display kit to help you 
tie in with Du Pont’s big promotion. 
It’s yours free. 

So get your order in now. Make 
sure that when the anti-freeze ‘‘gold 
rush” starts, you’ll be prepared to 
cash in on it. 


That’s in addition to the annual fan- 


YOUR “‘ZERONE“’-“"ZEREX” DISTRIBUTOR has this 
interesting demonstration kit. It convincingly 
shows how Du Pont anti-freezes keep cooling 
systems cleaner. Make sure you see it. 


REG. U. $s. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
++» THROUGH CHEMISTRY 





volume in many shops seems to 
just rock along in the number of 
times it appears on the average 
work ticket. This item increased 
only 0.55 percent from January to 
June and is about the same today 
as it was in the war years. 

Customer labor, parts and ac- 
cessory sales are the backbone of 
dealer absorption, as all dealers 
know. 

A check of 32 dealers with an 
average absorption of 73.7 percent, 
however, shows up several interest- 
ing things about the difference in 
service management of the various 
dealers. 

* * * 

LE the average absorption 
of the 32 dealers was much 
higher than the national average 
as reported by NADA, there was 
a wide variance among dealers of 
about the same size in about the 
same-sized towns, as well as be- 
tween dealers who sell only cars 
and those who sell both cars and 
trucks. 


While the 14 dealers who sell 
only cars had an average ab- 
sorption percentage of 60.3 per- 
cent, the average of those 18 
dealers selling both cars and 
trucks was 84.1 percent. 

The highest absorption percent- 
age of those selling only cars was 
a dealer selling 109 units a year 
with an absorption of 96 percent. 
The lowest was a dealer selling 88 
cars with a 15 percent absorption. 

Among the dealers selling both 
cars and trucks the high was a 
dealer selling 120 units, with an 
absorption of 195 percent. The low 
was a dealer selling 119 units and 
with a 43.3 percent coverage. 
* * * 

MALL-TOWN dealers as a group 

had an average of 90 percent— 
as could be expected—while those 
selling both cars and trucks ran 
up to 98.4 percent. Dealers selling 
only cars averaged only 60 percent. 

Dealers in medium cities av- 
eraged 73.2 percent, with the 
dealers selling cars running 55.8 
percent and the combination 
dealers running 73.9 percent. 
Large-city dealers averaged 65 
percent. 

The better showing of the dealers 
who. sell both cars and trucks 
seems to indicate that these dealers, 
due to their truck selling, had a 
much better appreciation of service. 

The number of mechanics em- 
Ployed also had a very definite 
bearing on the absorption rate. The 
dealer in. a small town who only 
sold 120 units per year employed 
14 mechanics. 


Battery Makers 
Hail AAA’s New 
Service-Call Note 


|. AKRON.—Aware that emergency 
| service calls listed in its breakdown 


of yearly records as “battery serv- 
ice calls’ many cases are caused by 


| electrical failures other than bat- 
| tery, the American Automobile 


Assn. has changed its classification 
to “battery or electrical” service 
calls. 


The Assn. of American Battery 
Manufacturers hailed the AAA for 
this change in classification of serv- 
ice calls, pointing out that for many 
years the AABM has been aware 
that many failures attributed to the 
battery are not true battery failures 
but rather the sum total of all the 
things that can go wrong with a 
car that first become evident as a 
dead battery. 


AABM pointed out that a faulty 
voltage regulator or a faulty gen- 
erator usually does not become im- 
mediately apparent to a car owner, 
but finally becomes apparent as a 
“dead” battery. 

Prior to the change in listing, 
such calls would be recorded by the 
AAA as battery service calls, as 
were all the other various items 
that contributed to hard starting. 


Leece-Neville Establishes 


Detroit Sales Office 

DETROIT.—A sales office for the 
Detroit area has been established 
at 2222 Maple Rd., Birmingham, 
Mich., by Leece-Neville Co., auto- 
motive electrical equipment manu- 
facturer of Cleveland. 

The office is staffed by Gilbert C. 
Goode and James J. Collins. 
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Through Factory Programs se 
245,000 Mechanics 


Undergo Training 


(Continued from Page 27) 


many foreign countries and hag at 
the present time about 54,000 me- 
chanics enrolled. 
- * 2 
a Registered Mechanics Pro- 
gram of Lincoln-Mercury is 
carrying about 10,500 students cur- 
rently, and service bulletins and 
factory service information is sent 
to the mechanic’s home rather than 
to the dealer. This innovation of 
addressing the material to the 
home address, according to E. D. 
Longnecker, national service man- 
ager, eliminates the possibility of 
service bulletins being lost or mis- 
placed in the shop. 

Buick has just announced its 
new Buick Service Technician 
Program to its dealers and zones. 
The program will be administered 
at the zone offices throughout the 
U.S., according to the company, 
and will be flexible enough to 
meet individual zone needs. 

No information is available yet 
on initial enrollment, but it is ex- 
pected to be high. Those who en- 
roll at the announcement of the 
program will receive credit for all 
the time they have worked at the 
dealership. 

* + 
NDER the Master Technician 
Service Conference, the pre- 
pared courses are sent directly to 
the dealer, and he or the service 
manager conducts them for the rest 
of the shop personnel. 

Chrysler line service personnel 
are tested once every month un- 
der the Master Tech program. 
Passing grades are demanded 
from the students in order to 
qualify for the annual awards, 
which are lapel pins designating 
the number of years enrolled in 
the program. 

At the ceremonies honoring 
James Clapper, who wrote the two 
millionth examination, Warren L. 
Thombs, Chrysler-Plymouth dealer 
at Warren, O., commented on the 
excellent relationship the dealer- 
ship had enjoyed with Chrysler 
Corp. 

a * * 
7 ARE mighty glad to be as- | 
sociated with Chrysler Corp.,” | 
Thombs said. “We like’ working’ 
with an organization that treats its | 
dealers as partners in business.” 

William Rice, director of service | 





for Plymouth, told the Thombs or- | 
ganization that the biggest job of | 
national service executives is to} 
“elevate the public opinion of the | 
man who does the service job. We | 
want to see him regarded as a) 
technician, which he must be in | 
order to handle today’s jobs.” 

a * + 


LL of the GM divisions, in addi- 

tion to the GMI courses for 
service managers, have the facilities 
of the GM Training Centers at their 
disposal. It is expected that 25 of 
the zone service training centers 
will be constructed by 1955. 

In addition, GMI also has a 
school in the field for field sales 
and service. These courses are 
conducted by GMI personnel in 
the field, and consist of eight ses- 
sions, two hours long, covering a 
period of eight weeks. These 
courses, it is reported, cover serv- 
ice merchandising and service 
sales. 

All of the training programs of 
the GM lines have a common fac- 
tor—that the student must get his 
information for the upcoming ex- 
aminations from the factory serv- 
ice bulletins and the annual shop 
manuals. 

* z * 

HE Cadillac Certified Crafts- 

mans League places examina- 

tions on schedule every 60 days, 
and awards are presented each 
year to those who rate grades of 
85 percent or better. In addition, 
materials are sent to the dealer- 
ships so. that the dealer service 
manager can conduct specialized 
courses on new features or brush 
up courses. Sound slide films are 
provided as supplementary ma- 
terial. 

As with the Cadillac program, 
the Buick Service Technicians 
Program will quiz its students 


every two months. Material for 
the examinations will be taken 
from late service bulletins, or the 
shop manual. The courses are 
open to every worker in any au- 
thorized Buick dealer’s service 
shop. 

Credits for school attendance 
will be given to all enrollees in a 


dealership provided at least one} 


man from the dealership is in at- 
tendance. This factor applies to 
training center programs as well as 
factory schools, Buick said. 

At Oldsmobile, the Service Guild 
Training Program quizzes dealer 


personnel six times a year, and, 


presents awards to all of those re- 
ceiving 80 percent or better on the 
examinations. 
+ * + 
ee KOHL, Oldsmobile serv- 
ice manager, said that the five- 


EATON 








year continuing program sets up a 


| different set of awards for each of | ® 
culminating in aj ‘ 


the five years, 
pen and pencil set for successful 
completion of five years training. 
Kohl said that 99.1 percent of Olds- 
mobile dealers enrolled in the pro- 
gram, and that about 12,700 awards 
were passed out last year. 
Much of the information cov- 
ered in the tests is put out by 
the Dealer Technical Bulletin 
Service, which sends out about a 
hundred releases a year. 
Pontiac’s Service Craftsmans 
Training Program endeavors to get 
every dealer mechanic enrolled. At 
the present time, according to Hugh 
Hales, Pontiac service manager, 
more than 10,000 dealer service per- 
sonnel have been entered in the 
program. 
* * + 
pormac provides five question- 
naires a year, prepared from 
service news releases and the shop 
manual. Such information contains 
all changes in products, the com- 
pany said. Last year, 8,027 mem- 
bers of the program were given one 
of the three awards offered — a 
ring, pen and pencil set, lapel pin. 
Chevrolet sponsors the Ap- 
proved Mechanics Program, a 


worth 
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B & D Class Attends Polisher Clinic— 


Seven men from different sales and service branches and the home office of 
Black & Decker Mfg. Co. attended a sales training course in Towson, Md. Here, 
Landon Wheeler (left), explains operation of the automatic electric polisher. Shown 
(from left) are Douglas L. Gunn, office manager, Chicago branch; James Otradovec 
ir., advertising assistant; Ralph W. Janelli, sales representative, Chicago; J. Peter 
Acquisti, sales representative, Indianapolis; Gerry S. Keener, sales representative, 
Chicago; Samuel H. Patterson, sales training school instructor; Richard K. Stryker, 
sales representative, Pittsburgh, and Maurice E. Lynch, sales representative, Milwaukee. 





service training program that has 
50,000 to 60,000 enrollees, accord- 

ing to the company. Tests are | 
given once a year to three classes | 


of service personnel — engine, 
radio and body mechanics. 
Diplomas are presented to those 
(Continued on Page 48, Col. 1) 
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around a curve... 
til you’re around it 


Nobody can be absolutely positive about the sales prospects around 
‘the corner for the ’55 models. But one thing we do know is it’s going 
to take selling on everybody’s part—and that means everybody 
involved in the automotive business—including us. 


The New Yorker has been through 29 years of selling with you, 
the easy-come years and the hard-to-get years. One major make 
has been with us 26 of those 29 years; two others 24 years; two more 
for over 20 years; all together: fifteen over 10 years. Why this 
loyalty? We'd make a guess it’s because The New Yorker is so good 
in the pinches. . 


Good because it concentrates in the major metropolitan markets, 
and in the best neighborhoods in those markets..Good because its 
advertising pages are stocked with the country’s finest merchandise 
displayed by the nation’s leading manufacturers and stores. 


The New Yorker sells goods because it has a shopping interest 
unequalled by other magazines—and because it reaches people who 
have the inclination to spend and the ability to buy. It’s been that 
way since 1925. For the first seven months of 1954 The New Yorker 
is 70 advertising pages ahead of the similar period in 1953, our biggest 
previous year. Our impressive catalogue of success stories may be 
one of the main reasons for advertisers’ faith in The New Yorker. 


Our story hasn’t changed. Not a whisker: The New Yorker sells 
the top of the market. The New Yorker sells the first families to accept 


innovations . . . the families who own more cars per capita . . . who 
prefer your deluxe models . . . trade them in more often . . . service 
them more religiously . . . willingly buy more accessories . . . and 


turn in easier-to-sell used cars. 


The New Yorker is only a magazine. It can’t perform miracles. 
But it can, uniquely, start your 1955 selling from the top down in 
every primary market for quality merchandise in the country. 


THE 


EW YORKER 


NO. 25 WEST 43rd STREET, NEW YORK 36, N.Y. 





one of the great automobile showrooms of America 
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U. S. Approves Local P: 








Postoffice to Buy Own Parts 


CHICAGO.—AIll postoffices have 
been informed by Assistant Post- 
master General Ormonde A. Kieb 
that they may buy automotive re- 

lacement parts locally whenever 

r discounts can be obtained, 
according to J. Howard Reed, coun- 
sel for the Motor & Equipment 
Wholesalers Assn. 


immediately 
postmasters to solicit replacement 
parts business. 


Prior to this ruling, all post- 
office vehicle parts were procured 
by the General Services Adminis- 
tration. Only when parts were not 
obtainable by the GSA, were post- 
masters permitted to make pur- 


This NEW 
SQUEEGEE 
is yours... 






To acquaint additional dealers with the repeat 


chases locally at the lowest prices 
established by competitive bidding. 

Because of many complaints from 
wholesalers and others that Gov- 
ernment agencies wererefusing to 


Titanium Reports Issued 


WASHINGTON. — Basic investi- 
gations into the cutting characteris- 
tics of titanium are the subject of 
seven reports from Government- 
sponsored research announced in 
the June issue of the Department 
of Commerce’s Bibliography of 
Technical Reports. The set, priced 
at $7.75, is available from the De- 
partment’s Office of Technical Serv- 
ices, Room 6227, Commerce Bidg., 
Washington 26, D.C. 


profits that can be made with Trico Windshield Washer 
Solvent, Trico Jobbers for a limited period are offer- 


ing this “special.” 


Buy 3 display cartons of Trico Solvent (each con- 
tains 6 bottles) and this new E-Z-CLEAN Wash ’n’ 
Wipe Squeegee is yours without extra charge. It speeds 
up and improves windshield cleaning service. (Make 
your own squeegee solvent by mixing a bottle of Trico 
Solvent in 3 gallons of water; it softens bugs, dissolves 


traffic film). 


Trico Solvent is an all-year seller. 18 million Trico 
Windshield Washers provide a big market for it. 


d 









ee Windshield Washers 


buy replacement parts from local 


wholesalers, even when the prices | 


were lower, Reed has investigated 
U. S. parts procurement practices. 

He reports that the Army pro- 
cures automotive replacement 
Parts in two ways: 

1. Parts for specially designed 
military vehicles are obtained by 
the Ordnance Tank Automotive 
Command, in Detroit, normally by 
means of formal advertising. Parts 
manufacturers and regular auto- 
— parts dealers are eligible to 

2. Nonstocked replacement parts 
for Army commercial vehicles are 
procured by the post or camp to 















Ask for WA-355 E-Z-CLEAN 
SOLVENT SPECIAL 


which the vehicles are assigned. 

To assist these installations, 
the Federal Supply Service of the 
General Services Administration 
makes available “call type” con- 
tracts. 


These contracts provide that a 
manufacturer will make parts avail- 
able through his local distributors 
at a small discount. However, the 
installations are under no compul- 
sion to use these contracts if a bet- 
ter price can be obtained elsewhere. 

Col. F. J. McMorrow stated, “No 
Army policy has been inaugurated 
that precludes the independent 
wholesalers from selling and serv- 
|ing Army establishments anywhere 
in the U. 8.” 

The Air Force purchase policy, 
as described by Brig. Gen. Joe 
W. Kelly, provides that individual 
installations may procure $1,000 
worth of each type of item from 
local sources. * 

In the event that the installa- 









SEND 10 Cents 


TRICO UNIVERSAL 
WINDSHIELD WASHER 
NOZZLE WRENCH 


This handy wrench fits all 

of Trico Windshield 

pe cy oo it to 
just position of water 

«+. OF to loosen jet for son 

ing or cleaning. Mail the 


coupon today. 


LIMITED OFFER 


TRICO PRODUCTS CORPORATION, BUFFALO 3, N. Y. 


Gentiemen: Please mail me a Trico Windshield Washer Nozzle Wrench; 
Enclosed is 10 cents to cover postage and handling. 


Dealer's Name 


Street 


City or Town 











My Jobber's Nome is es 





tion’s requirement for an item ex- 
ceeds $1,000, the article is obtained 
from the Army Ordnance Corps. 


Many automotive spare parts are 
also available to the AF installa- 
tions from the General Services 
Administration which has open-end 
contracts with all major manu- 
facturers of parts and equipment. 

Rear Adm. M. L. Royar, Chief 
of the Bureau of Supplies and Ac- 
counts of the U. S. Navy, said that 
there is no Navy procurement 
policy that precludes the procure- 
ment of automotive parts from 
local wholesalers. 


Royal stated that the Yards 
and Docks Supply Office, at Port 
Hueneme, Calif., inventory con- 
troller for these parts, has always 
“recognized the need for decen- 
tralized, local procurement by 
consuming activities.” He said 
that more than 100,000 items are 
procured in this manner. 

The Bureau of Supplies and Ac- 
counts is encouraging more over- 
the-counter purchases from local 
firms to reduce costly paper work 
and to speed up the delivery of 
parts which, eventually, will result 
in the reduction of inventories. 


Arma Is Merged 
Into Parent Firm, 
American Bosch 


SPRINGFIELD, Mass.—American 
Bosch Arma Corp. is doing business 
here under its new corporate entity 
following the merger of Arma Corp. 
into its parent organization, Am- 
erican Bosch Corp. 

The corporation now has two 
divisions—the American Bosch divi- 
sion at Springfield and the Arma 
division at Garden City, N. Y. 

American Bosch manufactures 
fuel-injection equipment for inter- 
nal-combustion engines, as well 
as automotive electrical equipment 
and aircraft-engine components. 
Arma concentrates on design and 
production of electro - mechanical 
devices for the military services. 

Directors of American Bosch 
Arma have voted to promote two 
key executives and to continue all 
other officers in their former ca- 
pacities, according to Charles W. 
Perelle, who continues as president 
and chief executive officer. 

, Donald P. Hess, chairman of 
American Bosch Corp., was re- 
elected board chairman. 

David F. Devine was promoted 
to finance vice-president. He joined 
Arma in 1952, having previously 
served as comptroller of Bell Air- 
craft Corp. 

Clifford A. Sharpe was elevated 
to operations vice - president. 
Sharpe, who came to Arma Iast 
May, formerly was operations vice- 
president of ACF-Brill Motors Co. 

Frank I. Bertsch and James M. 
Carroll were elected treasurer and 
secretary, respectively. Both men 
held similar pre-merger posts in 
American Bosch. 

Other officers of American Bosch 
Corp. and Arma Corp. retain simi- 
lar positions with the respective 
American Bosch and Arma divi- 


Cool, Man 


Gas Stations Pump Air 


Into Hot Cars 


DAYTON, O.—If ever you pull into 
a southwest plains gas station after 
a long hot drive, you might see the 
attendant. pick up a wide flexible 
hose and throw the end of it right 
into your car. 

You needn’t be alarmed, for what 
comes out of the hose is plenty of 
cool, dry air—a new wrinkle in re- 
tail gasoline merchandising. 

Within the past year Chrysler 
Airtemp has produced several 
dozen waterless, portable three-ton 
capacity air conditioners for gaso- 
line dealers and aircraft manufac- 
turers in the West and Southwest. 

Gasoline stations use them to 
provide autos with a quick cool- 
down while they are being serviced. 
No accurate measurements are 
available yet to determine the value 
of this approach. However, reports 
indicate that motorists highly value 
this gesture, and show appreciation 
by returning later, Chrysler Air- 
temp says. 

Airplane manufacturers use the 
units to throw cool air upon crews 
of mechanics working on airplane 
engines and fuselages in high tem- 
peratures. 


te, 
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exc it i Nn g sal eS Adventures of THE FALCON 


Brand new mystery with the impact and sales 
potential of Dragnet. A sure-fire hit! (39 
half-hr. shows) 


producers are 
LS 
GREATEST 

BUYS FOR ss hy “eo bac 








AUTOMOTIVE ats 
DEALERS! 


Each of these dynamic, million-dollar 


network quality shows can sell cars. They’ll attract 





large audiences, and hold them week after week. In all TV, 

VICTORY AT SEA 
Winner of highest TV awards. Has consist- 
ently outrated toughest competition for simi- 
lar time periods! (26 half-hr. shows) 


you won’t find more magnetic power to draw traffic into your showroom. 


Wherever rated, they show enviable records 





3 
| against the keenest competition. But, 
because they are syndicated, their cost for your area... . 
and their cost per thousand . . . are remarkably low. 
For powerful proof that NBC Film Division shows 
create more business for automotive dealers . . . call or wire today! 
SERVING ALL SPONSORS ... SERVING ALL STATIONS 
30 Rockefeller Plaza, New York 20, N. Y. © Merchandise Mart, Chicago, Ill. INNER SANCTUM 


Sunset & Vine Sts., Hollywood, Calif. Piled up radio records 12 years straight! The 


‘ famous creaking door throws open more sales 
In Canada: RCA Victor, 225 Mutual Street, Toronto © 1551 Bishop Street, Montreal everywhere! (39 half-hr. shows) 
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Lawsuits Affecting Dealers .. . 
Court Decisions 










By Leo T. Parker 
Attorney at Law 


ROM Oklahoma comes this let- 


© \|read your column in AUTOMOTIVE 
News with a good deal of interest. 
Our situation is this: A customer 


killed a pedestrian. 

“Thus we find that we may be 
facing a claim for damages. 
There is no indication of traffic 
law violation on the part of the 
driver. We thought that you 
might be able to cite us court 
decisions that would give us some 
indication as to whether dealers 
have before been held liable un- 
der similar circumstances.” 


’ 
‘The Egyptian’ Gets Lift from Olds— Answer: According to all higher 
An Oldsmobile Starfire provides an escort for the trailer designed by Twentieth- 
Century-Fox to promote its new movie, The Egyptian. Greeting the trailer upon oe —e oa on oF i, 
its arrival in Lansing are Vern Sicotte (left), Lansing manager of Butterfield Theaters, mobile unless the tentimnaliy showed 
Inc., and Mayor Ralph W. Crego. Holding the lion cub, similar to the one appearing | that he was acting under your con- 


in the film, is Evelyn Bunn, New York model. 





Sass eR 


Another satisfied customer leaves Rice's in a “like-new” car. 


DeVilbiss paint shop turns out a 
finished job every half hour! 


Production-line methods help Rice’s 
cut costs, increase volume and profits 


timing. 


That gleaming, refinished sedan is emerging from a “production 
line” at the Rice Auto Painting Corporation, Hempstead, L.L., N.Y. 

Two freshly painted cars roll off the line every hour at Rice’s, and 
volume is so great that painting goes on day and night in two shifts, 
six days a week. Cars — prepared for painting in the repair depart- 
ment — are spray painted in a DeVilbiss Spray Booth, then dried in 
a DeVilbiss Traveling Infrared Oven; each step takes slightly less 
than 30 minutes. 

Thanks to DeVilbiss equipment, this paint shop is so efficient 

: that paint jobs are done profitably for as little as $69.00 — and quality 

. is so outstanding that other repair shops find it desirable to have Rice 

handle their paint work! Operators prefer DeVilbiss equipment 
because of its light weight and easy handling. 

If this sounds like the kind of painting operation you'd like to have, 
get in touch with your DeVilbiss Jobber; let him help you to more 
profits with DeVilbiss Spray Guns, Compressors, Hose and Connec- 
tions, Spray Booths and Ovens. 





FOR BETTER 


THE DEVILBISS COMPANY 
Toledo, Ohio 


Santa Clara, Calif. © Barrie, Ontario © London, England 


Cars cre prepared Serene tb the qaateishedly chap. 
Volume production is the keynote here, with production-line 


In Rice's efficient shop, 
the next car in line is being sprayed. 





manded that he take when driving 
'the automobile on trial. 
* + + 


. “ | 
ter: “For some time we have Dealer Not Liable 


HE higher courts hold that if an 
automobile dealer sells an auto- 


trying out a used car struck and | ™obile or allows a prospect to try 


out a car, there can be no liability 
for injuries to persons or property 
caused by negligence of the buyer 
or the prospect, unless the testi- 
mony shows extraordinary facts: 

This is so because ordinarily 
the dealer is not employing the 
buyer or prospect to perform 
services, nor is the driver under 
the dealer’s control. 


Of course, if the dealer violates | 


a city or state law with regard to 


court decisions, you cannot be liable | permitting the buyer to use license 


, Plates, then the conditions are 
, Changed and the dealer may suffer 


, liability. 
| Also see Krausnick v. Haegg Co., 


trol, or driving on a route you de- 20 N. W. (2d) 432, where this ques- 





Architect Abraham tandow, Franklin Sq., L.I., design- 
ed the Rice building to merchandise painting services. 








Filter doors and a thoroughly sealed all-metal booth pro- 
vide dust protection for flawless factory 


» 


quality finishes. 





every cor is oven baked while 


SERVICE, BUY 


DeViLBISS 


BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT THE UNITED STATES, CANADA AND THE WORLD 





tion was presented to the higher 
court: 
* * * 


Unsafe Driver Trusted 


Be we a company be held liable 
for injuries caused by an auto- 
|mobile driver when its officials 
knowingly intrust operation of the 
car to an inexperienced or incom- 
petent driver?” 

| The higher court held that alli 
automobile owners are liable in 
damages for injuries caused by a 
person allowed to drive the vehicle 
if the person ig known to be inex- 
perienced oi incompetent. 

On the other hand, higher 
| courts agree that the driver of an 
automobile can avoid damage 
liability for death of a negligent 
person. 

For example, in Bechtold v. East 
| Motors, 31 So. (2d 894, the testi- 
| mony showed that when the driver 
of an automobile entered a street 
| intersection he observed a boy rid- 
|}ing a bicycle toward the automo- 
bile. 

The driver testified that he did 
nothing to avert the impending col- 
jlision because he did not think 
there was anything he could do 
| under the circumstances to prevent 
a collision. The boy was killed. 

« 


4 * 


} 
i 


Parents Lose 


7s higher court held the boy's 
parents could not recover dam- 
ages from the automobile owner 
and said: 

“We are sure the driver could not 
have done anything, after seeing 

| the perilous situation of the boy, to 
prevent the accident.” 

Another important point of law 
is that although an automobile 
dealer is guilty ef some act which 
makes him responsible for an acci- 
dent of a customer or employe, yet 
the dealer is not always fully liable. 

Contrary to the belief of many, 
an employe or other person is 

| personally liable where he injures 
| @ person while driving an auto- 
| mobile. 
| For example, in Prior Co. v. Gee, 
46 S. E. (2d) 763, the testimony 
| Showed that an employe drove a 
| truck for Prior Co. One day the 
|employe ran into another automo- 
| bile seriously injuring the occu- 
| pants who sued both the employe 
| and Prior for damages. 
| The higher court held both 
liable saying that where a negligent 
employe causes an injury, the in- 
| jured person can sue and recover 
damages from either or both the 
employer and employe. 
x - * 


| Old Case Revived 


KANSAS dealer writes: “In the 

Automotive News of Nov. 23, in 
your column ‘Court Decisions’ you 
mention the case of City Finance 
Co. v. Fisher, 257 S. W. (2d) 1, 
which involves a lien of a garage 
on an automobile for repairs as 
against a finance company whose 
officials contested validity of the 
mechanic’s lien. 

If possible we would like to 
secure more details regarding this 
case.” 

Answer: Send 50 cents to West 
Publishing Co., St. Paul, Minn., and 
you can get the decision you desire. 
I have no extra copies, or would be 

| glad to send one to you. 


Wis. Parley Set 
|For Sept. 20-21 


MILWAUKEE. — The Wisconsin 
Automotive Trade Assn. will hold 
its 26th annual convention Sept. 
20-21 at the Hotel Schroeder here. 

One of the highlights of the par- 
ley will be the holding of make 
meetings on Monday, Sept. 20, offi- 
cials said. An open house for deal- 

|ers will be held in the hotel Mon- 
day evening. 

Among the speakers will be Ed 

Payton, Cleveland; Ray Chamber- 
lain, Washington, representing 
NADA; Tom Collins, Kansas City, 
|and G. A. Saas, Indianapolis. 
| As a background for the speak- 
|ers, Life magazine will present a 
film on “The Changing Auto Mar- 
ket.” 





Rodosta Switches 

Johnny Rodosta has formed Ro- 
dosta Motors, Inc., (DeSoto-Plym- 
outh), 2025 Poydras St., New Or- 
leans. Rodostra formerly operated 
Sti-Rod Motors, Inc. (Kaiser). Ro- 
dosta said he will remode! his 
showroom and enlarge the service 
department. 








» 
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RADIO CONTINUITY 


ee... ct. ieee me 
scrmpuus PAUL HARVEY NEWS & SPOTS. ss swam... 


1 ANNCR: The more you have to move, the more its going to cost. 
eon REEL 
Ce. P. Smith's knows this to be true, because Moving Days 


are here for your friendly Ford dealer. C. P. Smith's i BB JD 
ETT RT 
moving out of the city...moving away from congested 
downtown Burlington to its new used car lot orf Williston 
Road, Now, C. P. Smith's knows that it will cost a lot 
eer 


of money to move all of the A=-1 used cars that are at the 
old St. Paul Street location...so they're not going to 


2 
3 
4 
8 
6 
7 
a 
9 


move them unless they have to. C. P. Smith's is going to 
pay you to move them...that's right, pay you to move these 

4 cars during the big(Moving Days Sale.) You'll be paid well 
too, because C. P, Smith's is drastically cutting the price 
on evary one of these A-1 used cars, so they'll move quickly, 
So you see, it'll pay you to help C. P. Smith's move its 
used cars this weekend during the big Moving Days Sale. 
C. Pe Smith's at the sign of the A-1 on St. Paul Street. 





HERE'S HOW aman sold 80% of his entire 








. bb . 99 
| used car stock in one "moving: day sale... 

BI 2k amr Ne a i 
; C. P. Smith, Jr., Ford dealer in Burlington, Vermont, did it with a radio news program and announce- sz bs “s 7 { 

ment schedule . . . using commercials like the one above. It happens all the time with Radio. It can een aa eee heen, Moa wicks 14 004. ! 

happen to you. We’ll be glad to make the complete radio case history of this firm and other similar AEP ERR A AE EN 

advertisers available to you without charge or obligation. Just mail the attached coupon. Write right now. is eee | 
ame MNES one RS N b:cae Fawr ! 3 

Here are the facts on your market: more than 98% of the homes in your market have and listen to Radio + new radio sets erie pany i 

are purchased by families in your market at the rate of one set every 3 seconds + 75% of your prospective customers can be MSs hv k oe at tots Fer nese nih cbess conan { 

reached by auto-radio while they're driving their present cars + your dollar (as an average in all markets) reaches... 1,012 WM =o ccceceeecennseceeeeececeeeeves 
listeners on Radio . . . $91 viewers on TV .. . $27 readers in Magazines . . . 213 readers in Newspapers. J 
advertising medium «270 PARK AVENUE, NEW YORK 17, N.Y. Xt 





BROADCAST ADVERTISING BUREAU, INC. the service organization of the radio industry devoted exclusively to the promotion and sale of Radio as an 


—~ o <—, - - 















Idle Training Cars 
Give Walkey an Idea 


By Gerhardt Neumann New Mexico Automobile Dealers 
Btatl Writer Assn., which hag a continuous pro- 

Yee desire not to let driver| gram on highway safety. 

training cars stand around idly Bi ee 

during summer vacations led LIFTON Chevrolet for many 
, Thomas E. Wal- 
key to a unique years had provided dual con- 
driver training|tTol cars to the local schools for 
program for| driver training. Last year, the firm 
adults sponsored | felt that something should be done 
by his dealership. | with these cars during the summer 
This program| months, when they were returned 


and other activi- 
ties in the safety by the schools and put in storage. 
field are honored The firm decided to offer driv- 


this month with| ing courses to the public and 
the awarding of| hired the instructor of one of the 
~ Automotive News’| schools for this purpose. The res- 

bn to Walk dealer safety! ponse from the public was good, 
plaque ays and many applicants had to be 


Cuereeies > River clu, a put on a waiting list. 


































ENGINE BEARING OIL LEAK DETECTOR 






Check for worn bearings, plugged oil lines— 
without tearing down engine! Also check work 
after overhaul is done. Pre-lubricate engine be- 
SS fore first cold start. Show customer why bearings 
need replacement! 




















Two sizes: Five- 
quart tank capac- 
ity for car and light 
truck engines; Ten- 
quart tank capac- 
ity for both light 
and heavy-duty 
engines. 














OUT-OF-ROUND GAUGE 






Gives you quick, accurate 
check of connecting rod and 
main bearing bores. As you 
move the gauge around the bore, 
needle indicates out-of-round- 
ness in half-thousandths on easy- 
to-read dial. 













Division Federal-Mogu! Corporation 


DETROIT 13, MICHIGAN 


The Complete Line—More than 7,000 items: 
Engine Bearings (Main, Connecting Rod and 
Camshaft) + Bushings * C Rod 
Service—Exchange Insert Rods, Rebabbitted 
Rods ¢ Connecting Rod Bolts and Nuts ¢ Shims 
and Shim Stock 
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HE police chief of Silver City 
stated that since the introduc- 
tion of the program, several of the | high 






& 


at also a drop in and Atlantic. The report suggested 


@ year-around program, to 
of instruction, visual train 


mmission 
Total of posed . 
Reports Favorably | pix. wnwiua. 


On Iowa Pike 


The Iowa Highway Commission 
has issued a report favoring the 
construction of an 
road across the state. 


east-west toll 








re create an Iowa Toll 





legal expenses, gin 
| contingencies and detailed plan- 
ing and | ning. 
examinations, in lieu of fines. 


Road Co 


The report included a proposed $7 
million Mississippi River bridge 
north of LeClaire to connect Illi- 
nois 80 with US-67 in Iowa. 


The commission estimated total 
turnpike receipts at $9,773,000 for 
the first year and operating costs 
at $2 million, leaving $7,773,000 for 
bond retirement. 


Gov. William S. Beardsley said 


Se a | The commission said such a road that he will submit the report to 


* * 
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FEDERAL -MOGUL SERVICE 









é /~, .. they get the job out fast!’’ 
"A oe 


GAUGE 


Available in 5 sizes: 


No. Shaft diameter 


cc cccccccccccee tO fo 2.550 
ceceeeseceeceeed470 to 3.250 
cee eeceeeceesesdeaeO to 4.125 
ce ceccceecceee +4125 to 5.250 
sc eeeccceseeessde200 to 6.750 


pockage 


ee ewe | b 
oe) Smttopy 4 
Se 
‘ 


OERAL-MocuUL 


SLT 


CRANKSHAFT 


Check shaft size, 
without removing shaft 
from engine! Also helps 
you out-of-round- 
ness or taper in the 
shaft! 


ROLL-OUT 


Roll out upper main 
bearing halves with- 
out removing the shaft 
from the engine. Roll 
new upper halves into 
place, too. Two sizes, 34” and \ ” in diameter, 
fit most crankshaft oilways. 


Atk Your Fedewl-Mogul Jobber 


Whatever your engine bearing needs 
may be, you will find the best answer 
in the red-and-block Federal-Mogul 


took the course as a “refresher.” “would be economically feasible in | the 1955 Legislature for action. 
Only two of the applicants last 1959,” if proper financing can be 


arranged. 
neenbrnemene | The report suggested that a 


| $180 million revenue bond issue be 
| floated to finance the project. 
The proposed four-lane divided; The Owensboro (Ky.) bridge 


way would run from Daven-| across the Ohio River has become 
and has been a dealer since 1945. | Approximately 85 percent of the| Clifton graduates made perfect! port to Council Bluffs, via Iowa toll-free dies the last outstanding 


At present he is president of the applicants were beginners; the rest | grades on the written driver’s ex- | City, Grinnell, Newton, Des Moines | ponds totaling $150,000 have been 


0 Mi Oiadct Westie nuthin! 


“| use FEDERAL -MOGUL 
ENGINE BEARING TOOLS 


Owensboro Bridge 
Now Toll-Free 


paid off. 

The bridge, which was opened in 
July, 1940, will be under the super- 
vision of the Kentucky and Indiana 
Highway Departments. It formerly 
was administered by the Owens- 
boro Bridge Commission. 


Canada Extends 
List of Imports 
Subject to Duty 


OTTAWA.— The Canadian De- 
partment of National Revenue has 
ruled the following items, not in- 
cluded on former lists, as “made 
in Canada” with the consequent 
rise in duty from 7% percent to 
22% percent, according to a bul- 
letin from the Canadian Automotive 
Wholesalers’ and Manufacturers 
Assn. 


Single Speed, Single Gear, Power 
Take-Offs for trucks. Multiple Post 
Hydraulic Garage Hoists. (Single 
Post Hydraulic Garage Hoists were 
previously ruled as “a class or kind 
made in Canada.”) 

Reciprocating Air Compressors. 
(This ruling does not apply to In- 
ternal Combustion Direct Engine 
Driven Reciprocating Compressors 
with engine and compression pis- 
tons driven from a common crank 
shaft, or to laboratory and experi- 
mental units.) 

Included in another group of 
chemicals, Propylene Glycol, tech- 
nical and antifreeze grades, has 
been transferred to “a kind made 
in Canada.” 

Single Row Radial Ball Bearings 
and Front Wheel Bearings (not in- 
cluding maximum type bearings) 
for use in the manufacture or re- 
pair of automotive vehicles in sizes 
over 3.500” O.D. and up to and in- 
cluding 3.75” O.D. and parts there- 
of are now of “a class or kind 
made in Canada” and subject to 
17% percent duty. (Ball Bearings 
up to and including 3.500” O.D. 
have been ruled as a class or kind 
made in Canada.) 

Ruled “not-made-in-Canada” after 
being produced here are Portable 
Automatic Oil Changers designed 
for pumping the used oil from the 
crankcases of motor vehicle en- 
gines, marine engines and similar 
installations. These units are now 
dutiable at 7% percent instead of 
22% percent. 

Pistons for use in the repair of 
all motor vehicles (cars, trucks, 
buses, etc.) are now a “Class or 
kind made in Canada” and are sub- 
ject to 25 percent duty (Tariff Item 
438e). 

Sleeve Assemblies—The Dept. of 
National Revenue has been request- 
ed to clarify this ruling for sleeve 
assemblies, etc. and it is expected 
an announcement will be made 
shortly. 

Nore: (Pistons for use in the 
manufacture of motor vehicles have 
already been ruled to be of a class 
or kind made in Canada.) 


Heinlein Joins Takoma 
Charles A. Heinlein, former field 
manager of Ford division’s Wash- 
ington (D.C.) office, has joined Ta- 
koma Motor Co., Inc. (Ford), Ta- 
koma Park, Md., according to Carl 
P. Crezee, president. 
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| Which of these 10 advantages 
jot fhe Dodge truck sales agreement 
is most important to you ? 


Mos f salable tr ucks on the market. Buyers want power. New 145-h.p. Power-Dome V-8’s make 
Dodge pick-ups, panels and low-tonnage stakes the world’s most powerful. 


You can meet 98% of all hauling needs wits 14-ton through 4-ton Dodge trucks, 


each “‘.Job-Rated’’ for the work it is to do. 


P f iced with the lo west, always noted for their high quality, Dodge trucks 


put you in a strong competitive position. 


Tr uck -only field f or ce, made up of specialists in truck sales, will help train your men, 


work with you in retail selling. 


/ ,000,000 Dodge tr ucks in USE form a vast “sold-on-Dodge” replacement market for Dodge 


truck dealers to draw upon. 


. A name tr uck buyer. S tr ust. Dodge trucks have been built since 1914 . 


have an unequalled reputation for dependability. 


Retail sales aids, sales tr aining. A complete selection of sales promotional and 


sales training materials to help you sell trucks. 


Moder, Nn plan t and facilities. An assurance of consistent quality, low costs and the prompt filling 


of your new-truck orders. 


Chrysler Corporation engineering, noted tor its many firsts . . . Safety-rim wheels, 
Cyclebond brake linings, downdraft carburetor, Oriflow shock absorbers, etc. . . . and now, 
Power-Dome V-8 engines. 


Assur ed Ser vice business . .- With most truck owners sold on preventive maintenance, and with 


scores of Dodge trucks in your community, you have a ready-made service business. 








Re OO eee 


on 





ao co ~~ O&O Gan & Gg RS = 


‘wwe 
f me ] 


W il te today: Find out more about this great new sales and service 
opportunity. Write Dodge Trucks, 21500 Mound Road, Detroit 31, Mich. 


DODGE !4h TRUCKS 
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NEW PRODUCTS 


shields and Tuf-flex backlights in Hd ee ie Gis wees nounced by Supco Division, Clar- 
1954 Buicks, Cadillacs and Oldsmo- a wie ' inda, Ia. 

biles is offered, by Libbey-Owens- 
Ford Glass Co., Toledo 3, O. 


The 20-page manual contains in- 
structions and is widely illustrated. |. 


| 
Known as Supeo 15, the fluid 
is designed for a safe operating | 
| range of from 60 degrees below | 
zero to 300 degrees above. It is 
available in 12-ounce, pint, quart 
and gallon cans, and five, 30 and 
54-gallon drums. 










} 


AERIEL FALSIES—These chrome-plated, 
die-cast zinc units are 6% inches long 
and come with a wing nut and rubber 
grommet for weather-proofing. Stylecraft, 
Inc., Roseville, Mich. 





EMBLEM KEYS—The KG103 car emblem 
key comes with link chain and lock holder. 
The driver can keep his extra keys on 
the holder and still have the ignition key 
available for quick use. Carter Industries, 
Inc., 520 S. Fulton Ave., Mount Vernon, 
N. Y. 





GREASE REMOVER—Hydra-Blast is a wet- 
blasting unit which removes grease, car- 
bon or oil from pistons, connecting rods, 
valves and other parts. Chemical cleaning, 
wire brushing or degreasing is eliminated, 
says Lemco Products, Inc., Bedford, O. 


















Mw 
+ 
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HEAD GASKET—The Power-Flo is said 
to be the first head gasket adupted for 
cars, trucks and tractors. It is said to 
reduce combustion. chamber volume, thus 
increasing compression, and to make the 
engine run cooler. Engine Products Mfg. 
Co., 5801 E. Beverly Bivd., Los Angeles 
22, Calif. 








COAT ENAMEL—The Hammeroc one- 
coat enamel is designed for dashboards, 
moldings, heaters, radios ‘and truck cab 
interiors. Color Bar formulas are given for 
mixing eight colors. The moterial is 
sprayed on and may be air-dried or 
baked. Orco Co., 7301 Bessemer Ave., 
Cleveland 27, O. 
























FUEL REGULATOR—This unit is said to 
reduce excessive pressure in the fuel pump 
to two pounds. It features a ball check 
valve, extra thick Hy-Car diaphram and 
is said to be easily cleaned. Edmunds 
Equipment Co., 2042 Stoner Ave., West 
Los Angeles 25, Calif. 


WHITE WALLS — White latex rubber 
discs are installed on black fires with a 
new adhesive process that is said to make 
the white walls stick permanently. Nu- 
Way White Wall, 1797 W. Adams, Los 
Angeles 18, Calif. 






FILTER PROMOTION — This four-color 
window streamer is part of the fall pro- 
motion package now being distributed by 
Purolator Products, Inc., Rahway, N. J. 


cd * * 
























FILTER REFILL—Microtype removes mi- 
croscopically small foreign matter, ac- 
cording to the maker, by using a quality 
filter paper. The pleated design of the 
paper maintains its alignment, which in- 
sures the uniterrupted flow of oil: Cham- 
pion Laboratories, Inc., Meriden, Conn. 

2 a | 


RUBBER PARTS CHART—This two-color 
chart gives data on fan belts, hose and 
car mats for cars and light trucks, in- 
cluding 1954 models. Raybestos Division, 
Raybestos-Manhattan, Inc., Bridgeport 2, 
Conn. 





AUTO KEY—A signet key with match- 
ing chain, personalized with the owner's 
car emblem and initial, is being marketed 
for all popular makes. The key blonks 
are finished in 18-carat gold over solid 
brass. National Key Co., 4515 Superior 
Ave., Cleveland 3, O. 





PLASTIC SEALER—Sprayon is said to 
| be high in dielectric strength and to dry 
quickly to a non-tarnishing flexible finish. 
| 1t protects chrome and insulates ignition. 
| lt comes in a 12-ounce aerosol can. 
| Champion Bronze Powder & Paint Co., 
| Inc., 2101 N. Elston Ave., Chicago 14, Ill. 


x * 






LEATHER DYE—Said to renew shabby, 
worn-out leatherette or vinyl. Material can 
be brushed or sprayed and dries in 30 
minvtes, the maker says, and the coating 
will not crack or chip. Several colors are 
available, and colors can be intermixed to 
obtain the desired shade, according to 
Arndt- Palmer Laboratories, Inc., 17730 
Dora St., Melvindale, Mich. 
















SPEED CONTROL—This cylindrical de- 
vice, measuring three inches in diameter 
and five inches in length, features a cali- 
brated dial with numerals from ‘O’ through 
‘60", with the last position “unlimited” | 
or “no control.” Opposite the dial is a 
Yale lock similar to the type used as 
an ignition lock, which prevents speed 
in excess of the predetermined setting of 
the dial. Asco Midwest Corp., 2547 Mon- 
roe Ave., Dearborn, Mich. 








CIGARET LIGHTER—This new model uses 
a heat-sensitive bi-metal element (A) to 
break the circuit if shorted. Overheating 
causes the element to release a contact 
(B) which breaks the circuit. After the | 
cause of the overheating has been elimi- | 
nated, the circuit breaker can be reset 
by pressing a button (C) to the “in” posi- | 
tion. Rochester Products division of Gen- 


eral. Motors, Rochester 3, N. Y. 
* * « 




















RADIATOR CATALOG — Some 1,500 
' parts, tools and supply items for radiator 
| repairs are listed and illustrated in this 
|90-page book. Inland Mfg. Co., 1108 
Jackson St., Omaha, Neb. - 


* * * 


FRAM MERCHANDISER — The display, Supco Says Its Brake Fluid 


which is the size of a C-4 cartridge, Tops Heavy-Duty Rating 
consists of an electric cigaret lighter and A new brake fluid, which is 
matching ash tray. Fram Corp., Providence | said to exceed SAE specifications 
16, R. 1. for heavy duty, has been an- 






WHEEL BALANCER—The Tred-O-Master 
trues and balances the tire in one opera- 
tion. It is said to cut costs of tire main- 
tenance and replacement. Brown Engineer- 
ing Co., 517 Seventh St., Modesto, Calif. 

& * + 


L-O-F Manual Gives Data 


On Panoramic Windshield 


A manual explaining the removal 
and installation of Panoramic wind- 









PAINT TOUCHUP—The Color-Pak is an 
auto paint touchup kit matching the shade TRACTOR LUBRICATION — Chek-Chart's 







of any US. car. Indexed to model, make|.,. . sa 
and a it is said to provide the correct Guide to Approved Lubrication for ‘Teac 
paint, plus polishing compound, sand- tors has been published in its sixth 
paper, brushes, mixing paddies and in- | edition. It serves as an on-the-job guide 
structions. Color-Pak, P.O. Box 37, Sum-| or as a reference book. Chek-Chart Corp., 
mit, N. J. 33 €. Congress Parkway, Chicago 5, lil. 
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A, L. Bashe has been named sales 


. manager of G. S. Blakeslee & Co., 


Chicago, producer of metal degreas- 
ing and cleaning materials. 

Bashe succeeds Jack Arnold, who 
has been promoted to chief of the 
engineering department and new 
development section. 

Bashe, formerly a district super- 
visor, has been with the firm since 
1943 and Arnold has been with it 
since 1940. 


Osborn New Chief Engineer 


For AP Parts Corp. 


AP Parts Corp. has appointed 
Norton J. Osborn chief engineer. 

In his new posi- 
tion, Osborn will 
supervise and co- 
ordinate all engi- 
neering activities 
at Toledo, it was 
announced. Prior 
to joining AP in 
March of this 
year, Osborn was 
master mechanic 
with A. O, Smith 
Corp. 


+ * * 
Olympic Screw & Rivet 


Appoints Brenner 


Harry S. Brenner has been ap- 
pointed director of engineering for 
the Olympic Screw & Rivet Corp., 
Downey, Calif., according to S. R. 
Maness, president. 

Brenner was formerly in charge 
of fastener development in the Bu- 
reau of Aeronautics of the U.S. 
Navy. He was also chairman of the 
Military Services Industry Group. 


? - * 
American Machine & Foundry 


Names Quinn for Lab 


Horace A, Quinn has been named 
manager of American Machine & 
Foundry Co.’s general Se 
laboratories in 
Greenwich, Conn. 

Quinn succeeds 
R. A. Kimes, who 
has been named 
director of engi- 
neering of the 
firm’s electronics 
division. Among 
development ac- 
tivities of the gen- 
eral engineering 
laboratory are 
plant automation 
products. Quinn formerly was chief 
of the artillery branch of the re- 
search and development division of | 
the office of the Army chief of 
ordnance. 





N,. J. Osborn 





H. A. Quinn 


* * > 
Bendix Products Appoints 
Heller to Administrative Post 
Douglas M. Heller has been ap- 
pointed director of engineering at 
the Mishawaka plant of the Ben- 
diz Products division of Bendiz | 
Aviation Corp., according to W. 
L. Webb, missile section manager. 
Heller formerly was chief engi- 
neer of the division’s commercial 
products engineering department, 
Baltimore. 





* ae * 
Morse Engineering Gets 
Application Division 


Formation of an application en- 
gineering division within the engi- 
Neering department has been an- 
nounced by N. C. Bremer, chief en- 
gineer of Morse Chain Co., Detroit. 

The new division will be headed 
by Ralph E. Cherry, former exec- 
utive engineer of the Detroit plant. 
Earl E, Wesselhoff has been named 
assistant chief engineer in charge 
of development, production engi- 
neering and the Detroit Engineer- 
ing Laboratories. Wesselhoff form- 
erly was assistant chief engineer on | 
special assignment. 

* s * 


Schneider, Grant Named 


To Ford Foundry Posts 
The appointments of John W. 





general manager of the engine 


Technical PersoNNEL CHANGES 
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and foundry division of Ford Mo- 
tor Co. 

- Schneider has been manager of 
the specialty foundry since it was 
organized in 1950. Grant has been 
production manager of the spe- 


since 
been in 


Rouge 
Grant joined Ford in 1933 as a 
machinist. 


that time. 
Ford’s 


* + 


Norton Promotes Price 
Hugh T. Price jr. has been named 
factory manager of Norton Co.’s 
grinding machine division, replac- 
ing Iver G. Freeman, who becomes 
vice-president of Reed - Prentice 
Corp. Roland T. Nelson replaces 
Price as production manager,. while 
Oscar A. Erickson takes over Nel- 

son’s job as planning engineer. 

+ * 


Metals & Control Corp. Elects 


Wilson General Manager 
Carroll L. Wilson, director of 





















a 








industrial development of Climax 
Molybdenum Co. and former gen- 
eral manager of the Atomic En- 
ergy Commission, has been elect- 
ed vice-president and general 
manager of Metals & Controls 
Corp., Attleboro, Mass., according 
to Rathbun Willard, chairman and 
president of the company. 

For the past three years, Wil- 
son has been a member of the 
board of directors of Metals & 
Controls Corp. He joined Climax 
Molybdenum in 1951 as president 
of its subsidiary, Climax Uranium 
Co. 


Chrysler Jet-Plant Posts 


Go to Beadle and Weiss 

Appointment of W. W. Beadle as 
superintendent of production, and 
E. J. Weiss as plant engineer of the 
Chrysler jet engine plant has been 
announced by Fred Osann ‘jr., plant 
manager. 

Beadle joined Chrysler Corp. in 
December, 1951, on the staff of the 
general manager of the jet engine 
plant. Weiss joined Chrysler Corp. 
in April, 1951, as assistant plant en- 
gineer for the jet engine plant. 





GET 


Amren and Meiklejohn Get 
Cleveland Welding Posts 
Stanley C. Amren, since 1950 
manager of the Little Rock (Ark.) 
plant of U.S. Time Corp., has joined 
Cleveland Weld- 
ing Co., subsidiary 
of American Ma- 
chine & Foundry 
Co., as general 
manager, accord- 
ing to Morehead 
Patterson, AMF 


john will act as 
treasurer of Cleve- 
land Welding, 
supplementing his 
duties as treasurer of AMF. 

Both appointments resulted from 
the retirement of A, F, Mellman as 
Cleveland Welding’s executive vice- 
president and treasurer. 

* * * 





8. C. Amren 


Vickers Reassigns Doe 
As Master Mechanic 
Appointment of Thomas B. Doe 
jr. as master mechanic of Vickers 
Inc., Detroit, manufacturer of oil 
hydraulic power transmission 
equipment, has been announced 


43 
by W. K. Allen, manufacturing 
Doe, who had been manager of 
Vickers aircraft products sales 
since 1945, joined the company in 
1988, and has served in various 
laboratory, engineering and sales 
positions. 


* *. 8 
Formsprag Appoints Cherry 
To Head Engineering Unit 


The appointment of William T. 
to the position of manager 

of application engineering has been. 
announced by 
Ad gy Co., 
Van Dyke, Mich. 
The announce- 
ment was made 
by J. Lawrence 


Buell jr., pres- 
ident. 
Cherry has been 


associated with 
Formsprag’s pro- 
duction, engineer- 
ing, and sales de- 
partments for the 
past five years. Robert B. Madonia 
will assume Cherry’s former duties. 





W. T. Cherry 


For the lowdown on dealer aye | 
read eg ©. Munn’s column each 
on Page 3 


OF THE VAST 


With a Quick-Heating 
NAN UNCALLILY 


ALLY d Elen 


ROCHE 


ROCHESTER PRODUCTS 


Ae SSA) 


REPLACEMENT MARKET...WITH 
THESE SELF-SELLING DISPLAYS! 


MILLIONS of General 
Motors cars are equipped 
with Rochester Cigarette 
Lighters... which eventually 
need new elements, or 
complete new knob-and- 


element assemblies. 


GET your share of 
this vast replacement 


‘ market by spotting these 


self-selling product 


displays on your counters. 


They act as “impulse 
buying” reminders— 


bring you quick, easy, 


full-profit sales! 





DIVISION OF GENERAL MOTORS 


ROCHESTER, N. Y., U.S.A. 


ALSO MANUFACTURERS OF GM STEEL TUBING 
AND ROCHESTER CARBURETORS 
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~ Dealer Business Counsel 


Used-Car Inventories on 16-Day Supply Basis; 


Fast Turnover Most Urgent 


By J. B. Van Tassel 
Dealer Business Counsel 

en to my analysis of 
dealers’ statements, used-car 
inventories nationally are on a 16- 
day supply basis, 
with the ratio of 
used units to new 
units 14, and the 
volume of used- 
car business at 
wholesale 24.5 per- 
cent of the retail 
used-car volume. 
The trend dur- 
ing the so-called 
lush period of the 
past 10 years has 
4. B. Van Tassel. been for new-car 
dealers to wholesale their tradeins 
rather than bother to retail them. 
Reasons for the fast development 
of this trend, as compared with 
prewar years when most dealers 
retailed about 90 percent of the 

cars they took in trade were: 


1. Facilities for merchandising 


DEALERS...SERVICE MANAGERS | 


used cars were expensive and hard | 
to get. 

2. Manpower was none too plenti- 

ful. 

3. Dealers were making so | 
much money on new-car deals | 
that they did not bother with the 
activity involved in obtaining the 
difference and additional profit 
that could be made on a retail 
sale. 


Now, however, more than ever 
the profit and logs on the merchan- 
dising of used cars is not the only 
factor to consider when you are 
deciding whether or not to retail or 
wholesale used-car tradeins. 

e +. * 


Customer Contact 


HE element of customer contact 
for new-car sales, truck sales, 
service sales, parts sales, accessory 
sales and repeat used-car sales 
should be taken into consideration 
as well as the monetary aspect. 
Also, from my prewar experience 


in dealer business management, I 
have found only a very few new- 
car retail operations that could do 
a successful new-car retail job, in 
both performance and profit, and at 
the same time wholésale the bulk 
of used-car tradeins. 

When a new-car dealer sells a 
used car to a wholesaler, he just 
passes up the difference between 
the retail and wholesale price. 
This difference he formerly could 
perhaps well afford to lose. 

But from now on, every dealer, 
in order to stay in this business and 
make money, will have to cash in 
on every possible opportunity. 

The comparatively small differ- 
ence between the profit on a used 


portant part of that profit oppor- 
tunity. 


* * * 


U. C. Phase Most Difficult 
I REALIZE that the average new- | 

car dealer has every right to fear 
the used-car business, because it is 
this phase of a new-car operation 
—more than any other I know of— 
that has caused more dealers to go 
broke or be replaced by the factory. 

Business analysts usually see the 


Anderson Motors Named Hudson Dealer— 


The new Hudson dealership in Kenosha, Wis., has a modern brick building with 
car sold at retail and one sold at| more than 10,500 square feet of sales and service space. A. J. Anderson is head 
wholesale will count for a very im- | of the firm. He is president of the Kenosha Automobile Dealers Assn. 


main cause of dealer failures in the 
lack of liquid working capital or 


too much frozen working capital. 

However, in the auto business 
it is the piling up of used cars 
taken in as tradeins and the fail- 
ure to make it a cardinal rule to 
move every trade almost as fast 
as it comes in and never allow 
one in stock over 30 days, that 
creates a frozen liquid capital 


NOW 1S THE TIME TO ORDER YOUR 


THIS IS WHY | 


CRUSHPROOF IS THE LARGEST SELLING 
NEOPRENE Bellows Tubing for Garage 


Exhaust Systems . . . 


@ New C-5000 Stock Is 
@ Tubing Is Siliconized 
@ No Thin 
eT 


@ 3 Sizes All Cars 


@ Cars Can Run Over It All Day Without 
o Metal Coils 


Damaging It 
@ Al 


Better 


- « « Uniform Wall 
raled for Faster Passage of Fumes 


@ Full Bend Without Kinking 


..@ Takes 300-Degree Heat 
@ Nothing to Rust or Scratch Cars 


x * 


WRITE US for Jobber or Representative 


* 


in Your Area 


xk x 


What's This? 


IT'S ALL-NEOPRENE .. . AND UNCONDITION 


_Crushproof 


P. ©. Box 796, Cleveland 22, O. 


Tubing Co. 


x « * 
AN ENTIRELY NEW RADIATOR HOSE MADE BY 


CRUSHPROOF FOR TRUFLEX, INC. 


ALLY GUARANTEED FOR A YEAR! 
© Six Times Stronger than Needed. 


or 


TO CLOSE THE DOORS . 


To Carry Off Exhaust Fumes in Your Garage 
DON'T WAIT TILL COLDER WEATHER FORCES YOU 


. . DO IT NOW 


OUR GUARANTEE:—If It Isn't Best Tubing Value Ever Pur- 
chased, Return to Jobber for Replacement or Refund. 


TAILPIPE DEFLECTOR ADAPTERS SPECIALLY 


DESIGNED TO FIT OUR TUBING 


x * 


* 


@ 16 Sizes Fit 98% of All Cars. 


@ More Neoprene than 


in Any Hose. 


@ No Wire or Fabric—All Neoprene. 
@ Can't Collapse—Won't Kink. 
* ee by Rust, Oil, Grease, Anti-Freeze, 


@ Greatest Flexibility of Any Hose. 
@ Withstands Any Heat. 


@ Stretches or Compresses. 
®@ Ruffled 2-In. Ends (Smooth Inside). 


@ Easiest to Install. 


e 
Cuts Cost to You. 


Special Manufacturing Process (Pats. Pend.) 


@ All in One Piece—No Separately Molded 


800 CRUSHPROOF TUBING JOBBERS IN 32 STATES 


x * * 
JOBBERS NOW BEING ACCEPTED FOR THE NEW TRUFLEX 


Address All Mail to:— 


Truflex, Inc. 


P. O. Box 830, Cleveland 22, O. 


condition and puts dealers out of 
business. 


There are other financial and op- 
erating investments on your bal- 
ance sheet that have to be con- 
stantly controlled, but the used-car 
inventory is the greatest hazard of 
them all. 

Never neglect moving and turn- 
ing over fast all used cars. Don't 
take it for granted that they will 
eventually sell and bring a profit. 

(Any questions you may have 
on dealer business management 

will gladly be answered by J. B. 

Van Tassel, c/o Automotive News, 
2666 Penobscot Bldg., Detroit 26, 
Mich.) 


Pa. Dealers Told 
To Be Wary of 
‘Efficiency’ Experts 


HARRISBURG, Pa. — (UTPS) — 
Claude S. Klugh, general manager 
of the Pennsylvania Automotive 
Assn., has issued another warning 
to dealers to “be extremely cau- 
tious concerning ‘business manage- 
ment’ or ‘efficiency’ experts.” 


“Before you sign any agreements 
or enter into any contracts with so- 
called ‘business management’ ex- 
perts,” Klugh advised, “we think it 
would be very wise for you to con- 
tact PAA headquarters. Possibly 
we could assist you in determining 
whether or not you are dealing with 
a reliable organization.” 

Klugh cautioned that “if the ex- 
perience of several dealers that 
have been ‘taken’ is any criterion, 
then an ounce of prevention is well 
worth a pound of cure.” 

Explaining that PAA is again 
receiving calls from dealers inquir- 
ing about the value of accepting 
the service offered by such organ- 
izations, Klugh said: 

“Although there are undoubtedly 
some reliable concerns who can 
offer business management advice 
to a dealer and assist him in re- 
vamping his operation so that he 
would benefit to a great degree 
financially, we are reliably in- 
formed by several of our members 
that they have lost thousands of 
dollars in payment for such a serv- 
ice which did not accomplish its 
intended purpose.” 


Randall Retires 
From Cadillac 


BROOKLYN. — A. E. Randall, 
Cadillac distributor in Brooklyn 
since February, 1934, has retired. 
He started selling Cadillacs in 1909. 

Though retiring from active par- 
ticipation, Randall will continue his 
association with Randall Motors 
(Cadillac), Hempstead, N. Y. 

The facilities of Randall Cadillac 
Corp. here will continue operation 
as a retail sub-branch of the New 
York factory branch. Dealerships 
which have been under Randall 
will become part of the New York 
branch. 

Howard W. Powers, former man- 
ager of the Bronx sub-branch, has 
been appointed head of the Brook- 
lyn operation. He has been suc- 
ceeded by L. M. Mandras. 


Boyer in Hutchinson 

Arley Boyer Motors, Hutchin- 
son, Kans., is a new Nash dealer- 
ship. Arley Boyer, who formerly 
operated a Nash dealership in Sa- 
lina, Kans., is owner and manager 
of the firm. His son-in-law, J. K. 
Haverty, is assistant manager. 
Boyer’s brother, Roy, has taken 
over the Salina dealership 
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He’s ringing up sales in 
| Plymouth service departments 


Look in a Plymouth dealer’s service department 
and you'll find this little guy hard at work punching 
the cash register. 

His name is Master Tech. And he’s the symbol 
of the Master Technicians Service Conference .. . 
the largest, most widely used factory-dealer training 
program in the automotive industry. 


Every month Master Tech teaches over 50,000 


Plymouth servicemen the newest, surest way of 
diagnosing mechanical difficulties, and the best 
service cures. 
The results? Better service training. More satis- 
fied customers. A more profitable service operation. 
Yes, Tech helps build customer good will and 


makes the cash register ring...and sing! Is he 
working for you? 


America’s Best-Buy Low-Price Car 


PLYMOUTHS 





Linch Honored as Longtime Dodge Dealer— 
A sliver plaque was presented to Walter G. Linch (center), Dodge-Plymouth dealer 
Beach, Calif., in recognition of his 32 years as a Dodge dealer. The 


of Redondo 
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Dealer 


Cleveland area, has 

derson Chevrolet, Inc., Shaker 
Heights, O. The new deale’ will 
be known as Sills Chevrolet. Blau- 
shild’s son-in-law, Philip Sills will 
be president and treasurer, and 
Blaushild will be general manager. 
Milton P. Anderson, former owner, 
will continue in a consulting capac- 
ity. 

* * + 


Dalton Enlarges 


Jimmie L. Daiton, proprietor of 
Dalton Garage (Chevrolet), Edge- 
field, S.C., has enlarged and mod- 
ernized his shop and lot. William 
T. Lacey has been appointed used- 
car manager. 


award was made by William C. Newberg (left), president of Dodge. At right is Jack NESS Sate 


Wixom, southern California regional director. 


Dario Parking Project 
B. A. Dario (Buick) has an-| The project will include a two-level 
for the first off-| open-air garage to house 300 cars 
area to be built in| and a regulation parking lot to ac- 
Providence by private interests.' commodate 300 others. 


nounced 
street 


NiMUGERICUL 


Hurst Gives Up Kansas Deal; 


Truck-Stop Station Moves In 

C. W. Hurst (Chrysler-Plym- 
outh), has sold his building east 
of Hays, Kans., on US-40 to Er- 
nest L. Cipra, owner of a truck- 


aved mean e ra profits... 
e jump on competitors with 


ECO ISLANDERS 


You know that every minute your shop staff can save 
is like money in your pocket. And one place you can 
save steps and time handling routine jobs is by cen- 
tralizing your air.and water service right at your lift. 


ECO Remote Control Tireflators give you precision 
automatic tire inflation in seconds with overhead reel 
convenience — or by attachment to present air reel of 
any make. ECO Islanders provide complete automatic 
water and air service right at your fingertips — with 
fully automatic hose retraction. 


Ask your Bennett Representative for full details today 
—and remember, the business goes to the shop that's 
most modern. 


FREE 


Write for your copy of AIR-31, John Wood 
Company's new gvide to saving man-hours, 
increasing shop oviput...ang profits. 


Muskegon, Michigan * Offices In Principal Cities 


Doings 


stop service station and restau- 
rant in Emporia, Kans. 

Cipra will use the Hurst prop- 
erty for the same purpose. A 
truck service department will be 
maintained. The Hurst franchise 
will be relinquished. 


McCune Buys Out Partner 


In Chaunte Chrysler Deal 


George J. McCune, of Chaunte, 
Kans., has purchased the interest 
of his associate, Don C. McCune, 
in McCune Motor Co. (Chrysler- 
Plymouth). 

The firm was established in 1919 
by George McCune. Don C. McCune 
has been with the firm 4% years. 

+ aa * 


Strough Promotes Parker 


To General Manager 


Val Strough, owner of Val 
Strough Chevrolet Co., Oakland, 
Calif., has announced the promo- 
tion of Richard C. Parker from 
sales manager to general man- 


ager. 

Parker’s former assistant, 
Frank Tucker, was moved up to 
sales manager. “ 


25th Anniversary 
Davis Recalls Montgomery 


As 8-Car Town 


Davis Motor Co. (Pontiac-Cadil- 
lac), Montgomery, Ala. has cele- 
brated its 25th anniversary. 

Horace O. Davis, founder of the 
firm, was 14 years old when he first 
went to work as a mechanic. He 
said there were only eight cars in 
Montgomery at that time. 

Davis is identified with numerous 
other business enterprises there. 

x 


Wade Motor Moves 


Wade Motor Co. (Ford), 399 
Spring St., Atlanta, has moved to 
new and larger quarters at 440 
Spring St. The used-car depart- 
ment will remain at 400 Spring. 
This lot adjoins the new location. 
Thus, the firm’s facilities will ex- 
tend the length of the block on 
the west side of Spring between 
Mills and Hunnicutt streets, ac- 
cording to R. L. Wade, president. 

7” * * 


Bowyer Chosen 


MeMillion Motors, Inc. (Chevro- 
let), Charleston, W.Va., has ap- 
pointed E. K, Bowyer manager of 
the used-car department. He has 
been with the firm 17 years. 

+ * * 


Buck Goes. Dual 
Buck Motor Co., Troy, O., has 
taken over the Packard dealership 
here and will operate it in connec- 
tion with its Studebaker franchise. 
* * * 


Lucas Adds Packard 


To Studebaker Firm 


Joseph T. Lucas, of J. T. Lucas 
Sales & Service (Studebaker), Wal- 
nut Creek, Calif., has added the 
Packard franchise, according to 
Willard Scott, San Francisco resi- 
dent manager of Earle C. Anthony, 
Inc., Packard distributor. 

Lucas has been an auto dealer 
20 years. 


* x * 


Woodard Turns to Banking 


Kenneth Woodard, for 10 years 
associated with his father in the 
operation of Woodard Motor Co. 
(Studebaker), Conway, N. C., has 
become a teller at the Bank of 
Ahoskie, N. C. 


* * * 


Luby’s 15 Years Old 


Luby Chevrolet Co., Miami, has 
celebrated its 15th anniversary. 
Since founding the firm, Sam Luby 
has acquired other Chevrolet deal- 
erships in New York City and 
Baltimore. He also has a truck 
sales and service operation in 


Miami. 
+ * * 


Another Ford Deal 


Acquired by Rollins 
Rollins Motors, owned by Dela- 
ware’s Lt. Gov. John W. Rollins, 
has the assets of Ed- 
wards Motor Co., Wilmington, 
from Edward Bauer and Edward 
Nevergold, of Philadelphia. It is 


ager. Sid Broughton, 

aged Rollins’ former Roanoke 
(Va.), Lincoln-Mercury sales, 
manage Rollins’ Wilmington Ford 
sales and service. 


* * * 


Bledsoe Expanding 


Bledsoe Buick, Warsaw, Ind., is 
constructing a new building on N. 
Detroit St. The new building will 
triple present facilities. 

* * * 


Dodge Truck Deal Filled 


Slade Tractor Co., Sandersville, 
Ga., has been appointed a Dodge 
truck dealership. Joe Slade, owner, 
said he later expected to take on 
a franchise for Dodge cars. 

* * * 


Shelton Motors (Mercury) 


Opens Doors in Kansas 


Shelton Motors (Mercury), Hia- 
watha, Kans., has opened for busi- 
ness. Ten door prizes were given. 

* * * 


Santa Fe Buick Firm 


Quits After 31. Years 


Clossen & Clossen (Buick), 
Santa Fe, N. M., has gone out of 
business after 31 years of opera- 
tion. 

The firm had been operated by 
Tom Clossen. 

oF 


* * 


Kelley Joins Warmee 


Robert Kelley, formerly sales 
manager for Utter Pontiac Co., is 
the new vice-president and general 
manager of Warmee Pontiac, Van 
Nuys, Calif. 

+ ” + 
Murphy Builds 

Bill Murphy, head of the Buick 
dealership in Culver City, Calif.. 
has announced the completion of 
new office quarters. His next proj- 
ect will be the construction of a 
200-car double-deck parking area. 

a2 a 


4 Rootes Dealerships 


Named in California 


Four new Rootes dealerships in 
California have been appointed. 

They are: Huck Finn Motor Co., 
Whittier; Koop Foreign Cars, Ltd., 
Alhambra; Eric’s Motor Sales, Los 
Angeles, and Carl P. Pursche, Gar- 


dena. 
* * o 


Dolloff Aids Everett Scouts 


In N.M. Camping Venture 


Boy Scouts from the Explorer 
Pest in Everett, Wash., have been 
given the opportunity to attend 
scout camp at Philmont, N.M., 
through the cooperation of Dolloff 
Motors (Oldsmobile), Everett. 

The dealership was instrumental 
in securing a bus large enough to 
accommodate the scouts, as well as 
helping to underwrite the expense 


of the venture. 
7 + * 


Fox Gets Lamb 


Appointment of R. B. Lamb as 
new-car sales manager of Boyle & 
Fox (Ford), Hollywood, Calif., has 
ep announced by Cort Fox, pres- 

ent. 


* * * 


Lenox Franchised 


Appointment of Lenox Motors, 
Inc., as a Cincinnati dealership has 
been announced by Studebaker. 
Jack Itkoff is president and treas- 
urer. Joseph Stillpass is vice-presi- 
dent, secretary and general man- 
ager. 

~ * ~ 


O'Donnell Picks Breen 


John J. Breen has been named 
sales manager of Beverly Nash 
Motors, Chicago, according to 
Harry O”Donnell, president. 

~ * 


Herrmann Appointed 
Louis J. Herrmann, president of 
Summers Herrmann Co. (Ford), 
Louisville, has been named chair- 
man of the Metropolitan Sewer 
District Board. 
> 


Osborn Buys Out Combs 

Floyd Osborn, Chrysler-Plymouth 
dealer in Westwood, Calif., has 
bought out his partnér, and the 
name of the dealership, formerly 
Osborn-Combs, has been changed 
to Floyd Osborn, Inc. Bob Burns 
has been appointed sales manager; 
Ken Hendricks, service manager; 

(Continued on Page 47, Col. 1) 









Dealer 
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(Continued from Page 46) 
Hugh O’Connel, office manager, and |of Mapleton, and Sye D. Hagen, 


Hillis Dunnivant, manager of the 
parts department. Osborn became 
a dealer in 1946, after having worked 
for nine years with the Chrysler 
Sales division. 


* * 


Simpson Elected Mayor 
Clifford H. Simpson, president of 
Simpson Motors (Buick), Palo Alto, 
Calif. has been elected mayor of 
Palo Alto. Simpson was elected to 
the City Council in 1951. He has 
been a Buick dealer for 14 years. 
7 * * 


$100,000 Fire at Stevens 
The Henry Stevens Buick garage 
in Enid, Okla. has been hit by 
fire. Eight cars were destroyed. 
Damage was estimated ‘at $100,000. 
* * 


Hill-Cargill Robbed 
Safecrackers blew a 2,000-pound 
strong box at Hill-Cargill Pontiac 
Co., Laurel, Miss., stealing $484 in 
cash. Miles Hill is head of the firm. 
* * 7” 


Black Hills Adds Heil 
Black Hills Oldsmobile-Cadillac, 
Inc., Rapid City, S. D., has obtained 
a franchise for Heil truck bodies 
and hydraulic hoists. 
* * * 


Crutcher-Kelly Reorganized 
Crutcher-Kelly Motor Co. (De- 
Soto-Plymouth), Shaw, Miss., has 
been reorganized under the name 
Crutcher Motor Co. R. P. Crutcher 
is a partner. 
+ * 
McClure Appoints Bryant 
William Bryant has been named 
sales manager of McClure Pontiac, 
Inc., Manchester, N.H., according 
to Eugene McClure, president. 
7 . * 


Schamp Heads Service 


Appointment of Paul Schamp as 
service manager of Spencer Buick, 
San Francisco, has been announced 
by B. H. Spencer, owner. 


Silecott Names ities 


Dean Silcott, of Silcott Hudson 
Sales, Monrovia, Calif., has appoint- 
ed Ken Murray general sales man- 
ager. 


Altman-Kramer Opens 


Altman-Kramer Motors (Dodge- 
Plymouth) has opened in Hunting- 
ton, Ind. The dealership is owned 
by Carl E, Altman and C. Jd. 
Kramer. 

* * 7” 


Toepjfner to Quit 

Joe Toepfner, Inc, oldest 

ebaker dealership in this 

city, is going out of business. 

Joe Toepfner is president of the 

company and Herman Marte is 
vice-president. 

* * 


Bill Terry’s Buick 

A new home for Bill Terry’s 
Buick, Jacksonville, Fla., is under 
construction and is slated for com- 
pletion in October. The structure 
will have two showrooms, which 
will hold 30 cars. 
* > 


2 


Drone Manages Springfield 
Ed Drone is the new manager of 
Springfield Motors, Inc. (Lincoln- 
Mercury), Springfield, Il. 
7 * + 


Richardson Expands 


Richardson Motors, Inc., Kent, 
0., has opened a used-car sales- 
room. 

* * 7 


Meyers Opens L-M Deal 


Adrian Meyers has opened a Lin- 
coln-Mercury dealership on N. 
Dixie Highway, at Sidney, O. 


Longtime Dealer Williams 


Bankrupt in Newport, Ore. 


aye H. Williams, a Hudson dealer 

in Newport, Ore., for many years, 
has filed a bankruptcy petition for 
oY Williams Motors, Inc., as sec- 

Liabilities are listed at $25,010 
and assets at nothing. Three New- 
Port creditors have taken over all 
corporation assets. 

In addition to Williams other 
_ Stockholders are Roscoe E. Bryant, 


of Tierman, Ore. 
> 


Richardson Remodels 
Richardson Motor Co., Fort Scott, 
Kans., has been remodeled. The ex- 
terior of the building has been 
finished in tropical white, with 
overhang tiling along both first 
~ second floors redone in deep 


* x * 


Fire Ruins Enid Deal 
Fire has destroyed the Buick 
dealership in Enid, Okla., owned 
by Don and Henry Stevens. Twelve 
cars, including two new ones, were 
destroyed in the blaze. 
* 


* * 


Beck Nash Opened 
Beck Nash has been opened at 
1741 Cleveland Ave., Columbus, O., 
by Herman A. Beck, formerly as- 
sociated with another Columbus 








general 
velt, vice-president, and Mildred L. 


Rose Motor Incorporated 
Rose Motor Sales, Tiffin, O., has 
been incorporated by A. L. Rose, 
Beryl Rose and Joseph S. Heyman. 


sales manager for Streator Chevro- 
let Co., Salt Lake City. 
* 


Universal Buys Lot 

Universal Motors, Inc. (Ford), 
Akron, has acquired three-quarters 
of an acre of property on W. Ex- 
change St. for more than $50,000. 
John A. president, said 
the site will be utilized as a used- 
car lot. ae 


* 
Dillon to Mercury 
Paul Dillon Motors, Inc., Mish- 
awaka, Ind., former Ford dealer, 


now holds a Mercury franchise. 
* * + 


Maricopa County Obtains 
51 Cars from Mullan 


Read Mullan Motor Co. (Ford), 


of America’s most popular 


i =. | 


REGISTERED 


A TEXACO DEALER 


- cS ee 
Pee 
fe 


of America’s most powerful 





Texaco tells the Registered Rest Room story with full 
pages in color in leading magazines — to an audience 


of over 50-million! 








SERVICE 


Billboards all over America deliver the same message 
— at an average of 30-million times per day! 


a 


gram... 
billboards from coast to coast... 
other station promotion material, 





32 Years with Packard— 
Gordon Shepherd (left), owner of Hill 
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one and. ober: ofteens ath 


ie-ene cars will be supplied 
on @ basis of .0174 cents per 
mile. The amount paid in 
will be applicable to buying 
cars at a price of $1,563.53 for eights 
and $1,502.21 for sixes, 
+ * * 


McClelland Moves 


McClelland Motor Co. (DeSoto- 
Plymouth), Waycross, Ga., has 
moved to new quarters at 615 
Tebeau St. . 


* ® * 


Wallace Motor Moves 


Wallace Motor Co. (DeSoto- 
Plymouth), Colorado City, 
moved from 738 Second to 1218 
West Point. 


* * * 


Stuart Relocates 


Charlie Stuart, Inc. (Studebaker), 
Indianapolis, has moved to 2217 E. 


Motor Sales (Packard), Oak Park, Ill.) Washington, near the heart of the 


accepts a plaque honoring his more than 
25 years of association with Packard. 
Making the presentation is Chester F. 
Sylvester, western sales manager. Shepherd 
has been a Packard dealer for 32 years. 


Phoenix, Ariz., was low bidder on 
a@ lease-purchase agreement, to sup- 
ply the Maricopa County sheriff's 





REG.T.M. 


W herever these signs are up... 
up, too! More motorists all over America see them every 
day than any other signs in the service station business. 





city’s new “auto row.” 
* * * 
Groeschen Appointed 
James Kindel sr., of Kindel Mo- 
tors (Dodge-Plymouth), Monrovia, 
Calif., has announced the appoint- 
ment of Charles Groeschen as used- 
car manager. 


STOP... 


ealer Sales Builders! 


it’s a safe bet sales are 


Behind them is Texaco’s powerful advertising pro- 


full color in leading magazines . . 
display, direct mail and 


. eye-catching 


‘ 


These signs are a sales-winning combination . . . and 


just two of the many reasons why Texaco Dealers are 
such busy dealers! 


THE TEXAS COMPANY 


Tex., has " 


Xl 
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245,000 Mechanics 


Undergo Training 


(Continued from Page 33) .- 


who satisfactorily pass the exam- 
ination, and other awards are pre- 
sented t6 those with longer service 
records. 


Every dealer is eligible for the) 
. program. A large field organization | 


also sponsors special courses for 
all mechanics on overhauling en- 
gines, power brakes, power steer- 
ing, proper maintenance proce- 
dures, heavy duty transmissions for 
truck mechanics, Corvette body re- 
pair and others. toe 


_* LONGNECKER pointed out 
that the Registered Mechanics 
D is working cooperatively 
with the station wa 5 22 caravan 
rogram now in. the field. 
F Much-on-the-job training is be- 
ing performed for dealer me- 
chanics as well as building good- 


Painting School 
Binks to Begin Fall Classes 


On Sept, 17 

CHICAGO.—The Binks Mfg. Co.’s 
school of spray painting will begin 
its fall schedule of courses on Sept. 
13 at the company’s plant here. The 
first one-week course will end 
Sept. 17. 

The courses will be repeated: 
Oct. 4-8, Nov. 8-12 and‘ Dec. 6-10. 

Applications for enrollment 
should be made as far in advance 
as possible. Address: E. F. Watts, 
Binks Mfg. Co., 3122 Carroll Ave., 
Chicago 12, Ill. 


will among Lincoln-Mercury own- 
ers. Six more caravans are being 

put into the fleld this summer. 

Specialized courses are put into 
the field every 60 days, Longnecker 
said, and the material from these 
courses, plus the monthly bulletin, 
supplies the material necessary for 
successfully receiving a Registered 
Mechanic pin-from the company 
every year. 

a « * 

T FORD division, the service 

training job is carried on by 
four programs — permanent service 
school, instructor-representatives in 
the field, Ford Service Forum and 
Ford Parts and Service Managers 
Clubs. 

The Ford Service Forum is a 
program where slide films and 
other material is prepared so that 
the dealer can conduct his own 
training programs at the dealer- 
ship. A quiz is provided in the 
material to check the effective- 
ness of the material. 

Thirty-three permanent schools 
are now in operation in the field, 
and a large proportion of the me- 
chanics receive training from these 
establishments. 


UDSON division of American 

Motors has a program called 
Five Star Service Program, in 
which both the dealer and mechan- 
ics are recognized for doing a good 
job in service. Initial requirements, 
however, must be met before the 


John Bean Demonstrates Equipment— 

W. A. Snyder, Baltimore, representative for the automotive department of John 
Bean division, Lansing, uses a new Ford Vanette as a rolling salesroom. A parts 
and accessory cabinet installed in the Vanette make it possible to give on-the-spot 


service. 


dealer and his staff are accepted in 
the program. 

A permanent training school 
has also been maintained at the 
factory, where certificates of ac- 
complishment are awarded to 
those mechanics who finish the 
course there. 

In the field, schools are held in 
each of the company zones, with 
the aim of training about half of 
the mechanics in each dealership. 
Refresher and specialized courses 
are taught by these methods. 

a * o 

ASH division of American Mo- 

tors carries on training pro- 
grams under a slightly different 
approach. A training school has 
been ‘established at Milwaukee, 
where field representatives are 
trained. These trained men, then, 


Today — Dual Exhaust Belongs 


U. S. Pat. Off.) is a trademark of the Owens-Corning Fiberglas 


-Pibergles Corporation 
GRAND AUTOMOTIVE PRODUCTS pep. 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 


aa mle 


they paid for 
by installing 
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carry training programs out to the 
dealers in their zones. 
| At the zones, special facilities 
have been set aside where zone 
personnel can carry on training 
| programs to about eight persons 
| at a time. Actual props are used, 
| and assembly and disassembly of 
| mechanisms are carried on. 
| For attending the annual series 
| of these schools, diplomas are given 
out, and successive years of service 
training programs win emblems to 
match the number of years in the 
| program. About 1,000 diplomas are 
awarded each year, according to 
| William Cook, Nash service man- 
ager. 
* ” * 
TUDEBAKER carries on a serv- 
ice school at the factory avail- 





able to mechanics and service man 
agers. A portion of the two-week 
course is concerned with service 
management. 

Technical courses taught at the 
factory school include automatic 
transmissions, diagnosis, tune-up 
procedures and others. In the 
field, the zones carry on special- 
ized programs at the request of 
the dealerships. Groups here are 
restricted to 10, if possible, and 
groups of eight are preferred. 

Regular clinics are held through 
out the zones on service problems 

and new methods of conducting 

service promotions are also dis- 

cussed and planned. 
. = > 

pacman carries on training for 

about 7,000 mechanics a year, 

but at the present time do not give 


/ annual awards to students. Schools 


are carried on through the zones, 
and complete files of names of serv- 
ice technicians who have completed 
the courses are maintained. 


Packard said that a new pro- 
gram of service training would 
be introduced to its dealers soon, 
and that it embodied some new 
ideas that have been formulated 
from past experience with train- 
ing programs. Plans are now be- 
ing formulated, the company said. 

J. W. Alexander, at Kaiser-Willys, 
said that training programs at the 
company are being geared to meet 
the requirements of the dealer. A 
full schedule of field representative 
programs are being carried on, and 
diplomas are being awarded to some 
mechanics completing a series of 
specified courses. 

Classes at the factory are turn- 
ing out more than 500 factory- 
trained mechanics a year. 


Colorado Test Suit Eyed 


Outcome May Determine States’ Rights 
On Auto Laws, Dealers Say 


DENVER.—The suit filed in Fed- 
eral Court here challenging Col- 
orado’s laws governing the auto 
bus:ness and the outcome of the 
court action may have “far-reach- 
ing national effects” as to states’ 
rights to regulate the industry, say 
spokesmen of both the Denver and 
Colorado dealer associations. 

Denver's new-car dealers wel- 
come the test of the State regu- 
lations brought in court by used- 
ear dealers from Idaho and 
Texas. 

Spokesman for the dealers said 
| they want to make it plain that: 
| 1. The row within auto circles 
| over the auctions and sale of “new- 
| used” cars at cut prices is not a 
| fight between new and used-car 
| dealers, “but rather a fight of two 
out-of-state used-car dealers and 
|}the Denver auto auctions versus 
the licensed, bonded and regulated 


new and used-car dealers through- | 


out Colorado.” 


2. New and used-car dealers | 


have no quarrel with auto auc- 
tions as such, but insist only that 
| they and out-of-state dealers do- 

ing business through them should 
pay the same taxes and have the 
same customer responsibility re- 
quirements to do business in Col- 
orado as do Colorado dealers. 

3. The laws being challenged by 
the out-of-state dealers were sup- 
ported by both new and used-car 
dealers. 

A statement issued from the 
office of the two state new-car 
dealer organizations said: 

“The Legislature would never 
have passed these regulations into 
law had it not been the majority 
feeling that their provisions were 
for the protection of the people of 
the state. 

“The laws were initiated to elimi- 
nate previous abuses of misrepre- 
sentation tocar purchasers by some 
unscrupulous dealers and salesmen. 
They also provide protection to car 
purchasers that the car they pur- 


chased was in the condition as| Co 


represented, had a clear title and 
that the company that sold it met 
the requirements of customer re- 
sponsibility. 

“We want new cars sold as new 


dealers doing business in the state 
must have a Colorado license, post 
bond, operate a place of business 
within the state, pay taxes on their 
cars and obtain Colorado titles on 
all cars they sell. 


The outcome of the court test, 
said the new-car association state- 
ment, “might well affect the entire 
automobile distribution system of 
the car manufacturers and ap- 
proximately 125,000 new and used- 
car dealers in this country.” 

The suit was filed by W. C. Bar- 
nett, Lubbock, Tex. and Jesse 
Chase, Pocatello, Id. Both did large 
volumes of business at the Denver 
and Colorado auto auctions. 


The suit charged that the $33- 
million-a-year business of the two 
auctions is faced with ruin by re- 
strictive legislation. 


The auction operators are un- 
happy over the situation. Jack 
Layton, owner of the Denver 
Auto Auction, said that the two 
auctions have lost more than 
$12 million worth of business over 
@ year as a result of restrictive 
legislation. 

This, he said, is because out-of- 
state dealers virtually have cut off 
business in Colorado auctions. 

Layton also objected to use of 
the term “bootleg” dealers. 

“Used-car dealers and auction 
operators are violating no laws,” 
he said. 


Chrysler Wins 
Belgian Race 


DETROIT.—A Chrysler New 
Yorker Deluxe sedan driven by 
Paul Frere, Belgian journalist and 
race driver, again won the annua! 
Francorchamps Grand Prix stand- 
ard stock-car race in its class over 
the difficult Belgian course, accord- 
ing to C. B. Thomas, president of 
the export division of Chrysler 
rp. 

The winning car set a lap record 
of 93.176 miles per hour over the 
nine-mile course through the Ar- 
dennes Mountains. A Chrysler New 
Yorker also won the 1953 race with 
an average of 91.55 miles per hour 
for the fastest lap. 

An average of 89.544 miles per 
hour for the entire race was set by 
Frere to outrun al] cars in all 
classes. 
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on are looking at three of the most spec- 
tacular motoring creations in the world today. 
They are the Cadillac experimental show cars— 
designed and engineered expressly for display 
by Cadillac craftsmen. 


In their dramatic over-all styling, in their ex- 
ceptional beauty and majesty, and in their 
revolutionary features of convenience, safety 
and comfort—these Cadillac show cars com- 
prise a revealing glimpse into the future of 
the automotive art. 


During the year, they will be on display 
throughout the country—and public reaction 
to their basic styling and their individual fea- 
tures will serve as the keystone for the Cadillac 
achievements of tomorrow. 


We know that Cadillac dealers everywhere will 
view these special creations with a feeling of 
immense personal pride. For they are visual 
evidence of the advanced thinking and plan- 
ning which have become a Cadillac tradition. 
And they offer positive proof that all the good 
and wonderful things of motordom will con- 
tinue to come from the Standard of the World. 


CADILLAC MOTOR CAR 
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The Cadillac Park Avenue is a look into the 
future of 6-passenger sedan styling. Its exterior is 
finished in Dark Antoinette Blue with a hand- 
brushed aluminum roof. Imported gray leather up- 


holstery, with a suede finish, highlights the interior. 


\ 


DIVISION « GENERAL MOTORS CORPORATION 


Ga 


LOOKS AT THE FUTURE! 


The Cadillac El 

on a maneuverable 115” wheelbase, is con 

as. It features a hand-brushed aluminum 
s roof saddles. Its combination of 

strength and unusually light weight 

is a prediction of things to come. 


of Fiber 
top and Fiber, 
great structur; 










The Cadillac La Espada is a daring ex- 
periment in bold design and Fiberglas con- 
struction. Modern stylin 
front by torpedo-like grille extensions, and at 
fender lines. The in- 
Sword Silver leather. 


is accented at 


the rear by hi 


terior features 


a sports coupe built 
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Auto Markets 


(Continued from Page 20) 


9; White, 1; Mack, 1; Diamond T, 
1, and Reo, 1—(Gordon Hebert.) 


* 
Caldwell, Id. 

July new-car sales in Canyon 
County (Caldwell), Id., totaled 137, 
a 10 percent increase over June. 

New-truck sales were 34, un- 
changed from June. 

Car sales by _— were: Buick, 


Truck sales were: Chevrolet, 10; 
GMC, 10; Ford, 7; International, 
3; Willys, 3, and Dodge, 1. 

* 


Louisville 
New-car sales in Louisville in 


July totaled 1,915, an increase of | 2,195. 


nearly 15 percent over June’s total 
of 1,671. 
For the first seven months of 


Willys, 2; Austin Healey, 1; Kaiser, 
1, and MG, 1. 
July new-truck sales were 240, 


June. New-truck sales, however, 
were off 22 percent at 177 units. 


Truck sales were: Chevrolet, 82; | tow 


Ford, 59; International, 16; Dodge, 
11; White, 4; Diamond T, 2; GMC, 
2, ‘and Studebaker, 1—(Ruby Fen- 
oglio.) 


aa * 
Cincinnati 

New-car sales in Cincinnati = 
ped 11 percent during July, wind 
ing up the month with a total of 
3,085, compared with 3,491 in June. 

New-truck sales increased 4 per- 
cent, to 278 units from 267, and 
used-car sales were down less than 
one percent, falling from 4,221 to 


New-car sales were: Ford, 837; 


3; Willys, 
Austin, 4; MG, 2; daguar, 1, and 
Truck a were: Chevrolet, 84; 


Ford, 81; eens, 44; Dodge, —4-dr. 
- | 20; GMC, 16; Reo, 13; Diamond, T, 
4; Divco, 3; Mack, 3; Studebaker, erFlite optional at 


3: White, 2; Willys, 1, and miscel- 
laneous, 4. 


Sees 
t 
Hi 


g 
8 
- 


8 


oer | eben, $1, 
) 


$1,753; 2-dr. sta. wag., $2,121.50; 
Crestline Six— 


4-dr. stat. wag., $2,202. 


sed., $1,898; hardtop, $2,054.50; Sky- 
stat. 


liner, $2,164; conv., $2,164; 4-dr. 


wag., $2,338.50. (For V-8 — add 
optional on models 


$76.50. Fordomatic 
at $134.) 
HENRY J— Corsair Four — 2-dr. sed., 


4-dr. sed., $3,890; Pacitic hard. 
Seton. hoe cod, 9a aio: 

lim., $5,960. 
(Ultramatie standard in Pa’ 


trician, Pacific, 
convertible and Caribbean; optional at $19% 


. | On other models.) 


-dr. sed., $1,765; 


. ‘(Hy-Drive optional at $145.80 on 


20. 
. | all models. PowerFlite at $189.) 


at $178.03 on all 
models in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 


— Chieftain 6 Special — 

» $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
net? wag., $2,364; 3-seat stat. wag., $2,- 
419. Ohieftain 6 Deluxe — 4-dr. sed., $2.,- 
130.53; ohant sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101. 62; 2-dr. sed., $2,043.45; 2- 


389; seat a wag., oe 3-seat stat. wag.. 
, | $2,494. Chieftain Deluxe — 4-dr. sed., 


$2,205.51; 2-dr. tak; $2,148.32; 
wag., $2,579. Star Ohiet 3— 

sed., $2,301; Oustom 4-dr. sed., $2,394: 
conv., $2,630. Catalina — Chieftain 6 De- 


$3,537; — $2,316.30; Chieftain 6 Custom, 


$2,- 
43; Chieftain 8 “stuns ot $2,391.99: 
8 Star Chief & 


3 Custom, $2,458 
Custom, $2,557. (Hydra-Matic optional at 


$178.35 on all models.) 
STUDEBAKER — 


~ ha a Custom — 
+| 4-dr. sed., $1,801.11; 2-dr, » $1,758.07. 
Deluxe 


— 4-dr. a $1,918.18: 
2-dr, sed., $1,875.18; 5-pass. cpe., $1,- 


)| 971.93; stat. wag., $2,187.23. 
; | Regal — 4-dr. sed., $2,026.29; 2-dr., sed., 
rts | $1,983.29; 5-pass. cpe., $2,080.04; hardtop, 


2-dr. sed., $1,705; hardtop, $1,805; ‘sub. 
805. Rambler Custom — 4-dr. 

> £1,900: hardtop, $1,955; conv., $1,- 
stat. wag., $1,955; 4-dr. stat. 

-dr. sed. 


“9.000. 
52.163: 2-dr. sed., $2,115. Statesman 
tom—4-dr. 


$2,241.29; stat. 


sed., $2,337; hardtop, $2,428. 
Super—4-dr 


with 134 in June —(A. W. sed., $2,422; 2- 
Custom— 


wag., $2,228.50; | Ambassador 

d- ities tle : ; 119.25: 4-dr.| 4%. sed., $2,370. 
* ring sales in. ; 25. 4-dr. sed., $2,605; hardtop, $2,740. Nash- 

E 50: 223: Healey—LeMans hardtop, $5,128.05 (at 


coastal ports). Hydra-Matic optional at 
$178.85; not available on Nash-Healey, 
. | Which is equipped with overdrive, or Metro- 


staged ‘aggressive sales drives dur- , . ’ pg ; ae ™ 
ing the month. As e Tesult, the two i .40 on Mead-! $2,337.09; 2-dr. sed., $2.371.08; ‘Hotday, $178.55 on all models except Larks. 


Ree ees hens we New Commercial Car Registrations, 
States for June, 1954-1953 


Used cars sold at about the 


17 States Prostanty 54 
July new-car sales in Dallas Kisbame _ 
dipped 12 percent from June to| California 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction 


skidded $26 last week, 


according to the Automotive News index. 


The loss was the worst in four weeks, and it more than wiped out 
successive gains registered in the two previous weeks. 

Leading the way downward were ’54s, which lost $120. Other losses 
were: 53s, down $57; '50s, down $15; ’48s, down $12; '49s, down $11; 


and ’52s, down $8. 


The setbacks on 54s, 53s, 52s and ’48s were sharp enough to pull 
the prices of those models to record lows. 

Only increases on the index were $8 on ’5ls and $6 on ’4%s. 

Sales activity was slightly increased. At nine representative auctions 
last week, 1,098 cars were sold out of 1,479 consigned, for a sales ratio 
of 74 percent. A week earlier, at the same auctions, the ratio was 72 
percent when 1,554 cars were offered and 1,112 sold. 
Prices marked with an * indicate a unit equipped with an automatic 

transmission or overdrive, and (ps) indicates power steering. 


’51 Rambler —— wagon, $580. 


CHICAGO 


(Arena Auto Auction. Sales every Tues- 
day. Prices are for sale of August 3.) 
(Sold 237 cars out of 374 offerings.) 
BUICK—’54 Super Riviera 2-dr., $2,750*, 
$2,735*, $2,725* (ps), $2,710° (ps); 
Century Riviera 2-dr., $2,745° (ps), 
$2,610*, $2,535*; Special Riviera 2-dr., 
$2,480*. '53 Super Riviera 2-dr., $1,920°; 
RM Riviera 4-dr., $1,805*; Special Ri- 
viera 2-dr., $1,420. °52 Super Riviera 
2-dr., $1,415*, $1,250*; RM Riviera 4- 
dr., $1,305° (ps), $1,225*, $1,220°, 
$1,160°. °51 RM Riviera 4-dr., $900°*. 
OADILLAC—’54 (62) conv., $5,000* (ps); 


(60) Special 4-dr., $4,950° (ps). "53 
(62) coupe deVille, $3,435° (ps), $3,350* 
(ps); conv., $3,240° (ps); 4-dr., $2,815*. 
"Sl (62) coupe, $2,050°. 
CHEVROLET—’54 Corvette conv., $2,625; 
(210) Handyman, $1,885. °53 Bel Air 
Sport coupe, $1,465*, $1,435, $1,410, 
$1,395°; 4-dr., $1,385; (210) conv., 
$1,265; 4-dr., $1,260*%, $1,255*, $1,250*, 
$1,240, $1,235°, $1,225°, $1,200*, $1,125; 
2-dr., $1,180. 
CHRYSLER—’52 Windsor 4-dr., $925°. 
"51 Saratoga 4-dr., $865°*. 50 Town & 
Country Newport, $650*; Windsor 4-dr., 


$520°. °49 NY Town & Country conv., 
$900°. ‘47 Windsor 4-dr., $300°. 
DESOTO—’'52 Fire Dome (8) 4-dr., $900*; 
Custom club coupe, $850*. °50 Deluxe 
Carry-All, $370*. °49 Custom 4-dr., 
"48 Custom 4-dr., $225*. 
DODGE—’53 Coronet 4-dr., $1,200*, $990*. 
"62 Coronet 4-dr., ; Wayfarer 2- 
dr., $565°. °51 Coronet Diplomat, $570*. 
"50 Coronet club coupe, $475*. 
FORD—'54 Crest (8) Victoria, $2,000°, 
$1,900°; Custom ® 4-dr., $1,595. 53 
at $1,375*; 4-dr., 


Custom (8) conv., 
$1,200, $920. 

HUDSON—’53 Wasp 4-dr., $1,095*; Super 
2-dr., $825. °52 Hornet 1. -dr., $900°. ’51 
Commodore 4-dr., $515*. 

KAISER— $2,500. 


"54 Darrin (161) conv., 
"51 Deluxe 4-dr., 25. 
LINCOLN—’ 53 Cosmopolitan coupe, $2,175* 
a ‘51 Cosmopolitan 4-dr., $950*, 
Y—’'54 Custom 4-dr., $2,045*. ’53 
Monterey coupe, $1,725*; Custom Sport 
coupe, $1,725*, $1,710*, $1,705*, $1,680°; 
2-dr., $1,540°, $1,470*. '52 Monterey 
coupe, $1,290*%; Custom Sport coupe. 
~ $1,240°, $1,185°*. "51 2-dr., $700*. 


NASH—’54 Metropolitan Hard Top, $1,130. ; 


"53 Statesman club coupe, $1,450*; Ram- 
Dler station wagon, $1,230*, $1, 135. "52 
Statesman club coupe, $905; Rambler 
club coupe, $800. '°51 Ambassador 2-dr., 


OLDSMOBILE—'54 (88) Holiday, $2,960° | 


(ps); 4-dr., $2,590* (ps). °53 (98) Fiesta 
coupe, $3,250° (ps). ‘52 (98) 4-dr., 
$1,355*; (88) 4-dr., $1,245*. ’51 (88) 
Holiday, #, 100°; 4-dr., $750°; (98) 4- 


$875° 
PACKARD._’53 (200) 4-dr., $1,380°. '52 
(300) 4-dr., $1,240°. °51 (200) 4-dr., 


$755°. 

PLYMOUTH—'53 Cranbrook 4-dr.. $1,055, 
$795; Cambridge 4-dr., $1,045. ’52 Cran- 
brook Belvedere, $830; Cambridge 4-dr., 
$600. °'51 Cranbrook Belvedere, $675: 
4-dr., 2 at $550, $435; Cambridge 2-dr., 

. *50 Special Deluxe 2-dr., 

PONTIAC—'53 Chieftain (8) station wa- 
gon, $1,810*; Catalina, $1,710*; 
$1,525*; 2-dr., $1,385*. ’'52 Chieftain 
(8) Catalina, $1,475*, $1,200*; conv., 
$1,210°. ‘51 Silver Streak (8) 4-dr., 


sTUDEBAKER—’ 53 Champion club coupe, 
$1,350, $1,250*, $1,175. ‘52 Champion 
4-dr., $760; Commander 4-dr., $630°. 
‘51 Champion 2-dr., $545, $490, $445. 
"50 Champion 2-dr., $330; 4-dr., $305. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
y. Prices are for sale of July 30.) 
(Sold 208 cars out of 308 offerings.) 

BUICK—’54 Super Riviera 2-dr., $2,750°. 


‘53 Super Riviera 2-dr., $1,800%; RM 

4-dr., $1,750* (ps): conv... $1,750° (ps) 

od RM 4-dr., $1,000. '50 Super 4-dr., 
0. 


CADILLAC—'54 (62) sedan, $4,500° (ps). 


*B3 (62) 4-dr., $3,175* (ps). ’52 (60) 
4-dr., $2,300* (ps). °50 (62) 4-dr., 
$1,500°. 


CHEVROLET—’54 Bel Air Sport coupe, 
$1,825; 4-dr., $1,725; (210) Delray coupe, 
$1,620; 4- ar., $1.600. °53 Bel Air conv., 
$1,400*; 4-dr., $1,250; (210) Handyman, 
$1,290; 2-dr., $1,250. °52 SL Deluxe Bel 
Air, $1, 050, 4-dr., $875, $810; FL De- 
luxe 2-dr., $850. °51 SIL Deluxe club 
en” $715. °50 SL Deluxe club coupe, 

65. 

OHRYSLER—'53 Windsor 4-dr., $1,050* 
(ps). °50 Windsor Newport. $660. 

"54 Powermaster 4-dr., $2,080* 
"49 Custom 4-dr., . 

DODGE—'53 Coronet Diplomat, $1,325. 
"49 Coronet conv., 

FORD—'54 Custom (8) 4-dr., $1,915. °53 
Custom (8) 4-dr., $1,430; %-ton pickup. 
$1,050. °52 Crest’ (8) Victoria, $1,175*: 
4-cr, $1,010. '51 Custom (8) Victoria. 
$850 2-dr., $760, $720: 4-dr.. $655*. 
*50 ‘bee (8) 4-dr., $760, $715. °47 
Custom (8) Sport coupe, $325. 

MEF CURY—'53 Monterey coupe, $1,700. 
"52 Monterey coupe, $1,210*. ‘51 club 
Coupe, $700. '50 4-dr., $625. 

NAS I—'53 Statesman 4-dr., $1,150, $1,100; 
Rembler station wagon, $1,100. °52 

Rambler station wagon, $775; conv., 








$725. 


OLDSMOBILE — 


"54 (98 


4-dr., $3,150; 


(88) 4-dr., $2,725; thee 2-dr., $2,560°. 


"53 (98) 


4-dr., 
$925° ; 


$500. 


4-dr., 
$1,250°, 
conv., 


$675. 


"49 Special Deluxe conv., 


$1,950". 
$1,100°. 


$850°. 
PLYMOUTH—’'53 Cranbrook 4-dr., 
’562 Cranbrook 4-dr., $720; 
club coupe, 


"52 (88) Super 
"50 (98) 4-dr., 


$1,110. 
bridge 


*51 Concord 2-dr., 
$400. 


PONTIAOC—’54 Chieftain (8) 4-dr., $2,- 


150°, 


$2,125° (ps). 


’53 Chieftain (6) 2- 





dr., $875. °S2 Chieftain (8) 
$1,000; sedan, $950. ‘51 Silver 
(8) 2-dr., $635" ‘49 Silver Streak (8) 
4-dr., $470° 

‘64 Champion 4-dr., 
"62 Champion $600. °51 
4-dr., $475*; 2-dr., $475. 
WILLYS—’52 Aero Wing 2-dr., $510. "51 
station wagon, $400. '50 Jeepster, $350. 


DYER, IND. 


(Dyer Auto Auction. Sale every 
Prices are for sale of July 30.) 
(Sold 209 cars out of 277 offerings.) 
BUICK—’53 Super Riviera, $1,865*; RM 
4-dr., $1,635° (ps), $1,680° (ps). '52 
RM 4-dr., $1,270* (ps); Super Riviera, 
$1,215*; Special Riviera, $1,180; 2-dr., 
$1,140*. '51 RM Riviera, $900*; Special 
4-dr., $900*. '50 RM 4-dr., $625*. 
OADILLAC—’54 (62) conv., $4,910° (ps). 
"53 (62) coupe deVille, $3,370* (ps); 
coupé, $2,985* (ps). ‘52 (62) 4-dr., 
$2,140* (ps). ‘51 (60) Special 4-dr., 
$1,735*; (62) 4-dr., $1,690*. 
CHEVROLET—’'53 Bel Air conv., $1,475; 
$1,130°; 2-dr., 


$1,400. 


4-dr., $1,405; (210) 4-dr., 
$1,115. °52 Bel Air 2-dr., $1,285*. °51 
SL Deluxe Bel Air, $975*, $780*; 4-dr., 
oo ° $650*; 2-dr., $655; 1-ton pickup, 
$420. 

CHRYSLER—’51 Windsor Newport, $750*. 

DESOTO—’51 Custom club coupe, $610*. 

DODGE—’53 Coronet 4-dr., $1,230, $1,130. 
"62 Coronet 4-dr., $950; Wayfarer 2-dr., 
$415. '50 Coronet 4-dr., $310*. '48 De- 
luxe 2-dr., $240, $145. '47 2-ton dump, 


$300. 

FORD—'54 Crest (8) Victoria, $2,020°. 
’53 Custom (8) Victoria, $1,575*, $1,- 
365°; 4-dr., $1,260; 2-dr., $1,300*, 2 at 
$1,205, $1,115, 2 at waa 152 
(8) Victoria, $1,290 ym 


(8) 2-dr., ; 
4-dr., $870*. 51 Custom (8) 2-dr., $725. 


Catalina, 
Streak 


Average Used-Car Prices 


(Compiled by Automotive News) 


June 
1964 
$2,047 


‘ 


ggeage 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


HUDSON—’53 Wasp club coupe, $910*. 


‘49 Super (6) 2-dr., $150. 


KAISER—’51 Special 4-dr., $480; Traveler 
sedan, $300. 

LINCOLN—’53 Capri coupe, $2,525* (ps). 

MEROURY—’53 Monterey coupe, $1,875*. 
"51 conv., $805; 4-dr., $800; club coupe, 
$740. 

NASH — ’53 Ambassador 4-dr., $1,465*; 
Statesman 4-dr., $1,300; Rambler club 
coupe, $1,100. 52 Rambler club coupe, 
$695. °51 ea 4-dr., $420. °47 (600) 
club coupe, $105. 

OLDSMOBILE—’54 (88) conv., $3,035* 
(ps). "53 (98) 4-dr., $2,030%; (88) 2- 





dr., $1,855*; conv., $1,800*. °52 (88) 
4-dr., $1,125*. °51 (98) 4-dr., $1,090*; 
(88) 4-dr., $875*; 2-dr., $815*, 


PACKARD—’52 (260) 2-dr., $1,110°. °50 
4-dr., $295. . 
PLYMOUTH—'53 Cranbrook 4-dr., $1,125, 


$1,015. °52 Cranbrook Belvedere, $935; 
4-dr., $795, $760, $705. '51 Cranbrook 
4-dr., $550. '50 Deluxe Suburban, $470. 


"49 Special Deluxe 4-dr., $295; Deluxe 
club coupe, $150; coupe, $180. 
ee te Chieftain (8) Catalina, 


$1,770*; $1,625*. ‘52 Chieftain 

(8) Caialina, "1,208". ‘51 Silver Streak 

(8) 4-dr., $805°. "50 Silver Streak (8) 
(Continued on Page 52, Col. 1) 





Gas-Turbine-Powered Pump on Test at Navy Fire Fighting Schoo! “ 


Where Hyatts turn at 40,000 rpm! 


Old in theory, gas turbines are comparatively new as a practical 






Se ees 
HYATT BEARINGS DIVISION « GENERAL MOTORS CORPORATION © HARRISON, NEW JERSEY 





power source. So it was big news in engine development 
when Solar Aircraft Company, of California, announced the 
world’s first portable, hand-started gas turbine power plant. 


Developing 50 horsepower, the new lightweight operates at the 
high speed of 40,000 rpm—or twenty times the speed of most 
automobile engines! And that’s where we come in. 


To be sure of complete bearing dependability for such high-speed 


operation, Solar turned to Hyatt . . . and there’s a Hyatt Hy-Load 
Roller Bearing at the most critical position on the turbine shaft. 


Whether you’re building locomotives or lawn mowers, 


/ and whether shafts turn at 4 or 40,000 rpm, you'll get better 
bearing performance from Hyatts! 


ROLLER BEARINGS 
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135. ‘51 Super Riviera 4-dr., $895. ‘50 | STUDEBAKER — ‘51 Commander Land $945, $755; Custom (6) sedan, $780, 
RM Riviera 2-dr., $750°; 4-dr., $560*; Cruiser, $595; Champion coupe, $375. $720. ‘51 Custom (8) sedan, $710; De 
Special sedanet, $565. "49 Super 4-dr., °50 Champion 4-dr., $315; %-ton pickup, luxe (8) sedan, $585. ‘50 = (ay 

$480, Custom (6) sedan, 


P < : $285. $375. sedan, $395; 
Used-Car Auction Prices _ |\otiitisc 2, coum samo cxp.| whts-so scopes sos... | isp Danm (0 sean. fo, fla" 








F 4-dr., $900*. '47 (61) sedanet, $235. $360. tom (6) sedan, $220; Deluxe (6) sedan, 
; CHEVROLET—'63 Bel A re... $1,285°. aint. a "6 pam (8) ee $195. 

-ton pickup, 65. °S juxe clu HEAD DSON— orn sedan, "49 
(Continued from Page 51) coupe, $1,000; er $850; 2-dr., $775. HORSE S, N. Y. Pacemaker sedan, $210, $185 


‘51 SL Deluxe 2-dr., $675, $625*, $600. (Horseheads Auto Auction. Sale every | KAISER—’51 Special Traveler sedan, $410. 
_ Catalina, $710*; Silver Streak (6) 4-dr., | FORD—’54 Crest (8) Country Squire, $2,- 50 FL Deluxe 2-dr., $675, $555; %-ton| Tuesday. Prices are for sale of August 3.)| MERCURY—'51 club coupe, $780, $695. 











$600*, $550°; dr., $540*. 525°, $2,430, $2,400; Victoria, $2,260 pickup, $200. °49 SL Deluxe 4- dr., $430, (Sold 132 cars out of 264 offerings.) "50 sedan, $605. '49 sedan, $430; conv., 
Valet; cane beee. ‘Champion Starliner, Custom (8) 2-dr., $1,745; 4-dr., $1, 660°; $175; club coupe, $290. ‘48 FL’ 2-dr., | BUICK—’52 RM Riviera sedan, $1,205* $320. ; of 
sess: 4-dr. . "51 Commander 4-dr., Main (8) Ranch Wagon, $1,200*. 'S1| §310. 47 FL 2-dr., $210. (ps); Super Riviera sedan, $1,250*. '51| NASH—'52 Statesman sedan, §785. ‘51 | 
ease, 2. 2-dr., $445*; Champion Custom (8) conv., $745; 4-dr., $580. DeSOTO—'50 Custom 4-dr., $555. Special sedan, $870, $835. '50 Super Rambler Hard Top, $685; station wagon, 
Sub” coupe, $370, $305. ‘50 Champion | HUDSON—’47 (6) 4-dr., $125, $100. DODGE—'54 Coronet station wagon, $2,-| conv., $690*; sedan, $675*; RM sedan, $550; Statesman sedan, $600. | 
club coupe, $320. LINCOLN—'54 Monterey coupe, $2,600°, 005*; 4-dr., $1,305*. '53 Coronet 2-dr., $625*. '49 Super sedan, $435; conv.,| OLDSMOBILE—'51 (98) sedan, $900. 
WILLYs—’52 Aero Wing 2-dr., $455. °48 $2,370. $1,035. ‘51 Wayfarer 2-dr., $600. °49 $355; RM sedan, $340. "48 RM sedan, 49 (98) sedan, $425, $395; (88) Sedan, a 
(4) Jeepster, $260. NASH — ‘'52 Statesman 4-dr., $895. ‘51 Wayfarer 4-dr., $395. $190. °47 Special sedan, $170. '46 Super $495. '48 (98) sedan, $240. ‘46 (76) ; 
Statesman 2-dr., $505*. FORD—’53 Custom (8) 2-dr., $1,275*. "52 sedan, $160. sedan, $155, $110. | 
DENVER OLDSMOBILE—’54 (98) Holiday, $3,425°| Crest (8) Victoria, $1,225°, $1,200°; OADILLAG "54 (62) coupe, $4,500* (ps). | PACKARD—'53 Clipper sedan, $1,275°. | 
(ps); (88) Super 4-dr., $2,795* (ps), Custom (8) 2-dr., $1,050. ‘51 Custom "53 (62) sedan, $3,080". '52 (62) conv., 49 sedan, $260. 46 sedan, $130. | 
(Denver Auto Auction. Sale every Fri-| $2,665*; Holiday, $2,770*, $2,750°; 2-| (8) Victoria, $695; 2-dr., $715. '50 Cus-|  $2,520°. '48 (62) conv., $1,090°. ’47 (62) PLYMOUTH—'53 Cambridge sedan, $1,025. | 
day. Prices are for sale of Aug. 6.) dr., $2,550*. '52 (88) Holiday, $1,500%.| tom (8) club coupe, $505; Deluxe (6) 4-| sedan, $330*. 52 Cambridge sedan, $765, $750, $730, | 
(Sold 83 cars out of 153 offerings.) "30 aa 2-dr. $550°, $445. "49 (98) dr., $360. °47 Deluxe (8) conv., $250; CHEVROLET—'54 Bel Air sedan, $1,660. $715, $655. °51 Cambridge sedan, $485: | 
BUIOK—'54 Century 2-dr., $2,650*; Rivi- » $445". 2-dr., $165. "53 (210) sedan, $1,150*, $1,110*, $1,040. Cranbrook sedan, $650. ’50 Cambridge 
era 2-dr., $2,325; Special Riviera 2-dr., ACKARD—'52 (200) club coupe, $1,495* | HUDSON—’51 Pacemaker 4-dr., $405. °50 *52 SL Deluxe station’ wagon, $1,230; sedan, $500, $390. '49 Special Deluxe 
$2,520*. ‘52 Super Riviera 2-dr., $1,210*. Wasp 2-dr., $825. sedan, $925, $900, $725. '51 SL Deluxe sedan, $430, $400; conv., $220. °47 
"51 Super 2-dr., $890°. ‘50 Special 2-dr., PLYMOUTH—'53: Cranbrook 4-dr., $1,220; | KAISER—’51 Deluxe 4-dr., $510. Bel Air, $800; conv., $840; sedan, $800, Special Deluxe sedan, $190. ‘46 Special 
$265°. '49 RM conv., $310". Cambridge 4-dr., $845. '52 Cranbrook 4-| MEROURY—’53 Monterey conv., $1,765. $760. °50 SL Deluxe Bel Air, $800; Deluxe sedan, $120. 
CADILLAC—’54 (62) coupe de Ville, $5,- dr., $525. '48 Deluxe club coupe, $295. '49 2-dr., $400. sedan, $685, $650, $625, $610, $565. ’49 PONTIAC—’ 51 Silver Streak (8) sedan, 
050* (ps); club coupe, $4,525 (ps); 4- | PONTIAC—'54 Star Chief (8) 4-dr., $2,- | NASH—’51 Rambler conv., $400. SL Deluxe sedan, $525, $455, $440, $926*. ’50 Silver Streak (8) conv., $760: 
ar., $4,410* (ps). ’53 (62) coupe, $3,- 400*, $2,330, $2,205*. ‘49 Silver Streak | OLDSMOBILE—’54 (98) Holiday, $3,125* $430; SL Special conv., $415; sedan, station wagon, $710. °49 Silver Streak 
210° (pe 4-dr., $3,185* (ps). 52 (62) (8) 4-dr., $595°*. (ps); 4-dr., $2,900*; (88) 4-dr., $2,700*. $415. '48 SM sedan, $295, $210. '47 FM (8) sedan, $395; Silver Streak (6) se- | 
4-dr., $2,340 WILLYS—'49. (4) pickup, $275. '47 (4) ‘62 (88) 4-@r., $1,010. '51 (88) 2-dr., sedan, $155; SM sedan, $145. dan, $515. ‘48 Torpedo (8) sedan, $270. a 
j Ba (210) Handyman, #1. Jeepster, $325. "46 (4) Jeepster, $380. Gee (98) Holiday, $995*; (76) 4-| CHRYSLER—’50 NY sedan, $610*. 47 Torpedo (8) conv., $250. 
985; Delray coupe, $1,825", $1,680; 4- | MISCELLANEOUS—'51 GMO %-ton pick- $540*. °50 (98) conv., $825*. DESOTO—'49 Deluxe club coupe, $290.| STUDEBAKER — '52 Champion sedan, 
dr., $1,650, $1,645, $1,600; 2-dr., $1,- up, $515. PACKARD _’51 4-dr., $650. *47 Deluxe club coupe, $200. $660. '51 Commander sedan, $400; Cham- 
625, $1, "610; Bel Air Sport, coupe, $1,- PLYMOUTH—'53 Cranbrook 2-dr., $950. | DODGE—'S3 Meadowbrook sedan, $1,000. pion sedan, $350. ’50 Champion sedan, De 
; 975*, * 910; 4-dr., $1,900%, $1,865, $1, FT WAYNE IND. ‘652 Cranbrook 2-dr.. $760, $725. °51 *51 Meadowbrook sedan, $705. ‘50 Mead- $300. ‘ 
F 805, at $1,750, $1,715; 2-dr., $1, 735, . 9 ” Concord Suburban, $725; Cranbrook Bel- owbrook sedan, $595; Wayfarer sedan, | WILLYS—’51 (4) station wagon, $510. '48 D 
H $i, 186, $1,710; (150) ‘Handyman, $1,850: (Carl Marker’s Auto Auction. Sale every vedere, $690; 4-dr., $625; Cambridge 4- $440. '49 %-ton panel, $260. '48 Custom %-ton panel, $105. 
% -ton pickup, $1,250, $1,215, $1,195. °53 | Tuesday. Prices are for sale of August 3.) dr., $600. sedan, $325, $285, $260, $165. '46 Deluxe | MISC.—’48 GMC Carry-All, $235. 
(210) club coupe, $1,005*, ‘52 SL Deluxe (Market steady and active. Sold 99 | PONTIAO —’'52 Chieftain (8) 2-dr., $1,- Business coupe, $210. 
2-dr., $835. cars ont of 130 offerings.) 110*, $730*; Chieftain (6) club coupe, | FORD—'54 Crest (8) Victoria, $2,075*; FONTANA WIS. 
DeSOTO—'52 Fire Dome (8) ¢lub coupe, | BUICK—’53 Special 2-dr., $1,340. '52 Su- $910. '51 Chieftain (8) 2-dr., $805*. °47 Custom (8) sedan, $1,635. °53 Custom 9 Fe 
$1,250°. per Riviera, $1,370*, $1,250; 2-dr., $1,- Torpedo (6) conv., $175. (6) sedan, $1,080. 52 Main (8) sedan, (Hollenbeck Auto Auction. Sale every 
‘ —_—__—__________—_ | Friday. Prices are for sale of July 30.) 
ae aoe strong. Demand 
: greater for model units, which also 
ONLY 50 YEARS OF DEPENDABILITY are bringing im ‘more money. Sold 155 
cars out of 227 offerings.) w 
BUICK—’54 RM Riviera coupe, $2,905* 
CAN WIN SUCH (ps); Super Riviera coupe, $2,715*. '52 & 
| Super Riviera coupe, $1,485*, $1,465*; u 
RM Riviera 4-dr., $1,210*. 51 Special 2: M 








dr., $925*, $850, $805; Super Riviera 
4-dr., $835*. °50 Super Riviera coupe, 
‘ $765*; RM Riviera 4-dr., $730*, $690*, 
i. $615; Special 4-dr., $655. 
CADILLAC—’54 (62) conv., $5,110* (ps), 
\ $5,075* (ps), $4,955* (ps). ‘53 (62) 
; 4-dr., $2,855* (ps). ‘51 (60) Special 
4-dr., $1,890°, $1,865*; (62) 4-dr., $1,- 
F 700°. Pi 


vd (60) Special 4-dr., $370*. 

. , CHEVROLET —'54 (210) 4-dr., $1,600: 
fs —= . Bel Air 2-dr., $1,575*, $1,560. '53 (210) 
2-dr., $1,215*, $1,090. °'52 SL Deluxe 
Bel Air, $1,100*, '$1,070*; 4-dr., $910: 
2-dr., $840; SL Special 2-dr., $685, $660. 
$650, $635. 51 SL Deluxe 4-dr., §775°. Pr 
$745*, $635; FL Deluxe 2-dr., §710. 
$690, $660. °50 SL Deluxe 4-dr., §535. 
$505; 2-dr., $565. '49 SL Deluxe 4-dr.. 
$470. '48 FL Aerosedan, $310, $285. 
$270; 4-dr., $275. 

CHRYSLER—'53 NY 4-dr., $1,545* (ps) 
’52 Windsor 4-dr., $600. ‘51 Windsor 
Newport, $980*; 4-dr., $965*. '50 Im- 
perial 4-dr., $595*; NY 4-dr., $380. ’51 8 





DESOTO—’52 Custom ‘club coupe, $750*. 
*51 Custom conv., $780*. °50 Custom 
4-dr., $450. °49 Custom 2-dr., $310. 

DODGE—’52 %-ton pickup, $605. ‘51 Cor- 
onet Diplomat, $645*, $630*; 4-dr., $575 
$560. ’47 Custom 4-dr., $115. 

FORD — ‘54 Main (8) Ranch Wagon. 
$1,910*, $1,825; 2-dr., $1,695. °53 Main 
(8) 2-dr., $925, $910; 4-dr., $900. '52 
Custom (8) 2-dr., $945*%, $940, $920 
$900. '51 Custom (8) 2-dr., $640, $520*: 
club coupe, $595; Custom (6) 2-dr. 
$495; Deluxe (6) club coupe, $590, $585. e 
*50 Deluxe (8) 2-dr., $580, $510, $495: 
Custom (8) 2-dr., $550, $535. 

HUDSON —'52 Hornet ‘4-dr., $595. ‘51 
Hornet 2-dr., $355. 

KAISER — °52 4-dr., $815*. °51 4-dr., 
$620*; Vagabond 4-dr., $365*. '48 Man 0 

Ro hattan’4-dr., $150*. c 

aD LINCOLN—'49 4-dr., $325*, $125°. 
BLUE POLY MEROURY—'52 4-dr., $1,135*. ‘51 4-dr.. 
$850*, $815*, $800*, $780*, $760, 

L 10937 $755. °50 4-dr., $530*, $510, $490, $465°. 

°49 club coupe, $345*. °47 4-dr., $290* 

NASH—’51 Rambler Country club, §625*; 
Ambassador 4-dr., $380*. °'50 States- 
man 2-dr., $285. ‘49 (600) 4-dr., $230; 
Ambassador 4-dr., $185 

OLDSMOBILE — °54 (88) Super 2-dr.. 

A $2,500*; 4-dr., $2,490°. °53 (98) 4-dr., 

a $1,740, $1,705*. °52 (98) 4-dr., $1,530°, 

; $1,505* (ps). °51 (98) Holiday, $1,000*; I 

LOR DIVISIO. (88) Super 2-dr., $955*. '50 (98) 4-dr.. 


ses.  *~=@ 


~— es 


$580°, $505*. °49 (98) sedanet, $390°. 
PACKARD —'61 4-dr., $770*, $575. "50 4- I 


$390°. 

PLYMOUTH—'53 Cranbrook club coupe, 
$960. °52 Cambridge 4-dr., $690, $680; 
club coupe, $640. ‘51 Concord Savoy, 
$750. °50 Deluxe Suburban, $600; 4-dr., 
$315, $305, -_ $285. ‘47 Special De- 


$195. 

PONTIAC—'53 Chieftain (8) 2-dr., $1,250. 
"52 Chieftain (8) 4-dr., $1,105*. ‘51 
Silver Streak (8) Catalina, $1,015*; 4- 
dr., $950*, $935°; 2-dr., ‘$800. "50 
Silver Streak (8) Catalina, $795°. 

STUDEBAKER — °53 Commander club 
coupe, $930. '52 Champion 4-dr., $580°*: 
2-dr., $550*, $490°*. "51 Commander Land 

- Cruiser, $545*. 

WILLYS—’49 Jeepster, $285. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices for sale of August 2.) 
(Today’s market just missed being « 





© OTHER manufacturer can duplicate Ditzler’s 
record of producing automotive finishing materials 
that have proved to be so consistently dependable. 
That is why Ditzler Finishes have been used for more 
than fifty years by most of the builders of passenger 
cars, trucks and buses. This continuous acceptance has 
raised Ditzler to its present position as the leading 
exclusive manufacturer of automotive finishes. Because 
Ditzler Finishes are rated as best by those who build 
automotive vehicles, it is reasonable to conclude they 
should also be the most efficient, most economical and 
most satisfactory for all of your refinishing needs. 





DITZ-LAC TWO STAR** 
LACQUERS OFFER YOU 
THESE 3 GREAT FEATURES 


Higher solid content — more film- 
forming material that gives you 
more paint per can and enables 
you to do more jobs per dollar. 


More accurate color matches. 
These lacquers have the same 
pigmentation that is furnished to 
motorcar manufacturers. 


Sold 142 cars out of 166 
offerings.) 


BUICK — '54 Century 4-dr., $2,400*, 53 

Super Riviera coupe, $1,760*; 2-dr., $1.- 

750°; Special 2-dr., $1,530°. °52 Super 

4-dr., $1,275*, $1,140*; RM 4-dr., $1,- 

110°. "51 RM 4-dr., $1,000°. ‘50 RM | 
Higher lustre and greater color (Gentoeet oe Pres SS C6. SB 
retention assure better-looking and 
longer-lasting work that is more 


satisfactory to your customers. 


E DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 
Detreit 4, Michigan 


DITZLER 





E 








ond ps 












(Continued from Page 52) 


4-cr., $650°. "48 RM 4-dr., $325*°. °47 
RM 2-dr., $200; Super 2-dr., $140. 
GADILLAC—’'51 (62) 4-dr., $1,850*, 2 at 
$1,300*, $1,600*; coupe de Ville, $1,700*; 
(60) Special 4-dr. $1,700*. '49 (62) 4- 
ar, $900°. °48 (62) 4-dr., $625*. "47 
(62) conv., $450*. 42 (62) 4-dr., $160. 
VROLET—’54 Bel Air 4-dr., $1,850; 
2-cr., $1,700; (210) Delray coupe, $1,- 
700; 2-dr., $1,680", $1,500. '53 (210) 
2-dr., $1,110. '52 SL Deluxe Bel Air, 
$1,200*; 2-dr., $970, $960; 4-dr., $890*. 
'51 SL Deluxe 2-dr., $750*, 2 at $685, 
- a 4-dr., $700*, $685; FL Deluxe 4- 
., $650*°; SL Special 2-dr., $625. ‘50 
Deluxe 4-dr., $610°; 2-dr., $640, 
- club coupe, $605; FL Deluxe 2- 
20. °49 FL Deluxe 2-dr., $460, 
ws SL Deluxe 4-dr., $460, $430; 2- 
$450, $385; SL Special 4-dr., $280 
x Special 4-dr., $430. "48 FM ‘station 
wagon, $360; FM club coupe, $320. '47 
FM station wagon, $250. '46 SM 2-dr., 


20. 

YSLER — ’52 Saratoga club coupe, 
$1,200* (ps). ‘50 Windsor club coupe, 
$700. °49 Royal 4-dr., $500*. °47 NY 
club coupe, $190. 

DeSOTO—'52 Custom coupe, $1,070*. °51 
Deluxe 4-dr., $740. 

DODGE — '53 Coronet 4-dr., $1,230*. '52 
Coronet club coupe, $970*. ‘51 Coronet 
club coupe, $810*. ’50 Wayfarer 2-dr., 
$475. '49 Coronet conv., $485*. '47 Cus- 
tom 4-dr., $140. °46 Custom 4-dr., $160. 

FORD — 54 Crest (8) Victoria, $2,150*. 
*53 Crest (8) Victoria, ag '52 Cus- 
tom (8) 4-dr., $1, 030°; $380. '51 
Custom (8) Victoria, 9020: Country 
Squire station wagon, ei a $600: 
Deluxe (8) club coupe, 


IN—’50 Super 4-dr., oor. "49 Com- 


modore club coupe, $130. 
KAISER—’49 4-dr., $100. 
LINCOLN—’53 Capri 2-dr., $2,450* (ps8). 
MERCURY—'53 2-dr., $1,350*. ‘50 2-dr., 
$400, $350. °49 4-dr., $450*, $260*, 
- 


WASH — '53 Statesman 4-dr., $1,125. °52 
Rambler conv., $710. 

OLDSMOBILE — '54 .(88) 4-dr., $2,330*. 
"50 (88) 4-dr., $790*. °49 (88) club 
coupe, $525*; (98) 4-dr., $485*. "48 (98) 
4-dr., $360*°. '47 (66) conv., $180*. 

PLYMOUTH — ’53 Cambridge club coupe, 
$950. °52 Cranbrook club coupe, $830; 
4-dr., $710. ‘50 Special Deluxe 4-dr., 
$530. '49 Special Deluxe 4-dr., $520. '48 
Special Deluxe 4-dr., $180. °46 Special 
Deluxe 4-dr., $120. 

PONTIAC — ’54 Star Chief (8) Catalina, 
$2,480*. '53 Chieftain (8) 2-dr., $1,485*. 
"52 Chieftain (8) 2-dr., $1,250*; conv., 
$1,090*. ‘51 Silver Streak (8) 2-dr.. 
$920; 4-dr., $900*, $830*; Chieftain (6) 
2-dr., $875. *50 Silver Streak (8) 2-dr., 
$710*, $700*; 4-dr., $630. °49 Silver 
Streak (8) 4-dr., $550°: conv., $360*. 
"47 Torpedo (8) 4-dr., $130. 

STUDEBAKER — °53 Commander 4-dr., 
$1,180*. ‘52 Champion Sport coupe. 
$910*; Commander club coupe, $585. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
nneeey. Prices are for sale of August 

4.) 

(Prices are steady to upward with 
cars scarce, Sold 82 cars out of 
offerings.) 

BUICK—'53 Super Riviera 2-dr., $1,680*; 
Special conv., $1,675. "52 RM Riviera 4- 
_ar., $1,350* (ps), $990*; Special 4-dr., 
$1,085. '51 Super Riviera 4-dr., $975*, 
$705; 2-dr., $960*; Special 4-dr., $955. 
"50 Super 2-dr., $570, $390; Special 4- 
dr., $430. '48 Super 4-dr., $145. 47 RM 
4-dr., $135. 

OADILLAC—’52 (60) 4-dr., $2,200* (ps). 

OGHEVROLET — '54 (210)" Delray coupe, 
$1,525°. °53 Bel Air 2-dr., $1,310*; 
(210) 4-dr., $1,175*. '562 SL Deluxe Bel 
Air, $825*; SL Special 2-dr., $750. '51 
SL Deluxe Bel Air, $720; 2-dr., $655; 
FL Deluxe 4-dr., $380. '50 SL Deluxe 
Bel Air, $560; 4-dr., $555, $510; FL 
Deluxe 4-dr., $495. ‘49 SL Deluxe club 
coupe, $410; FL. Deluxe 2-dr., $355. °47 
SM 2-dr., $110. 

SHRYSLER—'49 Windsor 4-dr., $180. 

DeSOTO—'53 Custom club coupe, $1,350*; 
Fire Dome (8) 4-dr., $1,250*. 

DODGE—’53 Meadowbrook 4-dr., $1,010*. 
‘52 Wayfarer 2-dr., $550. "51 Coronet 
conv., $700*. '50 Coronet 4-dr., $460°. 

FORD—’54 Main (6) club coupe, $1,635. 
"63 (8) 2-dr., . _ $1,185; 4-dr., $1,- 
200; Main (6) 2 $1,005. *52 Custom 
(8) 4-dr., $1,000. rg Custom (8) 2-dr., 
$715, $640; Custom (6) club coupe, 
$725; 2-dr., $550; Deluxe (6) 2-dr., $530. 

50 Custom (8) 2-dr., $515; Deluxe (8) 
2-dr., $355. 

HUDSON — '53 Wasp 2-dr., $1,015*. °52 
Wasp club coupe, $650. 

Y¥—'53 Potar.. $1,360, $1,350. ‘50 
$430. °49 club coupe, $300. . 
wasnS2 Statesman 4-dr., $940. 

OLDSMOBILE—’52 (98) elub coupe, $1,- 
700*. ’51 (88) 2-dr., 

PLYMOUTH — ‘53 Ghaukonsts conv., §$1,- 
400°. °52 Cranbrook 4-dr., $680. "51 
Cranbrook Belvedere, $675. 

PONTIAO — °54 Chieftain (8) Catalina, 
$2,250°*; 4-dr., $1,900*. ‘52 Chieftain (8) 
Catalina, $1,180*; 4-dr., $930. '51 Silver 
Streak (8) 4-dr., $775, $750, $560; 2- 
dr., $695°. °49 Silver Streak (8) club 
coupe, $410. ’48 Torpedo, (6) 4-dr., $135. 

—e Champion 4-dr., $370, 
325, 


WILLYS—'53 4-dr., $835. 
MISCELLANEOUS — ’51 Henry J (6) 2- 
dr., $175. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
Resday. Prices are for sale of Aug. 4.) 
(Exeelient sale and activity. Sold 127 
tars out of 152 offerings.) 
BUICK—’53 RM 4-dr., $1,760* (ps), $1.- 
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RY — '53 Custom 4 
"62 4-dr., $1,270*, 


$800*. '49 4-dr., $425 
NASH—’51 Super 4-dr., 
OLDSMOBILE— 


Used-Car Auction Prices 


4-dr., $1,905", 
"52 (88) Holiday, $1, 510°; 
"51 (88) conv., 


$520°; (98) +. 


4-dr., $1,285°. 
. '49 (88) 4-dr., 
5* 


PACKARD — '53 Cavalier 4-dr., 
vale (200) 4-dr., $1,000*. 
YMOUTH—'54 we 4-dr., $1, 430. 
~~ 4-dr., 
Cranbrook 4-dr., 
Belvedere, $760. 


; Riviera, $1,050°. 
"50 Special 4-dr., $585. 
. '48 Super 4-dr., 


Riviera, '$910*. 

"49 Super 4-dr., 
40. mind”? 

CADILLAC—'53 (62) 4-dr., $2,855°. MEROURY. O55 Monteres 


. "51 (62) conv., 49 4-dr., $300°. 


. °S1 Cranbrook 
50 Deluxe 4-dr., $525, 


$545. 
PONTIAC — ’54 Chieftain (8) 4-dr., $1,- 
. "52 Chieftain (8) 4-dr., $1,105*. 
Silver Streak (8) 2-dr., $795*. 
(8) 4-dr.,’° $460*, 
STUDEBAKER — 


‘VROLET — °54 (210) 2-dr., $1,670*, 
$1,580, $1,575; 4-dr., $1,650. 
coupe, $1,385; (210) 4-dr., $1,345*, 
245, $1,215; club coupe, rae 
Deluxe 2-dr., $830°, 


'50 SL Deluxe 4- dr., $585, 
‘49 SL Deluxe’ 2-dr., 
“FL Aerosedan, 


cuRYSLER— 51 Windsor 4-dr., 
’50 NY 4-dr., $465°. 


20°. 
DesOTO 53 Fire Dome (8) 4-dr., 


(ps). 
DODGE—'50 Meadowbrook 4-dr., > 
FGRD — '54 Crest (8) Victoria, $2,080*; 
Main (6) 2-dr., $1,495, $1,435. 
, $960. °52 Custom (8) 


pe, $350. 
NASH—’51 Rambler station 
OLDSMOBILE—’ 


*51 SL Deluxe 


52 Commander 4-dr., 
i Commander 4-dr., $4 
MISCELLANEOUS — 52 GMC '%-ton ‘pick- 
"51 Frazer 4-dr., $485*. 


Suburban, $1,815. 
; Cranbrook conv., $730. '49 Deluxe 


(Soderberg - Kline Auto Auction. 
every Thursday. Prices are for sale of 


(Market firm, Sold 56 cars out of 97 


offerings.) 
BUICK—’54 Super 4-dr., $2,435*. 
. "52 Super Riviera 


(Oakland Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 4.) $610. ’50 Custom (8) club coupe, $600*; 
strong, weather excellent. 4-dr., $585, $550*; Custom (6) 4-dr., 
Sold 70 percent of cars offered.) $280. '49 Custom (8) 2-dr., $480, $450*; 
BUICK—’54 Super Riviera, $2,705*; Spe- 4-dr., $480, $425; conv. 
$2,200*. °'53 Super Riviera, (6) 4-dr., $350. 48 %-ton pickup, $335. 
. 52 Super Riviera, $1,- "47 Custom (8) 2-dr., $200; 4-dr., L 
$1,205*. °48 Super 4-dr., °46 Custom (8) 2-dr., $180; Custom (6) 


4-dr., $845°*. 


05*, $7! 
$570°" $510; 4-ar., $525. 
%-ton panel, 
Custom (8) 2-ar., $250. 
HUDSON—’51 Hornet 4-dr., le 
LINCOLN—’54 Capri Hard Top, 


’49 Custom (8) coupe, $1,170*. 

CHEVROLET—’54 Bel Air conv., $1,900*; 
. (210) 4-dr., $1,- 
; %-ton pickup, $1,410. 


$165. 
. 52 SL Deluxe 2-dr., CADILLAC—’54 (62) coupe, $4,845* (ps); 





- TOP SECRET... 





NOW... 
LOOK HERE! 


‘51 SL Deluxe 4-dr., $620*; club coupe, $4,650* (ps). 
2-dr., $490; %-ton pickup, $575. ‘50 2- cial 4-dr., $3,500* ati - 
ton truck, $305. '48 FL 4-dr., $300. '47| 515°; (62) 
PL Aerosedan, $175. 3 
CHRYSLER — ‘52 Saratoga club coupe,| $2,960*. '52 (62) ee 
$1,235"; Windsor club coupe, $760. 62 
popar—"s3 an aTeee 4-dr., $1,100*. ‘51 $785; 2-dr. $700*. °47 (62) 4-dr.. 
FORD bs Main (8) Ranch Wagon, $2,- 4 
175; Custom (8) Country ‘sedan, $1,985; CHEVROLET—'54 Corvette conv. gio: 
$1,865", $1,650; Crest (8) Bel Air coupe, oh’ a #. 
"53 Custom (8) 2-dr., $1,-|. (210) 4-dr.; $1,680. 
* 4-ar., $1,060*; Main (8) 2. $1,710*; (210) 2-ar., $1,988; 
a . 52 Main (8) Ranch Wagon, 305; (150) 2-dr., $i, 195, $1, 18. be 
$1, 190; 2-dr., $880. '50 Custom (6) 2- "52 SL Deluxe club coupe, $265. 
. '49 Custom (8) 4-dr., $375. 51 SL Deluxe conv., $910°; 
» CHRYSLER—’51 Windsor coupe, $1,085°: 
¥—'53 Monterey Hard Top, §$1,- 4-dr., $1,100*. '47 Windsor 4-dr., $295: 
'51 4-dr., $855*, $710, $660. °49 conv., $175. °'46 Windsor club 


DeSOTO — °52 Custom 4-dr., sere. 


10*; conv., 100° 


club coupe, $1,670*. * 
530*; coupe, ‘31, 475°. 48 


$325". "46 (62) 4-dr., $455°. 


wagon, $555. 
(88) Super 4-dr., $2,- a 4-dr., $580°, $545*. 


54 

"51 (88) 2-dr., $1, 045°. » $290. 

"50 (98) coupe, $700. popak+ss Coronet (8) 2-dr., 
PACKARD—’50 club sedan, $550. "51 Meadowbrook 4-dr., 0; 
PLYMOUTH—’54 Belvedere station wag- panel, $230. ‘50 Coronet 

on, $2,305; Plaza station wagon, $2,050;|' Coronet 2-dr., $395. '48 
'51 Concord Suburban, $300*, $215.'°47 Coronet club coupe, 


$255. 
FORD — '54 Crest (8) Victoria, $2. 
*52 Commander 2-dr., "53 Crest (8) Country Squire, $1,900*. 
'48 Commander Land Cruiser, 4-dr., $1,350, $1,340, $1,260; Main 
Ranch Wagon, $1,610; Custom (8 
$1,400. ert, va $000: 

AKLAND conv., $1 tom (8) 2-ar., $040: 
0 > CALIF. 1%-ton pickup, $830. 51 Custom (8) 
conv., $750; 4-dr., $720; %-ton pickup, 


4-dr., $115. 


» NEW Twist! 


ae eel 
MIRROR WITH 


THE HIDDEN 
MOUNTING SCREWS 







Now you see ‘em—now you don’t! 
It’s a lulu of an idea because now, 
for the first time anywhere, 

a body-mount mirror has been 
engineered with the mounting screws 
COMPLETELY HIDDENI 


THE SECRET IS IN THE BASE! 
Twist—it’s open and ready for mounting! 
Click—it's locked! And the fixed tension 
axis screw is guaranteed never to loosen! 





RT CUSTOM STYLING SETS THE JF 
COMPLETELY APART FROM ANY 
NT MIRROR ON THE MARKET 


One glance tells a lot about this new 
JF beauty. You see its sweeping wing design— 
its gracefully tapered tubular turret 

on which the mirror head is mounted. 
You see the “Lock-Tite” Phillips 

head screw which locks the mirror head 
to any fixed position—never droops 

or sags. You see a striking chrome finish 
that’s unmatched for sparkle. 

THE ONLY THINGS YOU DON’T SEE 
ARE THE MOUNTING. SCREWS. 

May be mounted on either 
left or right side of the automobile. 
Ingenious—these Joma people! 


NO. JF96 (4%” offset head) LIST— $5.30 


LOOK — IT’S SIMPLE! é 


Position self-adhering pre- 
cut_template—drill—attach 
that’s all! 


JOMA MANUFACTURING CO., INC. 


NEW YORK 72, NEW YORK 


$375; ‘Custom 


(Continued on Page 56, Col. 3) 
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Affecting Factories and Dealers .. . 


Auto Advertising 


Nash Cosponsors Saturday Night Revue— 

R C. Robertson (center), of Geyer Advertising, Inc., Nash advertising agency, signs 
the order for Nash's cosponsorship of the Saturday Night Revue over the NBC-TV 
network, starting late this month for four weeks. At left is George Frey, NBC sales 
vice-president, and at right Lynn Phillips, NBC account executive. 


how new-car and truck production and sales are making out? AUTOMO- 


wi 
gives you the entire story every week throughout the year. 


hesion 


spender on advertising per car sold, 


By Marty 
Staff Writer 
The automobile industry spent 
an average of $17.59 per car on 
new-car advertising during 1953, 
according to a survey conducted by 
Advertising Age. 


percent more during 1953 than 
the $17.35 per-car cost recorded 
in 1962. 

Total auto ad investments reach- 
ed a record peak of $100,491,268, or 
40.3 percent more than the $71,- 
625,623 spent in 1952. The 1953 total 
also was 28.9 percent more than the 
$77,900,978 spent in 1950, the pre- 
vious record year. 

Chevrolet maintained its reputa- 
tion as being the lowest advertiser 
on a per-car basis, despite the fact 
it hiked its per-car ad cost from 
$6.69 in 1952 to $7.94 last year. 

Lincoln, perennially the top 


again was high in 1953 with an ad 
investment of $103.38 per car, the 
survey said. This, however, was 
lower than the $108.11 spent for 
each car in 1952. Lincoln’s total ad 
outlay jumped from $3,147,147 in 
52 to $4,049,469 last year. 

Although Chevrolet was lowest 
on a per-car basis, it led all other 
makers in the amount spent on 
new-car advertising. This amount, 
$10,661,320, was due primarily, how- 
ever, to the fact that it led all 
other lines in sales. 

Buick, which placed fourth in 
sales last year, was second to 
Chevrolet in total expenditures 
with an outlay of $10,530,921. It 
spent only $7,404,122 in 1952, but 
its per-car outlay in 1952 was 
$23.82, as compared with $23.29 
last year. 

Ford, second highest in sales, 
placed third in total ad expendi- 
tures with $10,319,786. Ford’s ad 
cost per car, however, declined 
from $9.55 in 1952 to $9.24 in 1953. 
Plymouth, which placed third in 


“ry 
£ 


New DUCO Primer Surfacer gives you 
fast, trouble-free, more UNIFORM jobs. 


DUCO Primer Surfacer offers these six big improvements to make your 


refinish jobs easier . . . save you money: 
GREAT ADHESION AND FLEXIBILITY . . . It resists chipping, 
ing, even under the worst conditions. 


REMARKABLE STABILITY .. . Less settling, both reduced and unreduced, 


means better, more uniform jobs. 


BE FOXY— 
WATCH YOUR PROFITS JUMP 


peeling or flak- 


EASIER SANDING . . . Primer Surfacer sands wet or dry 30 minutes after 


application. 


It helps give a rich, smooth gloss to top coats. 


ECONOMY . .. Primer Surfacer contains high solids that fill file marks 


and pits quickly with less material. 
DUCO Primer Surfacer is the best! Try it today . . 
on every job. 


. and you’ll use it 


E. I. du Pont de Nemours & Co. (inc.), 
Refinish Sales, Wilmington, Delaware. 


BETTER ‘THINGS FOR BETTER LIVING. 


- THROUGH CHEMISTRY 


WITH buco PRIMER SURFACER 


Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 


sales, took ninth place in ad ex 
penditures, despite the fact it 
jumped from $3,316,481 in 1952 to 
$5,089,357 last year. Plymouth also 
showed a per-car jump from $7.66 
in 1952 to -$8.48 last year. 


per car to $52.28 per car. 

The total ad budget for Kaiser 
in 1953 decreased from $1,819,159 
in 1952 to $1,787,947 in 1953, but the 
ad cost per car rose from $44.35 
in 1952 to $78.33 in 1953. Willys’ ad 
expenditure rose from $2,635;728 in 
1952 to $3,172,110 in 1953, or from 
$64.26 per car to $74.76 last year. 

Jumps $2 Million 

Pontiac jumped its total ad ex- 
penditures from $3,961,264 in 1952 
to $5,999,081 in 1953, and hiked its 
per-car ad costs from $11.87 in 1952 
to $15.55 last year. 

Oldsmobile increased its per-car 
ad cost from $18.16 in 1952 to $20.34 
last year, while its total ad ex- 
penditures were jumping from $3,- 
961,264 to $6,217,106. 

Mercury spent $7,994,715 on ad- 
vertising last year, as compared 
with $5,023,731 in 1952, and upped 
its per-car ad costs from $27.03 in 
1952 to $27.79 last year. 


Dodge upped its total ad ex- 
penditures from $5,360,043 in 1952 
to $6,230,060 in 1958, but dropped 
its per-car ad costs to $21.57 in 
1953 from $21.75 the previous year. 

Studebaker boosted its total ad 
outlay from $2,660,603 in 1952 to 
$3,913,178 last year, and hiked its 
per-car ad costs from $16.85 in 

1952 to $24.27 last year. 

Chrysler advanced its per-car ad 
cost from $34.12 in 1952 to $35.34 
last year, and hiked its total ad 
expenditures from $3,868,512 in 1952 
to $5,443,074 in 1953. 

Shows Big Gain 

Nash showed a $32.09 per-car ad 
cost in 1953, as compared with 
$20.38 in 1952, and increased its to- 
tal ad outlay from $2,904,824 in 
1952 to $4,412,412 last year. 

DeSoto’s ad costs drop- 
ped from $35.17 in 1952 to $33.60 
last year, but total ad expendi- 
tures went up from $38,224,172 in 
1952 to $4,110,102 last year. 

Cadillac’s total ad expenditures 
dropped from $3,672,920 in 1952 to 
$3,420,435 in 1953, while its per-car 
costs were dropping to $34.69 in 
1953 from $41.83 the previous year. 

Packard jumped its per-car ad 
costs from $54.52 in 1952 to $58.62 
last year, while its total ad expen- 
ditures also were going up from 
$3,617,417 in 1952 to $4,166,659 last 
| year. 
| Hudson hiked its per-car ad costs 
from $34.57 in 1952 to $54.07 last 
year, while its total ad outlay was 
increasing from $2,713,668 in 1952 
to $3,611,802 last year. 
> oa * 


Swaim, White Join Grant 


Eugene H. Swaim, formerly in 
charge of publicity on the Hudson 
account at Brooke, Smith, French 
& Dorrance, has been appointed as- 
sistant director of the Dodge News 
Bureau at Grant Advertising, Inc. 
He replaces Robert J. Gordon, III 
who was killed in an automobile 
accident in June. 

Prior to joining BSF&D three 
years ago, Swaim was associated 
with the Sidney Bielfield adver- 
tising agency in Detroit. He also 
worked for the Detroit News. 

In his new position, Swaim will 
serve as assistant to James W. Mc- 
Candless, director of the Dodge 
News Bureau. 

Will C. Grant, president of the 
firm, also announced the appoint- 
ment of James V. White to the 
public relations staff of the Dodge 
News Bureaa. For the past two 
years he has been associated with 
the public relations and sales pro- 
motion. departments of Kaiser. 

a7 s * 


Tips on Travel Activities 


| “Vacations and Travel,” a 20- 
page booklet on the holiday activi 
ties of subscribers to Householi 
magazine has been issued by Cap- 
per Publications. 

The survey covers type of trans- 
portation 90.8 percent traveled in 
autos, trip duration, type of lodg- 
ing, distance traveled, time of 

and future 


plans. 

Copies may be obtained from 
Victor Hawkins, Director of Re- 
search, Capper Publications, Inc.. 
912 Kansas Ave., Topeka, Kans. 
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Finishing Touches At New Engine Plant! 


PACKARD PROGRAM 
KEEPS MOVING AHEAD 


The Surge Ahead Continues At Packard . . . And The 
Results Show In Every Operation 


CKARD PLANNING IS PAYING OFF— 
in increased production facilities . . . 
continued research and engineering 
success . . . a dynamic sales program ! 


ing the merchandising organization to 
sell them. 

A convincing example of this spirit is 
the company’s new 1,000,000-sq.-ft. 


An aggressive “move ahead” spirit is 
evident throughout the Packard 
organization. It’s the spirit of con- 
stantly improving two superior lines 
of quality automobiles—and improv- 


PRN SEE Tah 


ee eee od 
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manufacturing facility in Utica, Michi- 
gan. Shown above are two Packard 
specialists preparing a giant transfer 
machine for full production when the 
new plant opens. 


‘ 
Pe 


< Ess Pi east SR pe A ~ - Oe a 
GEORGE H. BRODIE, VICE PRESIDENT of Defense and Industrial Opera- 
tions, confers with Navy engineers on the new gas-turbine engine which the 


company is developing under a major defense contract. This represents 
another phase in Packard’s diversification program. 


A Good Franchise 
for Today... 
and Tomorrow 


PACKARD MOTOR CAR CO., DETROIT, MICH. 


plete company advertising and publicity backing. Both 
the principal Albany newspapers carried advertisements 
_ and news releases during the week of the big opening. 


TYPICAL OF THE FULL promotional support which 
Packard gives to its dealers is Kaye-Packard (above) 
which opened recently in Albany, New York, with com- 











White Chadwick wy ot 
Kigh-prodt Hydra’ Matie special service? 
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Used-Car Auctions | 


THE HERMAN FORWARD 


CONTROL Delivery Body 


Slama cir ee ee 





WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING) 


SUPERIOR BECAUSE: 
1, EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 
8. NON TANGLING 


METAL EYELET TAGS & DEADLOCKS 


: Shipment Prepaid if 
eo Check Accompanies 


rwise C..O. D. 


250 
GARD Priating Company... 
GRAN 


D ISLAND, N. Y. 





Kent-Moore 


ORGANIZATION, INC. 
$105 GENERAL MOTORS BLDG. - DETROIT 2. MICH. 


(Continued from Page 53) 


KAISER — '53 Manhattan 4-dr., $1,810*. 
‘51 Deluxe 4-dr., $675*. 
LINCOLN — ‘49 4-dr., $250°. ‘48 conv., 


110. 
—'S54 Monterey Hard Top, §2,- 

460*, ,365*; Custom Sport » $2,- 
400*. °53 Monterey coupe, $2,015*, §1,- 
855°; 4-dr., $1,890*. '52 Monterey 4-dr., 
$1,425*; 2-dr., $1,265*. ‘51 Monterey 
station wagon, $1,105"; 2-dr., $830*, 
$770; “9 §750°, * 2-dr., 
$785". ‘49 4-dr., $520*, $415*; 2-dr., 
$445; conv., $260°. '47 4-dr., $150. 

— '5 tesman 4-dr., $610. ‘49 
(600) 4-dr., $2: 


; 2-dr., 15. 
— '51 (98) 4-dr., $1,120; 
(88) 2-dr., $1,100; 4-dr., $1,225*. °50 
P . '49 (98) conv., 
$585*; 2-dr., $470*; 4-dr., $450*, $415*. 
"47 (88) eo $300; (66) conv., $200; 
. 


ACKARD—'53 4-dr., $1,365*. ‘52 4-dr., 
$1,355; 2-dr., $1,095. ‘50 4-dr., $390*, 
$375*. 
PLYMOUTH—’'54 Savoy 4-dr., $1,750. ‘53 
Cambridge 4-dr., $1,110. '52 Cranbrook 
. *. '51 Cranbrook 4-dr., $735*; 
2-dr., $570. '50 Cranbrook 2-dr., $485. 
'49 Special Deluxe station wagon, $575. 
PONTIAC — ‘53 Chieftain (8) Catalina, 
$1,760*, $1,605*; 4-dr., $1,465*, $1,445*. 
"52 Chieftain (8) 4-dr., $1,195*. ‘51 Sil- 
ver Streak (8) 2-dr., $930*; Silver 


. '46 Torpedo (6) 4-dr., $195. 

STUDEBAKER — ‘51 Commander 4-dr., 
$665; Champion 4-dr., $580*. '50 Cham- 
pion 4-dr., $435*; club coupe, $425; 2- 
dr., $420; coupe, $355*. ‘49 Champion 
4-dr., $360°; Commander 4-dr., $245*. 

WILLYS—’'50 Jeepster, $310*. 

MISCELLANEOUS—’'53 GMC %-ton pick- 
up, $885; Henry J Corsair, $690*. °52 
International %-ton pickup, $755; MG 
Midget roadster, $1,000. *49 GMC Carry 
All, $625. 

+ * + 


— Auctions in Brief — 


MINNEAPOLIS 
Minneapolis Auto Auction. Every Wed- 
. Good action on really 
sharp cars today. Prices held again for 
on third straight week. Sold 107 out of 


* s « 


NO. LITTLE ARK. 
Arkansas Auto Auction. Every Tuesday 
(Aug. 3). Sold 46 out of 76. 
* “ ~ 


JESSUP, MD. 
Colie’s Auto Auction. Every Wednesday 
(Aug. 4). Market average. Sold 33 out of 
56. 


NEW YORK CITY 
Skyline Auto Auction. Every Tuesday 
(Aug. 3). Market very firm here. Clean 
autos in very strong demand. Consignment 
off today, due to very heavy rainstorm. 
Sold 70 percent of cars gatenes. 
* + 


GRAND RAPIDS, MICH. 
Grand Rapids Auctions, Inc. Every 
Tuesday (Aug. 3). Market still very strong 
on sharp and clean units. Sold 60 out 


of 98. 
. == 


EBENSBURG, PA. 

Ebensburg Auto Auction. Every Thurs- 
day (Aug. 5). No indication of an ‘mme- 
diate drop in either demand or prices. To- 
day’s sale was excellent in spite of day- 
long showers. Sold 79 out of 103. 

* * * 
FARGO, N. D. 

Tri-State Auction Co. Every Thursday 
(Aug. 5). Market off from previoys weeks 
and buying slow. Sold 40 out of 93. 

~ ~ * 


PHILADELPHIA 
Harold B. Robinson Auction Sales. 
Every Tuesday and Thursday (July 29- 
Aug. 3). Buyers seem a little more cau- 
tious this week, although prices remain 
the same. Sold 153 out of 209. 
* * * 


WINDSOR, VA. 

Windsor Auto Auction. Every Thursday 
(Aug. 5). There were plenty of clean used 
cars and a good variety of new ones this 
week. Sold 80 pegeust. 

* * 


‘A. 
anheim Auto Sales & Auction, Inc. 
every Friday. Market good Aug. 6 
with 172 cars sold out of 240 offerings. 
* * * 


DANVILLE, VA. 
Danville Auto Auction. Sale every Wed- 
nesday. Aug. 4 sale saw best percentage 
of sales in long time. Sold 71 cars out of 


89 offerings. 
* * 


* 
N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed- 
nesday. Activity at Aug. 4 sale was brisk. 
Sold 80 cars out of 101 offerings. 


Key to Planning 


City Development Seen Tied 


To Motoriszsation 


LOUISVILLE. —City planning 
must be based on the increasing 
importance of the automobile in 
recreation, schools, business, indus- 
try, homes and subdivisions, Har- 
land Bartholomew, city-planning 
consultant of St. Louis, told re- 
porters here. 

“The auto,” he said, “has changed 
the scale of our cities. It has spread 
cities over wider areas and left 
them with the problem of blight in 
their older sections.” 

Bartholomew was here for con- 






Hubers Buys Stumpf Firm 






Milton H, Hubers has purchased 
Stumpf Bros., Inc. (Ford), Lan-| (Ford), Buffalo, has named his 
caster, N. Y. Hubers, formerly sales 





TRADE MARK 


dealership Milt Hubers, Inc. 








New, improved DuPont 


OREL| 


Ponetratin 


Rubber Lubricant 


PREMIUM QUALITY—TAKES OUT SQUEAKS— 


KEEPS OUT SQUEAKS—WON’T WASH OUT 


“Orel” is an exclusive 
Du Pont formula. Un- 
like petroleum-based 
lubricants, it cannot 
harm rubber. It con- 
tains no castor oil or 
graphite...does not dry 
éut or wash out even 


to rain and washing. 


“Orel’’ stops squeaks 
and keepsthemstopped. 
Order new, improved 
Du Pont “Orel” next 
time you talk to your 
jobber—there’s noth- 
ing else like it! 





ferences on a three-year survey of| OREL silences squeaks ... 
urban development under a co-| stops complaints! Putitin 


ordinated master plan. 


your lubrication routine. 
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BETTER THINGS FOR BETTER LIVING 
++» THROUGH CHEMISTRY 
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Sinor. Unofficial estimates are that 
up to $150 million in additional 
State revenue will have to be raised 
by the 1955 Pennsylvania Legisla- 
ture to balance a potential deficit 
for the last half of Fine’s adminis- 
tration and pay expanding school 
subsidies in the 1955-57 biennium. 

Pennsylvania’s new 1 percent 
general sales tax, which will expire 
Aug. 31, 1955, unless reenacted, fell 
$20 million short of anticipated 
revenues during its first eight 
months of operation. Whether to 
extend and possibly increase the 
tax will be one of the major issues 
| confronting Pennsylvania lawmak- 
| ers next year. 

Although no new sales taxes 
were enacted this year, the legis- 
latures of Kentucky and Virginia 
indicated such measures may be 
given serious consideration when 
they convene again in 1956. States 
in which new sales taxes may be 
considered next year include Ida- 
ho, Massachusetts, Minnesota, 
Nebraska, New Hampshire, New 
Jersey, Vermont and Wisconsin. 

Increased sales taxes are ex- 
pected to be proposed in a num- 
ber of states, including Arizona, 
California, Dlinois and Mississippi. 

Add Texas to the long and grow- 
ing list of states in which gasoline 
|tax increase legislation will be 
pushed next year. State Highway 
Commission Chairman E. H. Thorn- 
ton has revealed a proposal for a 
ec, 7 remem two-cent increase in the State gas- | 

oline tax, will be introduced in 1955. 

The Montana Governor’s Interim 
Highway Finance “Committee, in 
TING SYSTEMS | connection with its search for add- 

ed highway construction revenue 
and a more equitable distribution 
of the highway-user tax load, is 
considering proposals for revision 
of the State’s gross vehicle weight 
tax schedule to obtain more funds 
from that source. Also being con- 
sidered by the study group is a 
proposal for a new nonrefundable 
tax against all petroleum products, 
as an alternative to increasing the 
present State gasoline tax rate. 

x * 


Toll Road Moves 


W toll road developments in- 
clude announcement of Sept. 1 
as the groundbreaking date for 
construction of the 156-mile, east- 
west turnpike across nothern In- 
diana. A $280 million revenue bond 








“i 





9 SYSTEMS 
the project, which is scheduled for | 


T ! 
0 CHOOSE FROM! completion in late 1956. The route | 


disappearing single type—3” | will run from the Indiana-Illinois 
ee Se =, line east of Chicago to a connec-| 
plug-in tion with the toll superhighway 


a 


northern Ohio. The latter project, | 


LAE 
H 


a 


PNSLeePS 


der contract. 

West Virginia’s Turnpike Com- 
mission is expected to act at its 
"The Worlds Finest Exhaust System" Aug. 26 meeting on the establish- 

ment of opening dates for all or 

ENGWALD CORPORATION part of its 88-mile, $133 million toll 
357 Lafayette Ave., Brooklyn, N. Y.| highway. The commission has been 
advised that the entire length of 
the turnpike between Charleston 
and Princeton could be opened to 
traffic sometime in October. 

Steps to validate an $39 million 
revenue bond issue to finance the 
projected 110-mile southeast 
Florida toll superhighway were 
started in the courts despite ob- 
jections by LeRoy Collins, Demo- 


eee ee trucks cam teas 
Write for our new med bose conbda 


AUTO 
TURNTABLES 


Legislative Roundup 





(Continued from Page 13) 
its tax system for the next gover-|to run from Virginia Beach to 


Nags Head, can be completed next 
summer, has been expressed by 
North Carolina Highway Chairman 
A. H. Graham. Preliminary engi- 
neering and financing steps are 
now under way. 

oa e * 


Action in Mass. 


T HAS been announced that con- 

struction work on the $239 mil- 
lion east-west Massachusetts toll 
highway will be let in relatively 
small contracts to speed completion 
by the end of 1956. 

A report on the 118-mile New 
Jersey Turnpike listed net revenues 
for the 12 months ended June 30 as 
totaling $18,999,915, an increase of 
$2,348,162 over the net for the pre- 
ceding 12-month period. 

An opinion upholding the valid- 
ity of the 19538 Kansas toll road 
enabling act was handed down 
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toward the and con- 
struction of the $140 
million turnpike from Kansas 


ellington. Chairman 

Moss of the Kansas Turnpike 

eee coat said the favorable 
court ruling would permit the 
agency to keep its timetable of 

offering bonds for sale by Oct. 1 
and actual construction to get 
under way before the end of the 
year. 

Governors of Ohio, Indiana and 
Kentucky have agreed the three 
states should jointly retain engi- 
neers for studies aimed at paving 
the way for a toll road and bridge 
network linking Indianapolis, Cin- 
cinnati and Louisville. 

In the field of truck regulation, 
Gov. Robert Meyner signed into 
New Jersey law a bill extending for 
three years, until Mar. 31, 1958, an 
exemption from a single axle load 
limitation of 22,400 pounds for all 
vehicles originally registered in the 
State, or contracted for purchase 


on or before Mar. 1, 1960 
= * + 


Repeal of Demerit System 
Asked in Massachusetts 


issue was previously sold to finance | - 


now being constructed across | 


running 241 miles, ig now fully un-| F 





cratic gubernatorial nominee, that 
plans for the so-called “bob- 
tailed” turnpike, from Miami to 
Fort Pierce, “are not logical and 
sound.” 

Collins contends the pike could 
be built for less and hag been as- 
sembling data intended to support 
that argument. He favors a state- 
long turnpike and believes plans 
for such a facility would be jeopar- 
dized unless the Miami-Fort Pierce 
Ch N P| link is constructed at the lowest 

rome Cas ame possible cost. 

Quality rid ey plates at an pa Chairman Marvin Adams of the 

Prices, no die charge. Orders filled in 3|l0rida Turnpike Authority de- 

Weeks. Send us your sample plate or rough | Clared his agency would abide by 

sketch for our competitive prices. estimates of its engineers unless 

they are proven wrong. Meanwhile, 

New LOW, LOW Prices the acting governor rejected a re- 

quest for a special session of the 

AUTOMOTIVE SPECIALTIES CO. | Florida Legislature to consider the 
aay a | turnpike issue. 

3726 aS Ave. Phila. 4, Pa. one — serious, See 


Manctactured by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 








Rep. Manassah E. Bradley, of 


by the State Supreme Court te 
Boston, has filed a bill in the 


clear the way for further steps 


57 


Massachusetts Legislature asking 
for repeal of the demerit system 
for vehicle drivers. The precedure 
was enacted in 1963. 

Bradley protested that the sys- 
tem eventually would lead to in- 
surance companies imposing a 

greater financial burden on oper- 
ators who build up a number of 
points through minor violations and 
accidents. He also says there is 
no assurance that operators with 
clean records would receive lower 
premiums. 


+. * * pee 
N. H. Legislature to Get 
Speed Limit Proposal 

A measure proposed for introduc- 
tion in the 1955 Legislature would 
discdrd “horse-and-buggy-day” 
speed regulations on New Hamp- 
shire highways and establish a 
more reasonable law. 

Spokesmen for the State Motor 
Vehicle Department and the State 
Police Department, which are sup- 
porting the move, said they would 
strike out language of the existing 
law which defines “business,” “rural 
residence” and “urban residence” 
areas and give the commissioner of 
public works the authority to ap- 
prove speed limits for various sec- 
tions of the state’s highway system. 








DEALERS KNOW: 





SERVI-CAR SERVICE 


sells more NE Cars > 
st . , cy \ \\ / J sani (mk : ana: 


Satisfied service 
customers are your best 


new car prospects 


T’S easy to turn satisfied service customers into new car 
buyers when you use a Harley-Davidson Servi-Car. This 
practical three-wheeler really builds customer good-will with 
quick pickup and delivery. Customers who like your service 
will naturally see you first when they need a new car. What’s 
more, the sturdy, compactly designed Servi-Car adds many 
square miles to your service territory — actually puts more 
customers in your “neighborhood.” Join the thousands of suc- 
cessful car dealers all over the country who keep profits rolling 
in and new car sales up with the Servi-Car. Ask your Harley- 
Davidson dealer for your free copy of the Servi-Car booklet: 
“It Pays to Give Service,” or write direct., HaRLEY-Davmson 
Moror Company, Department AN, Mr:wavKEE 1, WIsconsIN. 











HERE’S HOW THE SERVI- 
CAR HELPS YOU TO 
BIGGER PROFITS! 


© Keeps business rolling in all year 
‘round, 


© Builds good-will with convenient 
service. 


© Gets jobs in and out of the shop 
quickly. 

® Prevides continuous advertising 
wherever it goes. 

© Saves time 6n errands for parts and 
accessories. 

® Keeps costly shop and service equip- 
ment busy. 

© Gives safe, economical easy-to-oper- 
ate service. 


HARLEY-DAVIDSON SERVI-CAR 





SELLS MORE SERVICE 





XL 





Fs 
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In the Letterbox 


(Continued from Page 4) 
anyone, just nibble, nibble, and 


nibble with one goal in 
eo . : Laurgenz, Med- 


Pa.—Increas- 
ing the number of telephone calls 
made evenings has stepped up new- 
ear sales considerably, reports R. 
Th Beadling, of Beadling Motor Co., 

c, 


In between handling showroom 
traffic, two salesman together make 
as many as 40 calls between 6:30 
and 9:30 p.m. Conversations are in- 
formal. A little coaxing or joking 
often sets reluctant prospects to 
chatting. 

’ ‘Two out of 40 calls generally turn 

up prospects in a buying mood, 
Beadling finds. In addition, he says, 
the telephone is a good medium for 
lining up future business. 

It’s surprising, Beadling says, 
many persons will tell you per- 
sonal things about themselves that 
will help you make a sale later on. 


‘NOTA 


And also for them to follow through 
in cooperation toward junking, so 
that we would not need too much 
paper work to make the venture 
work, : 

Third, we might also have a 
Field Day around the Fourth of 
July, or some holiday, to get all 
cars at one place into a large pile 
for sort of a bonfire. Use the pub- 
lic and the state government to 
create a “Hazards Removal Day” 
to get all junkers into this large 
pile on that day. Also perhaps 
have fireworks and general enter- 
tainment, and burn as many old 
cars and trucks in one pile as 


possible. A place where we could 
have time to clean it up afterwards. 

All in the interest of depleting 
the market and creating a shortage 


LOCC LH \ ie 


PAINT! 


EXCLUSIVE PERMANENT ADHESIVE PROCESS 
GENUINE 100% WHITE azex RUBBER 
For a few dollars, tires can now be glamorized 
with Nu-Way White Wall discs. Every black tire 
can become a luxury accessory with very little 
effort. Automotive dealers, retailers, service sta- 
tions and distributors have proclaimed Nu-Way THE way to greater sales. 


Exclusive Distributorships still open. Write today! 


NU-WAY WHITE WALL 1797 W. Adams, Los Angeles 18, Calif. REpublic 1-2262 


would post $100 to pay for picking 
sight—to | up d demolishing 


transpo: 
purchasers. Those purc 
other junk parts from the junked 
cars we have junked, so that we 
lose them from our service and 
parts departments. 

If we destroyed enough of these 
cars, we would then “up” these 
purchasers into higher-priced units, 
and, beneficially to us, bring them 
into our service and parts depart- 


In comparison, our plan, if we 
could work it, would be a sort of 
a plan taxation on our own. It 
would do somewhat the same thing, 
destroy the old vehicle. But it would 
be old worn material, instead of 
new material. And would return to 


together for a venture such as 
this, and to be to the public good. 

Fifth, it was my experience in 
the last three months of 1953, my 
percentage of mark-off was ap- 
P $8,500. This is $4,000 
more than I had planned to drop. 
Now taking the $4,000, dividing it 
roughly into my deal of 75 cars, 
would approximate $54 per car, 
which may indicate poor manage- 


WHITE 
SIDE 
WALL 
DISCS 


- ae 
(aa be Lut aa tu 


(ade 4 ee MeL ee agane 


Texas U. C. Dealers Stage Safety Drive— 


This big sign in Lubbock, Tex., was set up by members of the Texas Independent 
Automobile Dealers Assn., which is promoting its second annual safety campaign. 
Shown (from feft) are C. C. Worrell, Dale Robbins, H. C. Poindexter, Hal Langford, 
Otis Maner and Bill Stewart. All cors tested for safety are provided with safety 


stickers. 


ment on my part. However, it does 
give some sort of an indication of 
what could be figured in loss per 
car through the year. If we could 
take just half that figure and use 
it as a cost per unit loss, and pay 
that much into the kitty cooperat- 
ing with one another to such an 
extent that the amount kicked in 
might allow a better appraisal in 
the used-car, and therefore perhaps 
make it self-supporting. 

Let’s measure the real effect of 
the good that would come out of 
this: 


1. We remove from the highway 
the dangerous vehicle, that could 
be the cause of death. 

2. It is a hazard to all the in- 


sured personsson the road. Be- 
cause of its involvement in ac- 


' 8. It would reduce accidents, be- 


Volkswagen Sells 
Itself, Ottawa 
Dealer Says 


cause as a better car replaces it, 
the greater pride in having a better 
car makes for having a more care- 
ful driver. 

4. Insurance could be reduced by 
fewer accidents, and thereby allow 
greater purchasing power, because 
of the savings made thereby. 

Most of the dealer body is made 
up of good selling organizations. 
Why not use our sales ability to 
create better business within our 
own industry.—Frep G. Hazsn, 
Chepachet Service Station. (Chev- 
rolet), Chepachet, R. L. 


OTTAWA.—Despite the absence| / 


of fantastic tradein propositions, 
high-pressure selling methods and 
price chopping, one dealer here is 
scoring a spectacular success in sel- 
ling new cars, even without any 
extensive advertising. 

According to Gerry White, sales 
manager of Midtown Garage, sales 
of Volkswagen cars by his firm 
have increased tremendously this 
year through “word of mouth.” 

“When a customer drives a car 
for 30,000 miles or more and has 
no trouble, no major repairs, he 
helps us to sell more of these cars,” 
White said, adding that these cars 
carry a guaranty for 6,000 miles 
or 6 months. 

“The car is doing its own selling,” 
he continued. “Our sales staff does 
not push sales, and the people seem 
to like it, judging from what they 
tell us or why they have come to 
buy the car.” - 


Calendar 


(Continued from Page 4) 


Sent. 12-15—National Truck Leasing Assa., 
be) Annual Meeting, Bismarck Hotel, 


icago. 
. 1&17 — National Petroleum Assn. 
d Annual Meeting), Traymore Hotel, 


City, New Jersey. 

Sept. 20-22 — Truck and Equipment 
Association, tnc., H Statler, Buffalo. 

. 23-25—Automotive Parts Rebuilders 

n. Convention and Parts Show, Mor- 
rison Hotel, icago. 

- 68—Automotive Advertisers Coun- 
cil, Fall Meeting, Moraine Hotel, High- 
land Park, Illinois. 

Oct. 7—Automobile Old Timers Fifteenth 
Annual Meeting and Dinner, Hotel 
Astor, New York Si. 

Oct. 16-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29— American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 

Oct. 28-30— Western Parts and Service 
Managers Association Convention, New 
Washington Hotel, Seattle. 

Nov. 15- American Finance Confer- 
ence, Comm Hotel, New York City. 

Dec, 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 

Dec. 8-10 — Automotive Service industries 
Show, Navy Pier, Chicago. 

( rican Road Builders’ As- 

sociation, Annual Meeting, Roosevelt 

Hotel, New Orleans. 


Sha 
, 
STAINLESS STEEL 
Door Edge Protector 


@ Prevents chipping of avte door 
® Follows curve of any car door edge 
© Adds “that finishing touch” 
@ Easily installed by car owner 
® Retails at $4.95 fer 2 Doors— 
_$8.95 for 4 Doors 
®@ Display carton holds 16—2 Door Kits 
(Equivalent to 8 4 Door) 
®@ Costs you $39.60—Sells for $79.20 
THE SNAP TRIM COMPANY 
P.O. Box 1235, Jacksonville 1, Fic. 
10 Day Money-Back Guarantee 
We Pay Shipping Charges on Prepaid Orders 


Newspaper A Hero 


Seme editors would have said: “The 
price of fruit is none of our business.” 


In Orlando, Florida, an editor made 
fruit prices (which were low) his business, 
predicted higher prices if growers would 
show backbone, hold their stuff a few 
weeks. 


You see, the editor had heard of a 
freeze in Spain, a short crop in California. 


A little courage at the right time made 
our orange growers rich this year. 


Orlando Sentinel-Star 


Florida 
Nat. Rep. Burke, Kuipers & Mahoney 








ates and Cities Working on Solutions .. . 


Off-Street Parking 
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hicle ration and operation 


facilities. 





7947 Indiana off-street parking law, 


for such purposes, has been upheld 
by the State Supreme Court. 
Kansas—Topeka City commis- 


ent 


— sioners were advised that their 
ety plans for a downtown parking 
garage and a street-level park- 
—— ing lot would be feasible. 
it, It is estimated that the city’s 
’ parking meters will produce gross 
. revenue approximating $120,000 a 
re- § year and net revenue, after main- 
tenance costs, of $70,000 for appli- 
by cation to revenue bond payments. 
2w The city plans to issue $1,200,000 
ise | of revenue bonds to purchase the 
sites, level them and build the 
garage and lot. 
de New Yorx—Warning that lack of 
18. parking space was shunting busi- 
to ness into suburban shopping areas, 
ur City Council President Abe Stark 
1a, | urged that more off-street facilities 
v- be provided by private enterprise. 


N. C. Liberalizes Code 


ORTH CAROLINA—Limitations 
on the size of multi-story open- 
@eck parking buildings have been 
liberalized by the State Building 
Code Commission at the request 
of the cities of Charlotte, Greens- 
boro, Raleigh and Winston-Salem. 
The new rules permit five in- 
stead of four levels and increase 
permissible floor areas from 10,- 
000° to 30,000 square feet. 
Pennsylvania — Controversy is 





Ponies or Minks, 
| | Dealer Rose Is 


Giving "Em Away 


DETROIT.—Saul Rose (Chevro- 
let), a showman among dealers, 
opens his doors today (Aug. 16) on 
a “giveaway program to end all 
giveaway programs.” 

The object, Rose says, is to “dem- 
onstrate to other dealers how ridic- 
ulous their business can become”— 
and also to generate enough show- 
room traffic to move 300 new cars 
for Rose. 

All cars have been moved into 
tents, and Rose’s showroom now 
houses a conglomeration of sport- 
ing goods, household appliances, 
Shetland ponies and mink coats. 

The items are to be offered to 
new-car buyers without extra 
charge. Rose says the average value 
is $300 to $400. 

Rose, a winner of the Brand 
Names Foundation’s automotive 
“Retailer-of-the-Year” award, adds: 

. “We hope that the fantastic 
lengths to which we are going in 
this promotion will clarify the re- 

tail car-selling atmosphere. 

“But when this program is over, 
we hope that all dealers will have 
watched us as a test case, and per- 
haps we'll all be able to serve our 
customers again under normal con- 
ditions.” 


Sunday Sales Off 
In Spokane County 


SPOKANE.—(UTPS)—Following 
the lead of the Spokane city com- 
missioners, Spokane County com- 
missioners have passed an ordi- 
nance banning Sunday car sales. 

Members of the Spokane New 
Car Dealers Assn., together with 
a newly organized group of used- 
car dealers, had proposed the ordi- 
nance, which passed unopposed. 

The ordinance makes it illegal to 
“sell, barter or exchange” any mo- 
tor vehicle in Spokane County on 
Sunday, except by the private 
owner of a vehicle. 

Violation is punishable by a 90- 
day sentence, a $300 fine, or both. 


NUMBER of developments in 
the field of off-street parking 
‘or have been reported 

fom the state capitals. Here is a 











ALIFORNIA—A proposal being sub- 
ted to California voters at the 
pvember general election would 
ermit street and highway revenues 
lected by the State from sources 
h as gasoline taxes, and motor 


fees to be used for financing park- 
NpuNA — Constitutionality of a 
empowering cities to issue bonds 






continuing in Harrisburg 
whether a solution to the city’s 
parking problems should be left 
to private enterprise or action 
should be taken by the city to 
finance, construct and operate 
off-street facilities. 

Representatives of private park- 
ing lot operators submitted a re- 
port indicating they might be able 
to provide 715 additional off-street 
parking spaces if their plans could 
be financed and if the city does 
not form municipal parking author- 
ity in competition. 

* * * 


Milwaukee Wins Suit 

Wp BeOnsii—-Powers of the city 
of Milwaukee to proceed with 

an off-street parking program were 

upheld by Circuit Court Judge Wil- 


liam F. Shaughnessy. 
His opinion was handed down in 


Obituaries 


T. Edward Aldham, 49; 


Secretary of Fram 


PROVIDENCE.—T. Edward Ald- 
ham, vice-president and secretary 
of Fram Corp., died Aug. 9 after a 
brief illness. He was 49. 

One of the founders of Fram, Mr. 
Aldham was also a board member 
of Campbell Filter Mfg. Co., a Fram 
subsidiary. 


Homer Wesley Smith 
MANSFIELD, O.—Homer Wesley Smith, 
88, at one time head of an auto dealer- 
ship here, is dead after a long illness. 
* * + 


John Ormond 

DALLAS.—John Ormond, 76, a pioneer 
in the auto business in Texas, is dead. 
Mr. Ormond started selling cars in 1910, 
and came to Dallas in 1917. He owned 
Ormond Motor Co. from 1924 to 1928, 
and since 1940 has been employed by 

Dallas County. 
- * . 


William L. Nuttall 
SHERMAN, N. Y.—William L. Nuttall, 
85, one of the oldest Ford dealers in 
western New York, died Aug. 1. 
* * * 


Walter J. Wilkes 
WARRENTON, Ga.—Walter J. Wilkes, 
46, automobile dealer, 


business for 20 years. 
* * 


Wayne K. Bromley 

ST. LOUIS.—Wayne K. Bromley, 76, re- 
tired auto manufacturer, died Aug. 2 from 
complications that followed a fall in his 
home several weeks ago. Mr. Bromley 
produced the Pathfinder auto in Indiana- 
polis more than 30 years ago. Prior to 
moving to St. Louis 25 years ago, he also 
was engaged in the wholesale grocery 
business and at one time was part owner 
of a chain of movie theatres. 

* * * 


J. T. Simmons 
SAN ANTONIO, Tex.—J. T. Simmons, 
manager of the San Antonio Automotive 
Trades Assn. for more than 25 years, is 
dead. He was in his mid-70’s. 
* * o 


Orville A. Cheek 
SWIFTON, Ark. Orville A. (Buster) 
Cheek, 45, owner of a Chevrolet dealership, 
died Aug. 2. He had been in the auto 
business here since 1928. 
* * + 


Cc. r 
GROVEPORT, O.—C. A. Rager, 69, a 
Chevrolet dealer here for 36 years, is 


dead. 
* = * 


Lawrence Ross Jr. 
SCRANTON, Pa. — Lawrence Ross jr., 
comptroller of Moore-Blatnick, Inc., died 
Aug. 5. He recently was elected president 
of the Comptroliers Club of Lincoln-Mer- 
cury Dealers of Northeastern Pennsyl- 


vania. 
* > * 


R. E. Cooley 
WAYNESBORO, Miss. —R. E. Cooley, 
54, auto dealer, died after a heart attack 
Aug. 1 at his ranch home in Shubuta. He 
had held extensive ranch and real-estate 


interests. 
+ * 


Harry P. Hunt 

CHICAGO.—Harry P. Hunt, 54, a mem- 
ber of the Chicago Automobile Show pub- 
licity staff for the past two years, died 
here recently. Mr. Hunt died of a coron- 
ary thrombosis enroute to a hospital from 
the Tam O’Shanter Country Club, where 
he was handling press relations for the 
golf tournament. 





Auto Stocks 
Aug. Aug. 1954 
ll 4 gh Low 
Am. Mtrs. 10% 10% 14% 10% 
Chrysler 58% 65% 66% 56% 
GM 81% 81% 82% 58% 
Kaiser 1% 1% 2% 1% 
Packard 3 3% 4% 2% 
Stude. 17% 11% =—28 14% 





Average 28.38 30.02 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





died at his home| 
here July 30. He had been in the auto} 


Inches Ahead 


a suit brought by George O. Toep- 
fer, a plumbing contractor, who 
challenged the city’s right to seg- 
regate funds it collects from park- 
ing meters and all-night parking 
permits for the purpose of develop- 
ing off-street parking facilities. 

In upholding the city’s right to 
proceed, Judge Shaughnessy said 
the city “may plan and develop a 
program intended to relieve the 
congestion of automotive traffic up- 
on the streets of the city and to 
provide for off-street, parking of 
automobiles in areas of concen- 
trated commercial activity.” 

In order to accomplish these re- 
sults, he said, the city had been 
properly acting under its police 
powers. He said that revenues 
from meters and overnight per- 
mits can properly be applied to 
the “purchase development and 
operation and maintenance” of 
off-street parking facilities. 

The suit’s.contention that night 
parking permits “promote an un- 
reasonable and unlawful use of the 
public streets” was rejected by 
Judge Shaughnessy as “without 

merit.” The court held that the 
issuance of such permits to relieve 
congestion was a power which city 
council has a right to exercise. 

The site was purchased by the 
city for $195,000 for parking use. 

The Council abandoned a scheme 
to develop 10 acres of lake front 
land north of Maitland field as a 
parking lot. The city harbor com- 
mission had offered the area for 
lease to private parking operators 
but received no bids. 

The Council’s joint buildings, 
grounds and finance committee ap- 
proved plans for five off-street 
parking lots near the Mitchell St. 
shopping area. The city estimates 
cost of acquiring and improving the 
land at $610,000. 








GM Building Plans at Proving Ground— 

This two-unit administration building, construction of which is scheduled to start 
in September, will add 70,000 square feet of floor space to the facilities at the 
General Motors proving ground at Milford, Mich. 

* 


* * * e . 


GM to Expand Facilities 
At Milford (Mich.) Track 


existing gatehouse which will be 
dismantled upon completion of the 
new unit. The area between the 
new administration building and 
the garages will be converted to a 
traffic control circular roadway. 
A new parking lot of 400-car 
capacity will be constructed north 
of the administration building. 


Dalhart (Tex.) Dealers 
Unite Under Damron 
DALHART, Tex.—New-car deal- 
ers of this city have formed the 
Dalhart Automobile Dealers Assn. 
Officers are Earl Damron (Dodge- 
Plymouth), president; Earl Carter 
(Buick), -vice-president, and Jack 


Lovell (Chevrolet), secretary-treas- 
urer. 


DETROIT.—A building expansion 
program which will add nearly 70,- 
000 square feet of floor space to 
present facilities is under way at 
the 3,863 acre General Motors prov- 
ing ground in Milford, Mich., it was 
announced last week by Charles 
A. Chayne, vice-president of the 
engineering staff. 

Construction will start in Sep- 
tember. The main section of the 
building will be two stories and 
basement, of steel and reinforced 
concrete construction. 

This unit will house the adminis- 
trative and general offices. Attached 
to it will be a one-story wing to 
be occupied by the plant protection, 
communications and medical de- 
partments. 

The building will be located ap- 
proximately 300 feet east of the 





We Can Show You How To 


- »- INCREASE YOUR 
SHOP HOUR LABOR 


. -- ATTRACT STEADY 
SERVICE CUSTOMERS 
AND HOLD THEM 


eee SELL MORE 
NEW CARS 


Lig 


p 
UNA ARVANT 


O}) 


ALL AT NO COST 


TO YOU} 


We can prove we have 
helped Car Dealers in every 
section of the country build 
good will and increase sales 
and service profits. We can 


do the same for you .. 


and 


can prove that, too! For full 
information, use the coupon 


below. 


_ MAIL THIS COUPON 
a TODAY. 

'- There's NO cost, NO Obii- 

‘gation — now or in the 


future. Please attach cou- 
n to or write us On your 





Refineries: Petrolia and Franklin, Pa. Factory: Nutley. 
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AUTOMOTIVE NEWS 


, AUGUST 16, 1954 

















































Don’t Depend on Automobiles Alone... 


There’s good profit in selling trailers. Opportunities created 
by new designs have entirely changed and broadened the 
trailer market. Modern mobile homes, like the new Prairie 
Schooner (shown above), are real homes . . . completely 
emippe’ and furnished. And only Prairie Schooner offers 

the best features as well as a front porch and front door. 
The front porch is a real exclusive. No other trailer has it! 


Prairie Schooners are a “natural” for the automobile 
dealer. You already have the display and service facilities, 
plus sales know-how. Prices are right—profit margins are 
attractive—and financing is easy. Methods are practically 
the same as you are using now. It’s a safe way to expand 

our present business there’s a crying need for hard- 
itting, aggressive merchandising in this . We believe 
in close factory cooperation. Find out today how you can 
increase your profits. Write for full particulars on dealer 


PRAIRIE SCHOONER, INC., ELKHART, IND. 





Don’t Set Valve Gap 
“Close Enough*.. 


Soi felt! 


IN HALF THE TIME 











® Reduce Valve Adjustment Time approxi- 
mately 50 per cent! 

© Check the Valve Gap Visvally and get 
Micrometer Accurate readings BEFORE, DUR- 
ING and AFTER Adjustment. 

© The VALVE-GAPPER is Fast, Easy to Use— 


© Use the VALVE-GAPPER for instant location 
of defective hydraulic lifters. 
©@ Use the Dial Indicator for other shop tasks. 


Enables mechanics, owners, operators to— 
© Adjust Vaive 


Clearance 
©@ Time Fuel Injectors © Balance Fuel Racks 





Order from Jobber or Write P&G Mfg. Co. 


| P&G MANUFACTURING CO. Dect. oF 


1 2262 N. Albino Avenve, Portland 12, Oregon 
1 Please send me Valve-Gapper literature and prices. 





















NEW YORK—A marked up- 
swing in business for the remain- 
der of 1954 is forecast by Chase 
National Bank in its economic re- 
view bulletin, Business in Brief. 


Inventory reduction, which thé 
February bulletin called the major 
cause of last winter’s business de- 
cline,-is now reported to be taper- 
ing off. Although noting that in- 
ventories have been cut by about 
$3 billion since last fall, the bulle- 
tin said that the rate of reduction 
is slowing down and a “turnabout 
in inventory buying may come 
soon.” 


The bank noted that the drop in 


_| defense spending, second most im- 


portant cause of the recent decline, 
would not be as great during the 
coming year as it was in the last. 
Slashed $9 billion since the second 
quarter of 1953, national security 
expenditures are scheduled to be 
cut by only half that amount, or 
$4.5 billion, by mid-1955. 

Main defense problem now is 
to cut production to the “level 
needed to maintain a flow of new 


become obsolete.” 

Finding that the downswing in 
American business early this year 
has had “no noticeable effect” on 
the world economy, the bank bul- 
letin asserted that the “past year’s 


Ford Speeds Up 
Vehicle Delivery 
From Factory 


DETROIT. — Faster delivery of 
Ford cars and trucks to dealers 
has been provided under a new 
distribution program announced by 
Guy Hamilton jr., assistant general 
sales manager of the Ford division. 

“Normally, Ford dealers are able 
to meet customer demands in their 
communities because they maintain 
adequate stocks,” explained Hamil- 
ton. “The new program will reduce 
delivery time in those instances 
where customers desire vehicles 
not available from dealer stocks.” 

Under the new program, two to 
three days have been cut off de- 
livery schedules to sales districts 
and a direct line of communication 
has been established between the 
district sales office and the assem- 
bly plant. Previously, each district 
sales office submitted its schedules 
to the district sales office in the 
assembly plant town. 

To support the program Ford has 
placed an assembly plant distribu- 
tion coordinator in ecah of 15 divi- 
sion assembly plants across the 
country. 5 

He will be responsible for co- 
ordinating schedules, for checking 
production and transportation de- 
— and for performing special 

es. 


Sales Leader 
Madren Winner in Drive 


By Studebaker 
SPOKANE. — (UTPS) — Madren 
Bros. (Studebaker) led all Stude- 
baker dealerships in the nation in 
a 100-day sales campaign, accord- 
ing to L. G. Carne, Studebaker 


geles and Portland areas. 

At a Studebaker breakfast, Gerald 
L. and R. Wayne Madren and 
members of the firm’s sales force 


quota of 


75 new cars in 62 days. During the 


Business Upswing Seen 


Chase Forecasts Further Gain in Retail Sales 
And Housing Construction 


period, the firm also sold 220/| Tuttle, regional manager, looking on. The 
cars. 






experience confounds the fear 
widely held abroad that ‘when the 
U. 8. sneezes the rest of the world 
gets pneumonia.’” 


After dropping during the first 
quarter this year, United States ex- 
ports recovered quickly in the sec- 
ond quarter and soared to the 
highest level since 1951 and early 
1952. Imports, which also dipped in 
the first quarter, picked up some- 
what in the second quarter,. the 
bulletin said. 

“The strength of U. S. exports,” 
the bank said, “reflects both their 
competitive position and the de- 
clining dollar shortage abroad. The 
dollar trade gap—long the major 
obstacle to balanced world trade— 
is disappearing.” 

Growing U. S. imports were cited 
by the bulletin as the reason for 
the narrowing of the dollar gap in 
world trade. 


New Cadillac Firm— 


Alfred C. Humbarger (right), signs his 
Cadillac franchise for Gilroy Motor Co., 
Gilroy, Calif., while M. S. Lester (left), 
northern California general manager, and 
William V. MacDonald, northern Califor- 
nia wholesale manager, look on. Hum- 
barger has been an Oldsmobile dealer in 
Gilroy since 1952 and will continue to 
sell that make. 





Eastern Vehicle Aides Ask 
Stricter Vision Rules 


WASHINGTON.—William J.|65 has resulted in most of them 


Dearden, director of motor vehicles 
for New Jersey, was elected pres- 


being grateful that defective vision 
was called to their attention. About 


ident of the Eastern Conference of | 25 percent of this group, he said, 


Motor Vehicle Administrators dur- 
ing their meeting here. 

He succeeds George E. Keneipp, 
District of Columbia. 


J. A. Pouliot, Quebec’s assistant 
director of the Motor Vehicle 
Service, was named vice-president. 

Charles F. Kelley, Connecticut 

commissioner of motor vehicles, 
was chosen as secretary-treas- 
urer. 

Tightening of vision standards 
for motorists was urged at the clos- 
ing session. The conference dele- 
gates, representing 12 Eastern 
states and six Canadian provinces, 
also proposed periodic visual tests 
for licensed drivers. 

Visual acuity of at least 20/40 in 
one eye, and side vision of at least 
120 degrees in one eye, was recom- 
mended as a requirement for li- 
cense. 

The conference also urged that 
legislation be sought in member 
states requiring doctors to report 
cases of epilepsy, heart trouble and 
other comparable physical condi- 
tions to motor vehicle administra- 
tors through state health officers. 

The conference asked the 
American Assn. of Motor Vehicle 
Administrators to develop a uni- 
form schedule of point values for 
use by states which — like the 
District of Columbia—use point 
systems to keep track of driving 
violations, 


Gen. Louis Prentiss, District of 
Columbia engineer commissioner, 
told the conference that the reex- 
amination here of all drivers over 





Chrysler for Cherry— 
Signing his Chrysler franchise is Guy 
Cherry (right), of Los Angeles, with Jack 


dealership is located on Western Ave. 





was rejected because of faulty 
vision, and 5 percent because they 
did not know the traffic rules. 


* 
New Site Chosen 
‘e 
For Main Ford 
e o e 
Division Offices 

DEARBORN.—A 67-acre site at 
the southwest corner of Southfield 
Rd. and Rotunda Drive, has been 
selected by the Ford division for 
a@ new general office building, it 
was announced last week by L. D. 
Crusoe, general manager. 

The division’s general offices have 
been located since 1951 at Plymouth 
and Middlebelt Rds., Livonia. Cru- 
soe said construction of the new 
building would start next spring. 

According to preliminary plans, 
the building will contain approxi- 
mately 450,000 square feet of space 
to accommodate the division’s en- 
tire general office organization, in- 
cluding sales, industrial relations, 
purchasing and controller’s offices, 
as well as headquarters of manu- 
facturing operations, and parts and 
accessories operations. 

It will be air-conditioned, and 
will provide food, medical and other 
employe service facilities. 

The Southfield - Rotunda site, 
owned by Ford Motor Co., faces 
the south side of the Ford test 
track. 

It is close to the company’s new 
administration building, under con- 
struction at Southfield Rd. and 
Michigan Ave., and to the Ford Re- 
search and Engineering Center on 
Oakwood Blvd. 


Ky. Kills Tax Curb 
On Car Buyers 


LOUISVILLE. — Kentucky’s 1954 
act, requiring car buyers to present 
evidence that they had paid all per- 
sonal property taxes, in order to ac- 
quire a car or truck license, has 
been ruled unconstitutional by the 
State Court of Appeals. 

The court ruled that the act was 
merely a revenue measure, or spe- 
cial legislation contrary to the Ken- 
tucky constitution, in that it did 
not apply uniformly to all classes 
of motor vehicle owners. 

The decision reversed an earlier 
Circuit Court ruling which upheld 
the act on the contention that if 
the State could put any restrictions 
on the use of highways it also coulc 
impose restrictions on the licensing 
of vehicles. 

The suit was filed against Wood 
ford County Clerk Albert E. Ros: 
by O. J. Schoo, a Versailles aut: 
dealer, who was backed by th 
Kentucky Autoniobile Dealers Assn 
the Kentucky Tax Commissioner 
Assn., and the Kentucky Assn. c’ 
County Clerks. ; 
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Staff Writer 
ETROIT. — The Floyd Rice 
(Ford) used-car operation is 
nd, alert, happy and unspectac- 
r—unspectacular except that it 







gurportedly sells twice as many 


ed cars as any other Ford dealer- 


vd Rice was awarded a 
me as the top Ford used-car 
r for 1958. Sales are down 


the 1954 used-car award also. 
The unexciting formula that en- 
abled Rice to retail 6,500 used cars 
last year, is based on: 

1. Thorough reconditioning; 

2. Thorough Advertising; 

3. A thoroughly balanced inven- 


ery: s . > 


4 THE development of a reputa- 
tion for reliability that results 
in a “repeat” business of 42 per- 
cent; 

5. A satisfied sales force built 
around one man who earned more 
than $40,000 last year. 

In short, the Rice used-car people 
employ the ordinary good sales 
practices, but they use them more 
intensively. 

J + 
O* ALL the ingredients in the 
formula, none is considered 
more important than recondition- 
ing. ; 
“Most people,” said one official, 
“consider a used car to be de- 


like 

Out here 

him and we try at all times, to 
look at the car from his view- 
poin 

Rice is currently spending an 
average of $48 per car for recon- 
ditioning. The figure is based on all 
used cars, including those whole- 
saled, on which no work is done. So 
the actual reconditioning cost per 
car is much higher. 

Al! reconditioning, except for 
some heavy jobs and painting, is 
done at a shop a block away from 
Rice’s west-side lot, which is ad- 
jacent to the new-car building. Rice 
also has an east-side lot. 

s * * 
2 ar ere a $10,000 monthly cut, 
Floyd Rice is still spending 
$20,000 a month on advertising—75 
percent of the budget going for 
used cars. Media-wise the budget is 
split up this way: 

Fifty percent for TV (principally 
a Friday night movie), 37 percent 
for newspapers and 13 percent for 
radio. - 

An effort is made to advertise 
the cars of which they have several 
duplicates. In this way four or five 
cars can be advertised for the price 
of one. 

There is special emphasis placed 
on a balanced stock. And even 
used Fords represent 55 

to 60 percent of the sales, a real 
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Used-Car Dealer Bares Methods... 


Unspectacular, but a Champion 


effort is made to stock a few cars 
of every make. 

At present, this includes a Kaiser 
Darrin which is for sale, but at 
such a price as to insure that it 
will serve as a crowd-drawer for 
some time. 

+ - + 

Bs Floyd Rice’s lot is lo- 

cated on Detroit’s famed “Used 
Car Row’—Livernois Avenue—Rice 
officials are able to keep their eyes 
and ears open for the “hot” cars, 
those which for a time will sell 
almost regardless of price. They 
report that °52 Fords are partic- 
wey. salable at present. 


through larger trading allowances 
on new-car deals or through 
more-generous payments on 
“curb” About 80 per- 
cent of the Rice stock is bought 
in this way. It was probably 
through these deals that Rice got 
the nickname, “The World’s Top 
Trader.” 

The source of the other 20 per- 
cent is two full-time buyers — Ed 
Rice (brother of Floyd) and Joe 
McCormick—who continually prowl 
about other Detroit dealerships for 
the “right” car at the “right” price. 

An up-to-the-minute record of 
the lot’s inventory is kept on a 
specially built board which shows 
at a glance the make, year, body 
style and equipment of each of the 
200 cars ordinarily in stock. 

* * 


= board also tells how long a 
certain car has been on the lot, 
information that is particularly im- 
portant since every car must be 
moved within 30 days. If it’s not 
retailed, then it’s wholesaled. 


Jim Herrin, assistant used-car 


manager, said that the “30-day 
turnover” rule is adhered to be- 
cause: 


L. In today’s rapidly fluctuating 
used-car market, it’s generally 
unprofitable to hold a car longer. 

2. Fresh cars make a more at- 
tractive and interesting lot. 

3. Fresh cars look better and 
operate better. 

4. Fresh cars have a good psy- 
chological effect on the salesmen. 
If a car sets around too long, he 
said, the men have a tendency to 
become discouraged with it and 


to overlook it. 
* * x 


HE sales force at the main lot | 


directed by Used Car Manager 
Holman, consists of 15 men, 

10 of whom are on the lot at all 
times, except on Saturday when 
the whole staff works. Saturday 
and Monday are their busiest days. 

In any discussion at Floyd 
Rice’s, the name of one man 
continually pops up. He is Marty 
Daher, a rather short and husky 
but otherwise inconspicuous man 
of 36 who earned slightly less 
than $41,000 last year by selling 
a few more than 300 new and 
used cars. 

Generally considered to be the 
nation’s top Ford salesman, Daher’s 
accomplishments include winning 
the Ford central region’s sales title 





_ Powerglide Passes 2-Million Mark— 


_ R. L, Dustman (center), manager of Chevrolet's Cleveland pliant, holds a sign above 
_ the 2 millionth Powerglide transmission, a mark reached 21 months and 16 days after 
the first million. The first million required 34 months. According to T. H. Keating, 


, Chevrolet is installing this year “ca higher percentage of the 


automatic shift than in 1953," and expects the ratio to go still higher. At left is 


k. E. Roberts, Cleveland zone manager. 











this year, winning a round-the- 
world trip last year (he took $4,500 
instead of the trip), winning by 
a wide margin most of the recent 
Detroit-area salesmen’s contests 
and usually selling more new cars 
than Floyd Rice’s new-car sales- 
men. 

Outselling the other Rice sales- 
men is no easy feat. In a recent 
Detroit-area sales contest, Floyd 
Rice’s new, used and truck sales- 
men took half of the top 20 posi- 
tions, including first, second, third 
and fourth places. 

* 2 = 


ps led all the others by a 
huge margin. Other Rice used- 
car salesmen in the top 20 were 
Louis Childern and Marston Clay. 

Anyone might conclude that this 
success would surely produce a 
thoroughly-disliked salesman, but 
the exact opposite is the truth. 

He is friend, hero and “mystery 
man” to everyone on the premises, 
including Owner Rice, General 
Manager John O’Green, his fellow 
salesmen and the Rice porters. 

Daher is the mystery man be- 
cause no one can understand yet 
how he does the huge volume of 
business he does, despite a great 
appreciation of him as a sales- 
man and as a person. 

Said one salesman who has been 
selling cars for much longer than 
Daher’s 7% years, “Marty is the 
fairest, most helpful guy I’ve ever 
worked with. 


* * * 


p** VERY salesman has had the 


experience of selling a car 99 
percent to a guy, but he wants to 


| bring his wife over before making 


the down payment. So when he 
comes back, you’re at supper, and 
some other salesman completes the 
deal. Most salesmen have a tend- 
ency to ‘forget’ who actually sold 
the car. But not Marty. He'll al- 
ways put your name on the deal.” 

Discussing his selling technique, 

Daher declared in his habitually 
enthusiastic manner: 

“I make every customer a sales- 
man for me. Right now, I am 
corresponding with 1,500 of my for- 
mer customers every three months. 

“You might say I have 1,500 bird 
dogs working for me because each 
time I write them I remind them 
that I'll give $25 for every customer 


they send me. Or if they want to) 


put the $25 on a car for themselves, 
that’s OK too. 


* *® * 


“Reaans Tll send out un- |; 


signed $25 checks to these 
people. Then, when they give me 
a deal, I sign and cash the checks 
immediately. One thing is impor- 
tant. There must be absolutely no 
welshing by the salesmen. 

Daher said that the first few 
years he used this technique, 
nothing much happened, but in 
= years it has really paid 
off. 

He also feels very strongly about 
being well rested and cheerful. 
Daher added: 

“I never work more than 10 
hours a day because you can’t be 
crabby with a customer if you 


expect to sell him. I know a lot of | 


salesmen who are unsuccessful 
simply because they wear them- 
selves out working long hours. 
Naturally, I don’t chase anyone 
away who comes to my home look- 
ing for a car.” 

+ + a” 


ER also credits his success 

to continual prospecting by 

phone when he’s not busy other- 

wise and to studying salesmen in 

other lines to learn their strong 
and weak points. 

While Daher’s fellow salesmen 
are amazed at the number of his 
sales, his bosses are amazed at their 
quality. During a recent period, 
he averaged more than $300 profit 
on. each of hig new-car sales, his 
bosses declare. 


Cash and prize contests are un- 
about half the time at 


Every Floyd Rice used-car sales- 
man works under the same condi- 
tions as Daher. Last year, except 





Setting Example— 


Safety belts are being 
California Highway Patrol cars to protect 
the officers. Patrolman Ed Barker demon- 
strates rigging of belts for both front 


installed in 


seats. 








for a couple of new men, all av- 
eraged between $7,000 and $12,000. 
a * + 


ACH man is a member of a five- 

man team. The workday is 
divided into three shifts, 8 to 12, 
12 to 6 and 6 to 10. Two teams 
are on for each shift. One day 
a man will work from 8 to 6. The 
next day he’ll work from 12 to 10 
and the following day he'll work 
from 8 to 12 in the morning and 
from 6 to 10 in the evening. 

Rice salesmen are paid a flat 
21 percent of the profit on each 
deal. There is no salary or guar- 
antee. Officials feel that the fact 
that more than two-thirds of the 
sales force has been with the 
firm for five or more years is an 
indication that the compensation 
is satisfactory. 

A Rice policy is “everyone gets 
paid for everything he does.” A 
salesman gets 5 percent on parts 
he sells, 5 percent on collision work 
he brings in and a fair cut of any 
insurance he sells. There are no 
house deals. 

Each salesman gets a two-week 
vacation with pay after two years 
and a life and hospital insurance 
policy, for which he pays half 

+ * os 


VERY man is free to offer the 
$25 bird dog fee, which igs sub- 

tracted from the profit on each 
deal. Thus, the fee costs the sales- 
man only a little over $5. 

One rule religiously is followed 
at the Rice lots: 

If one salesman isn’t selling a 
prospect, then another salesman is 
“given a crack at him.” 


“In this way,” Herrin explained, 
“the second man may be able 
to find the car the buyer wants 
or the second man may be a little 
more compatible personally with 
the Also, the customer 
is made to feel that he is getting 
special attention and that his 
business is really wanted. 

At Rice’s, they do not believe in 

| the “up” system. They believe that 
any group of hard-working men 
who get along with each other 
can handle the traffic without pro- 
| ducing embarrassing situations. 

Usually there are two, three or 
four men in the yard. As custom- 
‘ers move into the lot from any of 
several directions, a casual, alert 
and courteous salesman is immed- 
iately on the spot. 

* * 


HE main lot is about 350 feet 

wide and 150 feet deep. In the 
center of the lot is the large used- 
car building, with a fair-sized 
lounge, clerical offices, the man- 
ager’s office and closing offices, 
/one for each salesman on duty. 


On the second floor is a hall, 
capable of seating 100 persons. 
There the used-car salesmen attend 
meetings every Wednesday and 
Saturday. Once a month there is 
a special meeting at which Rice 
or O’Green will discuss some parti- 
cular subject. 


| Most of the usual methods of 
prospecting includ 


The normal routine for a used 
car begins when a new-car buyer 
stops at the Rice showroom. The 
| used-car lot is asked what it will 
pay for the customer’s car. An ap- 
. praisal is never given until] the car 


is driven. The appraisal is good for 
five days. 

If the car is taken in, Rice will 
sell it the following morning to one 
of his lots, each of which is a 
separate, independent compan y. 
Rice personally sells the vehicle 
because: ae 

oJ 


HE WANTS to know what 
* kind of cars his men are buy- 
ing. 
2. He wants to make sure they’re 
not taking them in too cheaply. 
3. 


In most cases the car will be 
sent to the shop for reconditioning. 
Because of the fluctuating market, 
speed is emphasized and the shop 
is given a maximum of 72 hours to 
get the car back on the lot. 

Considerable attention is given 
to maintaining the car’s appear- 
ance on the lot. It is polished on 
arrival. The car is wiped daily 
with an oil and kerosene solution 
and washed weekly. If the car 
isn’t sold after three weeks, it is 
again polished. 

* * = 


F THE car is not sold after 15 

days, it is examined, driven and 
checked mechanically to find out 
why it isn’t moving. After 20 or 
25 days, the car is again appraised, 
and its price may be cut. 

Because the Rice lots work on a 
small-margin, high-volume princi- 
ple, the used-car market is care- 
fully watched. 


than in a new-car deal. 

A salesman always goes on a 
demonstration because: 

1. The customer may have to be 
shown how to drive the car or 
operate a power assist. 

2. In case of a defect in the car, 
the salesman is available to ex- 
plain what can be done about it. 

3. Sometimes the customer wants 
the salesman to drive. 

= = s 


qys= cars at the Rice lots sel- 

dom have the prices marked on 
them. Of course, there is an agreed 
price and whenever the salesman 
goes below this, the approval of the 
used-car manager or assistant man- 
ager must be gotten. In about 85 
percent of the cases, the used-car 
buyer will have a car to turn in. 

After the deal is approved, the 

standing 


used cars for 34 years and new 
cars for 10 years, said: 

“I think used cars are the most 
important end of the business. We 
use new cars to buy used cars.” 





New Studebaker Deal— 


When Frank Pettyjohn (left) and Carl 
Bathke (right), signed up with Clyde G. 
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Ford Revamps 
Organization of 
Product Design 


DEARBORN.—A realignment of 
Ford Motor Co.’s engineering staff 
activities and responsibilities for 
product design and development 
was announced last week by Earle 
S. MacPherson, engineering vice- 


president. 
Principal changes were the es- 
tablishment of two vehicle en- 
ig offices. The Lincoln and 
Mercury engineering office was es- 
tablished with Victor G. Raviolo as 
director, and the Ford car and 
truck engineering office was set up 
with H. A. Matthias as director. 
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G. English was named exec- 
utive engineer of transmission and 
axle engineering; N. L. Blume, ex- 
ecutive engineer, Lincoln and Mer- 
cury engineering; Eugene Bordinat 
jr.. chief of Lincoln and Mercury 
styling; F. E. Sandberg, executive 
engineer of truck engineering; 
Frank Q. Hershey, chief of Ford 
car and truck styling, and W. E. 
Burnett, executive engineer of Ford 
car engineering. 

In addition, Robert Stevenson 
was appointed executive engineer 
of engines, and P. H. Pretz exec- 
utive engineer. of vehicles testing. 


CHROME*+CRAFT 


EMBLEMS 


Finest Advertising Em- 
blems Made. Permanent, At- 
. Chrome Plated, individual 
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driving needs in a single unit... 
adjusting automatically to 
every road and ride 
requirement! (No hand 
adjustment necessary.) 


‘Controlled comfort on 
smooth roads, dips and at 
slower speeds! Maximum safety 
and control on rough roads, 
sharp curves and at high 
speeds. 
Columbus—the only every 
duty shock absorber on the 
market—today’s greatest value 
in shock absorbers. 


COLUMBUS 


OE LLL) mae ecm D813 


WECKETHORN MANUFACTURING AND SUPPLY CO., LITTLETON, COLO. 


Industrial Lures Shaped 


Philadelphia Plans to Sell City-Owned Land 
To Keep Firms from Moving 


WASHINGTON. — Philadelphia 
officials are giving serious consid- 
eration to a plan to sell City-owned 
land to private industry as a means 
of checking the movement of many 
taxpaying firms to the suburbs. 

The first step in the plan is to 
offer some $10 million worth of 
land to existing industries con- 
templating expansion or to new 
firms seeking to locate in the 
city. 

The plan does not contemplate 
offering tax cuts or tax-free sites. 
It would, however, give adequate 
room for expansion to industries 
that might otherwise have to bar- 


Four Wheel Drive 
Taken Over by 
Chicago Group 


CHICAGO. — Control of Four 
Wheel Drive Auto Co., Clintonville, 
Wis., has been obtained by a Chi- 
cago group headed by Ben W. 
Heineman, an attorney, it was an- 
nounced last week. The group has 
taken over active management, ac- 


gain with real estate speculators 
for land in the city. 

Walter P. Miller, president of the 
Chamber of Commerce of Greater 
Philadelphia, said the idea, still ad- 
mittedly in the blueprint stage, is 
“a welcome step toward aiding the 
city's industrial expansion.” 


Paul A. Wilhelm, an assistant to 
Phillips, emphasized that the City- 
owned land would be sold, under 
the plan, “not to make money for 
the City, but to provide employ- 
ment and land space.” 

Other new developments relating 
to efforts to attract additional in- 
dustries and facilitate the expan- 
sion of existing plants include the 
following: 

Alabama: Eighty-three new in- 
dustries located in Alabama last 
year, bringing the state’s grand 
total to 5,100 manufacturing con- 
cerns With an annual payroll of 
more than $1 billion and a pro- 
duction of goods worth more 
than $3 billion. 

Fiorma: Agreement that Florida 
should attempt to obtain a nuclear 
reactor and also should urge Con- 
gress to make more atomic infor- 


cording to Robert A. Olen, presi-| mation available to private indus- 


dent. 

Heineman has been elected chair- 
man of the company. Arthur S. 
Bowes, Chicago, and John P. Wag- 
ner, of Chicago and Milwaukee, 
have been named directors. The 
three Chicagoans have replaced 
Richard L. Milbauer, Donald S. 
DeWitt and Charles E. Dexter jr., 
on the nine-man board. 

Olen, president of the company 
from 1910 to 1952 and chairman 
since 1952, resigned as chairman 
but. will continue as a director. 


In a statement here, Heineman 
said: 

“My associates and I have full 
confidence in the present manage- 
ment and contemplate no further 
changes.” 

Four Wheel Drive makes heavy- 
duty trucks, fire-fighting equip- 
ment, utility trucks and trailers, 
derricks, winches, and various farm 
equipment. 

The group headed by Heineman 
recently obtained control of the 
Minneapolis & St. Louis Railway. 


Jersey Dealers Warned 


Of Bad-Check Passer 


NEWARK, N. J.—The New Jer- 
sey Automotive Trade Assn. last 
week warned dealers to be on the 
alert for a man described as Rob- 
ert S. Hollady, Holiday or Halliday, 
of Ojus, Fla., who is said to be 
working across the country cash- 
ing bad checks with auto dealers. 

His story is that he just had 
a slight accident and neéds enough 
money to get to the next state, 
where he has relatives. He asks 
that dealers cash a small check, 
generally about $20. He poses as 
an employe of a Florida dealership, 
generally using the names Hol- 
brook Buick, Hollywood or Tropical 
Chevrolet, it is said. 





try was reached at the recent meet- 
ing in Tampa of the Florida Coun- 
cil for Industry and Commerce. 

In other developments at the 
Tampa meeting, Charles E. Com- 
mander jr., a member of the State 
Advertising Commission, announced 
that the state had gained 293 new 
industrial payrolls during the past 
year. 

Missouri: Rapid progress is be- 
ing made toward the establish- 
ment of a Missouri Delta De- 
velopment Commission to encour- 
age industrial growth in the 
seven counties comprising the 
“Bootheel” of southeast Missouri. 
The promotional group has adopt- 
ed a $25,000 budget for the first 
year. 

New Mexico: New Mexico has 
had no official agency promoting 
new industry since the 1951 Legis- 
lature cut off the funds of the State 
Economic Development Commis- 
sion. Both Democrats and Republi- 
cans are now on record as favoring 
some resumption of such efforts. 

New York: Gov. Thomas E. 
Dewey recently named a 15-mem- 
ber committee of State officials to 
seek new industry, expansion of 
present industry and “more new 
jobs for the people of the state.” 


The governor explained that 
the committee will take advan- 
tage of the potential for economic 
growth offered by the new State 

, the St. Lawrence Sea- 
way and power projects and the 
proposed deepening of the Hud- 
son River channel. 

Wisconsin: A proposal for the 
creation of a privately financed and 
operated state development credit 
corporation, to provide industrial 
expansion risk credit unavailable 
through normal banking channels, 
has been endorsed by the State 
Legislative Council. 


Nash, Hudson Sponsor Disney TV Series— 


Walt Disney (center), discusses his forthcoming Disneyland television series with 
J. 8. Huntress {right}, Nash advertising manager, and R. E. Kintner, president of ‘the 
ABC-TV network, in the artist's Burbank (Calif.) studios. Nash and Hudson are among 
sponsors of the series, which starts Oct. 27. The show will combine live production 
with animation and try to introduce o “new concept in family television entertain- 


Join Nash Family— 

Partners in a new Nash dealership in 
Reseda, Calif., are Stanley B. Sirk (seated 
left), and William E. Leicht (seated right). 
Standing are Arthur Stellabote (left), and 
G. W. O'Brien, factory executives. 


Hudson’s Italia 
Scheduled for 


Showroom Debut 


DETROIT.—The Italia, Hudson’s 
sports-type car, is now in limited 
production and initial deliveries to 
dealers are scheduled to begin this 
month, it was announced last week 
by N. K. VanDerzee, sales vice- 
president. ’ 

Although no delivered price has 
yet been established for the Italia, 
VanDerzee said it would be com- 
parable to that of leading European 
sports-type cars. 

Allocations to dealers will be on 
a regional basis, VanDerzee said, 
to permit nationwide public dem- 
onstration of the Italia’s perform- 
ance. Orders from dealers far ex- 
ceed planned production, he said. 

The car was designed by Carro- 
zeria Touring, Milan, Italy. Built 
on a 105-inch wheelbase, it is nearly 
10 inches lower than standard 
Hudson models. It is powered by a 
114-horsepower Jet Instant Action 
engine with superinduction. 


Safety Campaign 
Tops 100,000-Car 
Goal by 564,961 


NEW YORK.—The Safety-Check 
program, launched last May with 
an original goal of 100,000 vehicle 
checks in 25 cities, flourished into 
a two-month undertaking with a 
check of 664,961 vehicles in 165 
cities, it was announced last week. 

The campaign was sponsored by 
Look magazine in cooperation with 
the National Safety Council and 
the Inter-Industry Highway safety 
Committee. 


According to Woodward Kingman, 
automotive merchandising manager 
of Look, the program first took on 
greater dimensions when In- 
‘diana decided to make the plan a 
statewide campaign, during which 
119 Indiana cities checked 223,780 
vehicles. 


In addition, seven cities in Con- 
necticut voluntarily joined in the 
campaign. Other cities initiated 
their own safety drives. 

A trophy for distinguished serv- 
ice to automotive safety was of- 
fered by Look to the cities with the 
most successful campaign. Co-win- 
ners in first place were Muskegon, 
Mich., and Montgomery, Ala. 


Haugh Buys 2nd L-M Deal 
In Birmingham, Mich. 

BIRMINGHAM, Mich. Tom 
McDonnell hag sold his Lincoln 
Mercury dealership in this Detroit 
suburb to Mel Haugh, a Detroit 
L-M dealer. Haugh will continuc 
operating his Livernois Ave. deal- 
ership. 

McDonnell will devote his tim« 
to his New Car:Leasing Assn. Co. 
which he has been operating for 
three years. This firm specializes i: 
the long-term leasing of all make: 
of cars to doctors, salesmen, etc. 
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¥ orkers Vote 9 to 1 in New Poll... 


Studebaker Pay Cut Approved 


(Continued from Page 1) 


gonsisted mainly of an exchange by 
fhe workers of their incentive pay | 
‘plan (the last in the industry) for | 
a number of minor fringe benefits. | 
) The Aug. 5 rejection came despite 
recommendation to accept from 
puis Horvath, Local 5 president; 
Forest Hanna, vice-president; 
ymond H. Berndt, director of the 
W’s Studebaker department, and 
ne of the international 


Failure of the proposals to pass 
first time had been attributed 
to the relatively small turnout of 
Studebaker’s 10,000 employes. 

Said one union official, “The 
bulk of the membership didn’t 
attend the first meeting, on the 
assumption that the contract 
changes would be approved over- 
whelmingly. 

“When the rejection came, these 
workers were up in arms and they 
quickly submitted six lengthy peti- | 


tions asking that the matter be re- 
considered.” 
> * > 

ROUND the union hall earlier 

last week, according to another 
Local 5 officer, the feeling was 
strongly in favor of accepting 
management’s proposals, even 
though Studebaker refused to 
modify them. 

One argument used to support 
this position was that the workers 
likely would make up a portion of 
the pay cut Sept. 1 when they re- 
ceive a five-cent-an-hour 
improvement factor” raise and a 
predicted one-cent cost-of-living in- 
crease. 

In urging Studebaker workers 
to reconsider their Aug. 5 action, 
Paul G. Hoffman, chairman,: and 
Harold 8S. Vance, president, said 
in a full page ad in the South 
Bend Tribune: 

“Recently in an effort to increase 
sales and thus both help its dealers 
and give work to its employes, Stu- 
debaker has been selling cars below 
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cost. This has resulted in an up- 
surge of business, June deliveries 
for example being 68 percent ahead 
of May.” 

Later Hoffman said, “We must 
show the public that we are giving 
more for their dollar. We were 
$135 in price over Chevrolet, a little 
less over Ford and slightly less over 
Plymouth.” 


+ . * 
H® DECLARED that the prob- 
lems are such that all the more 
than 10,000 Studebaker employes 
eligible to vote should participate 
in reaching a decision which so 
vitally affected their future. 

“If they do,” Hoffman concluded, 
“we are confident that an agree- 
ment can be reached which will 
permit continued operation of the 
plant after the 60 days have ex- 
pired. The company seeks nothing 
but a fair deal from its workers. 
With such fairness, Studebaker’s 
brightest days can lie ahead.” 

* + * 
OX THE dealership labor front, 

a strike of about 1,000 members 
of the AFL Teamsters Union and 
the AFL Machinists Union has hit 
36 dealers in Kansas City. Pickets 
were posted at all the struck estab- 
lishments. 

Overtime pay rates were the 
main bone of contention in the 
dispute. The unions were seeking 
time and a half for all work in 
excess of 40 hours. 

Closely watching negotiations 
was H. A. Griffith, Federal medi- 
ator. Ralph Berry was chairman of 
the dealers’ negotiating committee, 
and James Stufflebeam headed the 
union bargaining committee. 

oe 7 + 


N MILWAUKEE, the AFL Ma- 

chinists and the AFL: Teamsters 
have threatened to strike five Ford 
dealers unless their demands for 
higher wages and improved vaca- 
tions are met. 

Representing 125 workers, the 
unions are seeking raises of 10 
cents an hour for mechanics and 
five cents an hour for other em- 
ployes. A strike vote hag been 
taken. 

Dealerships involved are Gordon 
Motor Co.; Walter Laev, Inc.; 
Northwestern Motor Car Co.; Soe- 
rens Motor Co., and E. A. Swend- 
son, Inc. W. M. Heiser Co. has 
granted the demands. 


- ST. LOUIS, iat i 500 
new and used-car dealers and 
independent garage owners have 
signed new contracts with the AFL 
Machinists and the AFL Team- 
sters, granting pay increases up 
to 12% cents an hour. 

Among the signers were 108 
members of the St. Louis Auto- 
motive Assn. Since the old con- 
tract expired June 1, there have 
been sporadic strikes at 10 deal- 
erships. 

Under the one-year pact, most 
of the mechanics, bodymen and 
painters will receive increases of 
12% cents, giving them an hourly 
rate of $2.10. A majority of the 
other workers were given a five- 
cents-an-hour boost. The contract 
is retroactive to June 1. 

a a 7 

HE Detroit NLRB office has 

dismissed an unfair labor prac- 

tice charge against Rosedale Motors 
(Oldsmobile) for “want of juris- 
diction.” The new NLRB jurisdic- 
tional standards were responsible 
for the dismissal. 

Claiming that a salesman was 
fired for union activity, the charge 
was filed in April by Local] 376 of 
the AFL Auto Salesmens Union. 
The union says it will continue 
picketing Rosedale. 

The Detroit NLRB office has 
also announced that: 

1. It will resume hearings today 
(Aug. 16) on the union’s petitions 
for elections at 22 Detroit-area 
dealerships. 

7 + 
2 THE union has filed a petition 

* for a representation election 
among the salesmen at Floyd Rice 
(Ford). 

3. An unfair labor practice charge 
has been made against Howard 
Lare (Ford), alleging that Clyde 
D. Dotson was discharged because 
of union membership and activity. 

4. An unfair labor practice 
charge has been filed against Don 
Homer (Chevrolet), alleging that 


Peter G. Schick was discharged | service Sonnet join the 


for union membership and activ- 
ity. Both charges 
the individuals involved. 

In an effort to get factory recog- 
nition of its organizing drive at the 
Detroit dealerships, Local 376 has 
been picketing the Ford Rotunda. 

+ aa = 


rf BATON ROUGE, La., a two- 
month strike has ended at Capi- 
tal City Ford Co. with a complete 
management victory, according to 
J. Theron Brown, president of the 
company. 

Early in June 50 employes, who 
are members of the United Mine 
Workers District 50, walked out 
and set up a picket line, demand- 
ing that the tower operator in the 


Markad Lowest Bidder 


In Cleveland Purchase 


CLEVELAND. — Markad Motors 
Co. (Ford), won out among 11 
bidders in a $47,867 contract for 
cars purchased by the city. 

Involved were 22 four-door units; 
11 two-door and five three passen- 
ger coupes. -Markad also received 
the bid on two pickup units and 
one two-door passenger car, the 
latter three amounting to more 
than $4,200 


~~ 


63 
the union. 
said that 42 of the 50 


were filed by | strikers have been replaced. The 


ee a oe cera 
tract with the union which has 


expired. 

A strike against DeWitt Motor 
Co. (Dodge-Plymouth), of Akron, 
ended last week when the firm 
granted its 22 employes a 20-cent- 
an-hour increase. Local 762 of the 
AFL Machinists represented the 
workers. 

+ *- * “—* 
WASHINGTON, the National 

Labor Relations Board has made 
three recent rulings favorable to 
dealers and other employers. The 
rulings are: 

1. That a strike against one 
member of a dealer association, or 
any other employer group, justifies 
all the members of the association 
in locking out their workers. 

2. That an employer can ques- 
tion workers on union affiliation 
and activities without violating 
the Taft-Hartley Act. 

3. That provisions of the Taft- 
Hartley Act calling for a 60-day 
strike notice do not give unions 
the right to strike before the ter- 
mination date of a contract unless 
there is some provision in the con- 
tract which makes a strike possible. 
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But Face Sterner Opposition in Detroit . . . 


Would-You-Takes Bloom Again 


(Continued from Page 3) 


asserted. “But you can’t make any 
wild offers: The appraisal has to 
be somewhere within the area 
where you can actually deal. And 
it’s imperative that you send out 
qualified appraisers. 

“You've got to be specific. We 
always specify exactly what car 
we are offering and exactly how 
long our offer is good, usually for 
not more than a few days.” 

s ” as 
SUBURBAN Ford dealership 
sales manager, who uses about 

50,000 would-you-takes a year, 

highly of them, “although 

are other prospecting devices 
which will draw just as well.” 

He opined that most dealers 
fayored would - you- takes just to 
the oe that they were success- 


that he preferred to 

ecards which offered the “top 

trading dollar” and “low monthly 

payments” to cards which quoted 
a price for the prospect's car. 

‘Another dealer said he used 

w - you - takes slightly, usually 

only to get a new salesman started. 

e a + 

OW would-you-takes are han- 

died today in Detroit can be 

by the experience of a 


EESe 
is 


2 


: 


better deal than the motorist ex- 
pected—with none of the “bushing” 
sometimes found in would-you-take 
merchandising. 
* o * 
Buz there is an equal number of 
dealers who oppose the would- 
you-take, citing these objections: 
1. They are apt to be misleading 
and dishonest. 


3. They are unfair unless an ex- 
perienced appraiser is used, and 
most dealers can’t afford to waste 
a good man’s time this way. 

* + * 

A CHRYSLER - PLYMOUTH 

dealer, although admitting that 
he had never used them, said that 
would-you-takes never brought in 
any repeat business and “are 
harmful if you are interested in 
building a good, sound business in 
a community.” 

Declaring that his sales were up 
40 percent this year and that his 
profit was up 25 percent, an Olds- 
mobile general manager said that 
he saw no reason to use would- 
you-takes, particularly since “they 
are in such bad repute.” He said 
that he looked upon them as last- 
ditch, desperation gimmicks. 


they might be 


for a dealer with a large staff, but 
that he couldn’t see them for any 
dealer with a localized operation. 
Also referring to the “worthless- 
ness” of unqualified appraisers, one 
dealer reported: 
. 7” 7 

“ wR: one of those clowns even 
put a would-you-take on a car 

I was using. And the car had an 
advertisement in the window and 


1. Tell the prospect that the 
appraiser isn’t present and that he 
made a wrong appraisal. 

2. Show him your cheapest, most 
unattractive car which you know 
he won’t be interested in. 

3. Give him an equipment-loaded 
car which will assure a profitable 
deal. * > & 


HUDSON dealer said that he 
saw nothing intrinsically wrong 
with would-you-takes, although he 
didn’t employ them because they 
have a “bad aroma” among the 


“Personally, I think the average 


P buyer has become much wiser in 


the last few years. The dealers are 
becoming more honest with their 


Extra Cash— 


Phyllis Pawlicki, recently named both 
Miss Kaiser-Willys and Miss Toledo, draws 


would-you-takes, if for no other 
reason than for their own protec- 
tion.” 
* * * 

“ NEVER have and never will 

use would-you-takes,” a veteran 
Ford dealer stated. “They’re a ‘re- 
flection on the product, the dealer, 
the salesman and the business. I 
think the general public has lost 
confidence in the average sales- 
man simply because of would-you- 
takes. 

“I remember when would-you- 
takes first became popular in De- 
troit. They used to call it the 
‘Kingsinger Plan.’ Some Hiull- 
Dobbs fellow brought it up from 
Memphis.” 


in today’s 


“It hasn’t been terribly produc- 
tive for us, but it does get your 
name around town, and it keeps 
the salesmen busy. Usually, we'll 
send out a sales manager with an 
1l-man crew, and they'll canvass 
an entire neighborhood. 

: * + 

“AAOST often, we'll have a man 

appraise a car and make a 
record of the appraisal and the 
car’s license number. Then when 
we want a car of that type, we'll 
look up the owner through the 
registration lists and give him a 
call. Frequently, we're able to 
make an offer that will really sur- 
prise him and bring him running.” 

Most factories have had noth- 

to fing would-you- 

it dealers, who ap- 
them more exten- 
other dealers, have 
-you-takes recom- 
them by the Ford 


ad 
nded 
division. 
A Ford letter cautioned, how- 
ever: “In all selling, we urge deal- 
ers to remember that ethical sell- 
ing is sound selling.” 


* * * 
A DODGE - PLYMOUTH dealer 
said that his factory didn’t en- 
courage would-you-takes, although 
a factory representative recently 
made some appraisals and hung 
some cards on a few cars at the 
Dodge plant. 
“He actually got us a little busi- 
ness,” the’ dealer added. 


1. The small business card with 
a’ “spontaneously scrawled” mes- 
sage on the back, implying that 
the salesman was just going by 
and couidn’t resist the impulse to 
make an offer for a certain car. 
The card is a clever piece of print- 
ing, with no actual handwriting. 

+ > + 
2 THE mimeographed slip of 

* paper, with blank spaces where 
the appraiser fills in the price of- 
fered and his name. 


3. The scrap of waste or wrap- 
ping paper on which the salesman 
writes his message and estimate, 
giving it that “casual” look. 


5. The certificate for $25 or-so 
which can be applied toward the 
purchase of a car. On the back of 
the certificate is the dealer’s ap- 
praisal of the car. 

cf * 7 


MAY dealers employ a number 
of pieces of “literature” which 
resemble would-you-takes, but 
which do not quote an appraisal 
offer. 

The Better Business Bureau in 
Detroit reports that there has been 
a slight rise in the number of 
would-you-take complaints re- 


the name of P. L. Griffin, Atlanta, from a} cently. 


box held by John W. Raisbeck, assistant 
general sales manager. Griffin is one of 
the 1,467 K-W salesmen who has entered 
the $50,000 demonstrate - appraise - sell 
campaign conducted by the firm. He will 
receive $100, as will other salesmen whose 
nomes are drawn in succeeding weeks. 
Top sales jobs will earn as much as 
$1,000. , 


“We are against most would-you- 
takes because they are a form of 
bait advertising. They create a 


K-W Sales Champ— 


Jerry Graham (left), retail sales manager 
of Monterey Bay Motors (Kaiser-Willys), 
Monterey, Calif., receives a $1,000 check 
from Ken Moyer, San Francisco zone man- 
ager, for winning a K-W sales contest. 
Graham had the best sales record in the 
11 western states during a six - week 
period. 


false impression because they are 
an attempt to lure buyers into an 
establishment and because, more 
often than not, the appraisers are 
not capable. 
* c 2 + 

“a THINK our low volume of 

would-you-take complaints can 


be attributed to the fact that .: 
public has lost its faith in them. 


The amendment provides that 
violators can be fined up to $500, 
jailed for 90 days, or both. 


* . . 


EMPTON said that Better Busi- 

ness Bureaus throughout the 
country were seeking, or preparing 
to seek passage, of similar laws in 
their state legislatures. He said 
that one such law was passed re- 
cently in Massachusetts. 

Discussing the Detroit amend- 
ment, Paul Graves, executive vice- 
president of the Detroit Automo- 
bile Dealers Assn., said: 

“It seems our most flagrant 
violation of the clean, ethical ad- 
vertising is the ‘would-you-take’ 
type of advertising. This type of 
advertising, or publicity, has 
been used, in all of the cases 
brought to our attention, as 
comeon or bait advertising. This 
type of advertising is illegal un- 
der this amendment. 

“If the would-you-take advertis- 
ing is truthful, honest and lived up 
to (we mean, if the price stated 
on the would-you-take advertising 
is the price you pay for the car), 
it is legal.” 


Tire Shipments Rise 


Production Shows Lesser Increase, 
Inventories Drop 2 Percent 


NEW YORK. — Manufacturers’ 
shipments of car tires for June in- 
creased 9.68 percent to 8,002,386 
units, compared with 7,299,621 in 
May. 


Although original equipment ship- 
ments for June amounting to 2,587,- 
053 units were 19.56 percent below 
June, 1953, replacement shipments, 
which were the highest for any 
month since August, 1952, increased 
10.51 percent to 5,326,078 tires 
against 4,819,656 tires in June, 1953, 
according to the Rubber Manufac- 
turers Assn. 

Production of car tires in June 
increased 11.03 percent to 7,755,186 
tires against 6,984,582 the previous 
month and 5.87 percent above the 
June, 1953, output of 7,325,378. 

Inventories of car tires decreased 
2.01 percent to 12,322,708 tires, com- 
pared with 12,575,264 at the end of 


N.Y. Dealers Win 
Round in Tax 


Evasion Case 


ALBANY.—A Federal judge has 
turned aside objections of the U. S. 
attorney’s office to granting a 
limited bill of particulars to two 
Schenectady auto dealers charged 
with income-tax evasion. 

Judge James T. Foley ruled Wil- 
liam C. Witbeck, of Esperance, and 
William H. Witbeck, of Delanson, 
were entitled to more information 
than contained in the “short form” 
indictment returned by a Federal 
grand jury here last March. 

William C. Witbeck is president 
and the other Witbeck, vice-presi- 
dent of Dorp Motors, Inc. (Ford). 
No application has been made on 
behalf of the third individual 
named in the indictment, David L. 
Reynolds, of Schenectady, Dorp 
Motors accountant. 

William C. Witbeck was indicted 
separately on a charge of evading 
payment of income taxes 
of more than $16,000 for 1947-49. 
The three men, as officers of the 
corporation, were charged jointly 
with evasion of $18,000. 

Judge Foley ruled William C. 
Witbeck was entitled to know what 
the government claimed was his 
gross income, whether any of this 
income resulted from the sale of 
capital assets, and the exemptions 
and deductions allowed and dis- 
allowed. 

The judge also decided the two 
Witbecks should be told what the 
Government claimed wag gross in- 
come, items of expenses and busi- 
ness deductions allowed and dis- 
allowed, and the source of gross 
income allegedly not reported. 


May and 4.45 percent below the 
June, 1953, stock of 12,896,337. 

Shipments of truck and bus tires 
in June totaled 1,076,315 tires, an 
increase of 5.57 percent above May, 
when 1,019,531 tires were shipped. 
However, original equipment ship- 
ments for June of 302,520 were 5.57 
percent below June, 1953, and re- 
placement shipments of 703,195 for 
June were 10.03 percent below a 
year ago. 

Truck tire production was up 6.15 
percent to 1,040,728 units, as coém- 
pared with 980,413 produced during 
the previous month but were 17.53 
percent below the June, 1953, pro- 
duction of 1,261,872. 

Truck tire inventories were 2,895,- 
156 tires, 1.13 percent below the 
previous month’s 2,928,289 and 15.08 
percent below the June, 1953, stocks 
of 3,409,052. 

Shipments of inner tubes in June 
increased to 6,630,928 units, a gain 
of 10.48 percent over May, when 
6,002,081 inner tubes were shipped. 
Although original equipment ship- 
ments for June of 2,888,990 were 
1833 percent below June, 1953, re- 
placement shipments increased 11.12 
percent to 3,657,279 inner tubes, 
against 3,291,430 in June, 1953. 

Production of inner tubes for 
June at 5,738,554 units was 2.88 per- 
cent below the previous month 
when 5,908,880 tubes were produced 
and 18.15 percent below the June, 
1953, production. 

Month-end inventories of 10,379,- 
161 inner tubes were 7.08 percent 
below the May total of 11,170,315 
and 19.57 percent below the June, 
1953 stocks. 


Chicago School 
Opened by GM 


CHICAGO. — William F. Huf- 
stader, distribution vice - president 
of General Motors, opened at Hins- 
dale, Ill, last week a new GM 
training center for mechanics, one 
of a national network of centers 
being established. 

Among those present were Myrle 
E. St. Aubin, director of the serv- 
ice section; Paul E. McDonald, 
manager of GM training centers, 
and Franz L. Rooney, assistant 
manager of centers in the West. 

The center will serve northern 


centers are under construction. 
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une bs Jsed-Car Stocks Drop .. : 
New-Model Season 


Prospects Brighter 


(Continued from Page 1) 
ghen a clean, late-model used|to be particularly important this 


‘si- B gece is not readily available. 


One dealer told Automotive 


still 
and November roll around. 


With the market approaching 
the fringe of the cleanup, dealers 





‘Independents’ Increase 


Detroit-Area Sales Share 


DETROIT. — “Independents” 
their market penetration 
of Wayne County by 28 percent in 


Three percentage dropped to 
5.88. The resulting percentage- 
t gain for all other makes— 
3.24 to 4.17—represented the 
28 percent increase in their share 
of sales. 





are in a much better position, gen- 
erally, than they were a year ago. 

Practically nobody looks for a 
repeat of the frantic closing weeks 
of last summer — the blitz sales, 
bulging new-car storage lots and 
thundering production lines. 

* * 7 


’ year, except for the most- 

popular makes, production was 
cat back gradually as summer 
moved along. Dealers in most lines 
gay they have had no trouble 
shutting off or slowing down de- 
4 fF liveries from the factory. 

In fact, some dealers say they 
have not been able to get enough 
_ to fill out their stocks for 

the closing months of selling 
eurrent models. 

‘With an orderly and more-profit- 
r cleanup, dealers should open 

55s in a position far different 
from last year when many still had 
large numbers of new ’53s to un- 
lad after 54s started coming 
through. 

A thorough cleanup is expected 


Fire at Maryland Firm 


Destroys 18 Autos 
, Md. — Eighteen 

automobiles, among them four new 
tars, were destroyed in a fire at 
Fort Cumberland Motors. 

The blaze destroyed a three-story 
building occupied by the dealership 
and a paint contracting firm. 
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with dealers in most lines 
expec 55s to be drastically 
changed, in both styling and engi- 
neering, from ’54s. 

Any dealer who doesn’t manage 
to get his decks clear in time this 
year can look forward to trouble 
in moving his “year-old” new cars. 

* * * 


eae the best sign of all 
that a good fall lies ahead is 
the bustle at used-car auctions. 
The wholesale market, a sensitive 
barometer of overall retail condi- 
tions, continues to move cars at 
stratospheric levels. 


year, 


Heavy wholesale activity indicates 
a high retail demand and, histori- 
cally, a good used-car market leads 
a hot new-car market. 

Although sales activity remained 
high, the overall average price of 
used cars sold at auction last week 
slid downward $26 to $768, accord- 
ing to Automotive News’ index. 

oa * * 
Y two models showed gains: 
51s went up $8 to $685 and ’47s 
gained $6 to reach $192. 

Heavy losses were incurred in the 
top brackets, with ’54s falling $120 
to $1,928 and ’53s sliding $57 to 


$1,249. 

Other setbacks were moderate: 
560s declined $15 to $517; °48s fell 
$12 to $235; °49s dropped $11 to 
$368, and '62s were cut back $38 
to $072. 

The price spread between models 
's adjustments was 
's spread in paren- 
theses): ’54s to °63, $679 ($742); ’53 


"52, 
($308); ’51 to 50, $168 ($145); ’50 to 
49, $149 ($153); °49 to °48, $133 
($132), and °48 to 47, $43 ($61). 


* * * 


July Used-Car Sales 


Reported Up by NUCDA 


DETROIT. — Used-car sales in 
July increased a little more than 
1 percent over June, according to 
a membership poll of the National 
Used Car Dealers Assn. 

R. W. Workman, president, 
termed the increase significant, 
“since June sales ran better than 4 
percent ahead of May.” 

Inventories were lower in all 
areas, the declines averaging 7 per- 
cent, NUCDA said. The greatest 
drop—almost 11 percent—was re- 
ported in the Southwest. 


“Cadillac Dealers from 108 Counties Get Lowdown on Service Plan— 


Dealers and service managers from 108 counties in Minnesota, Wisconsin and South Dakota met in Minneopolis to hear John | newly elected president of the Santa 
A; Dunn, assistant general parts and service manager of Cadillac, outline the Thoro-Check program, a method of diagnosis| Monica New Car Dealers Assn. is 
“besed on the use of scientific testing equipment with planned procedures which is said to reveal the condition of every part| Kenneth Parr, of the Claude R. 
the car. Hosts were H. E. Werren, of Werren-Cadillac, inc., Minneapolis, and R. D. Lewis, of Lewis Motors, 





New Fords Offered 
For $1.25 A Week 
Herr- 


(Ford) has offered 


Summers-Herrmann said in 
newspaper ads: 

“You can now buy a new 1954 
Ford for 


charge. This ap- 
straight out sale or a 
tradein.” 


roe en ot at the bottom of the 
ad noted that at the end of 52 
weeks, regular monthly payments 
tate the amount. 


He 


be resumed, but did not 





as $1.25 a week | 
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New Windshield Plant in Detroit— 

Shatterproof Glass Corp. has completed its new facilities in Detroit for the produc- 
tion of curved windshields for all makes of vehicles. 
tinted and shaded curved windshields. 


The firm manufactures clear, 





‘Culien Is Offering New Tubeless Tire 


(Continued from Page 2) 


hicles under supervision of Good- 
year technical experts. 

“This new tubeless tire is the 
result of five years of intensive 
research and development and a 
$5 million job of tooling up,” 
Thomas said. 

Giant machines, costing more 
than $1 million each, have been 


Plug Repair— 


This is the cross section of a properly 
installed plug repair. The portion of the 
plug protruding outside the tire will wear 
down to tread surface after a short period 
of service, Goodyear says. The portion 
remaining inside the tire does not affect 
the normal operation of the tire. 

x * + 

installed to stretch a third of a 
mile of the new synthetic fabric 
under tons of tension in a single 
operation at Goodyear plants in 
Akron, Cartersville and Rockmart, 
Ga. 

The Goodyear executive re- 
vealed that this “true tubeless” 
has been made possible through 
the company’s development of a 
new way of stabilizing tire cord 
—the 3-T process. 

“This triple processing under 
tension, temperature and e pre- 
sets for life the limits and length 


inc., St. Poul. 











and thickness of nylon and rayon 


while the tire remains on the 


cords, and controls the growth in| wheel, it is said. 


nylon,” Thomas explained. “It re- 
sults in an airtight carcass.” 


This enabled Goodyear engi- 
neers to avoid the problems in- 
volved in building air-tight liners 
inside their company’s new tube- 
less tires. With the carcass itself 
nearly impervious to air, instal- 
lation of a synthetic rubber liner 
was eliminated and the produc- 
tion process sim 
The 3-T cord also made it pos- 

sible to eliminate the use of any 
heavy puncture sealant which 
shifts within the tire. Easier steer- 
ing is said to have resulted. 

Since the tubeless tire weighs 
slightly less than the tire and tube 
combination, this means that less 
unsprung weight hangs from the 
wheels. They run cooler and there 
is less pressure buildup on long 
runs, Thomas said 

The tubeless tires can be mount- 
ed on standard rims, except in the 
case of wire wheels. The valve in 
the Goodyear tubeless is applied in 
a locked-in position directly to the 
rim. 

The tire is easily mounted and 
normal punctures can be repaired 


Goodyear has a repair kit con- 
taining an assortment of small, 
medium and large plugs. It is pat- 
terned after the way boys used to 
repair bicycle tires with rubber 
bands. 

Noting that there is “little new 
under the sun,” Thomas pointed 
out that 51 years ago this month 
(Aug. 18, 1903), a patent on a tube- 
less tire embodying the inner liner 
principle, was granted to P. W. 
Litchfield, then Goodyear Tire & 
Rubber Co. superintendent and 
now chairman of the board. 


U. S. Rubber Shuts Down 


Eau Claire Tube Output 


EAU CLAIRE, Wis.—U. S. Rub- 
ber Co. last week announced that 
it is discontinuing production of 
tubes in its tire plant here, ef- 
fective Sept. 1. 

The move, the company officials 
said, stems from the increasing 
popularity and production of tube- 
less tires. The jobs of about 250 
persons, or 7 percent of the plant’s 
total working force, are affected. 





Stocks at 18-Month Low 


New-Car Inventory in Field Drops to 455,043, 
But Dealer Problems Persist 


(Continued from Page 1) 


to handling the pre-announcement 
shutdowns that once again are be- 
coming the style. 

As a result, it is said, some 
factories are going down unpre- 
pared to supply their dealers 
with sufficient cars to tide them 
over until new models arrive. 
Despite these sore spots, the feel- 
ing is general among dealers that 


Connecticut Feud 
On Reinstatement 
Is Threshed Out 


WATERBURY, Conn.—A_ two- 
month feud between the Connecti- 
cut Motor Vehicle Department and 
the state’s used-car dealers appar- 
ently was settled last week in a 
conference here. 

The dealers had charged that 
used-car retailers, who had been 
suspended by the State, were being 
required to post $1,000 bond and 
sign a promise to sell no current- 
model cars as prerequisites to re- 
instatement. 

At the conference, A. Edward 
Sandulli, deputy commissioner of 
motor vehicles explained: 

1. The bond is necessary only if 
the violation involves financing. 

2. The plddge on current-model 
cars does not prevent a dealer from 
selling ‘54s if he advertises and 
sells them as used. 

Sandulli said the pledge would 
be discarded. 


Parr Elected President 
By Santa Monica Group 
SANTA MONICA, Calif. — The 


Short Dodge dealership. 


this year’s cleanup will be a lot 
easier than last year’s. 

One dealer discloses that he 
cut his new-car inventory from a 
four-month level to one month, and 
adds: “No problem this year. Very 
much better than usual.” 


New-Car Stocks 
In Field, In Transit 
(Compiled by Automotive News) 


E 





Deaters’ 
Cars Cars ia Total 
ta Transit Potestiai 
Period Fleid te laventery 
Ending Stocks? Dealers Stocks 
dan. 1, °60.... 261,754 188,500 440,254 
Apr. 1, ’60.... 276,136 158,000 434,136 
dune 1, °60.... 247,680 160,200 407,830 
Sept. 1, '60.... 239,642 160,400 . 400,042 
dan. 1, ’61.... 306,888 89,900 404,783 
Apr. 1, ’61.... 406,641 138,500 645,041 
duly 1, ’61.... 367,606 90,700 448,306 
Sept. 1, ’61.... 283,402 86,300 370,262 
dan, 1, ’62.... 224,968 31,000 255,968 
Feb. 1, ’62.... 198,762 69,000 267,762 
Mar. 1, ’62.... 182,577 76,000 258,577 
Apr. 1, °62.... 213,391 83,000 296,391 
May 1, °52.... 261,674 88,000 339,674 
dune 1, ’62.... 232,036 70,000 302,036 
duly 1, ’62.... 193,462 84,500 277,962 
Aug. 1, 62... 163,086 12,000 ease 
Sept. 1, ’52.... 149,001 77,000 
Oct. 1, *62.... 39,000 322,556 
Nov, 1, ’52.... 90,500 399,394 
Dee, 1, ’52.... 287,247 76,000 363,247 
dan. 1, ’53.... 291,671 83,300 374,971 
Feb. 1, ’63.... 324,836 36,600 412,035 
Mar. 1, °53.... 389,011 87,200 «= §=6476,211 
Apr. 1, °63.... 445,882 39,300 535,182 
May 1, ’63.... 490,381 97,700 588,081 
dune 1, ’53.... 463,546 713,500 637,046 
duly 1, °53.... 479,608 82,800 562,498 
Aug. 1, ’63.... 527,119 82,200 599,319 
Sept. 1, ’63.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,837 
Nev. 1, °63.... 638,087 68,300 606,387 
Dec. 1, ’63.... 430,876 29,000 459,876 
dan, 1, °54.... 428,125 36,600 464,725 
Feb. 1, °64.... 466,176 60,600, 626,776 
Mar. 1, ’64.... 611,122 62,000 673,122 
Apr. 1, °64.... 541,911 64,000 605,911 
May 1, Rr 538,775 68,500 607,275 
June i, ” 503,219 62,500 565,719 
daly 1," 62,500 *508,165 
Aug, 1, 54 57,000 445,043 
t Field stocks include cars actually at 
dealerships, those dealers 
and factories, and 
* Revised. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(0. 8. 
Week 
Ended 


Same 
Week, . 


Jan, 1 


to to 
Aug. 15, Aug. 14, 


1953* * 1953*'  1954* 


2,487 


5,410 


841,315 
117,334 
88,026 


452,918 
65,646 
45,120 

200,111 80,749 
426,344 261,403 
900,312 1,126,260 
688,575 921,016 
33,629 + =25,818 
178,108 179,426 

113,587 1,940,111 1,881,782 

344,870 350,066 
78,386 77,344 

978,693 942,744 

247,626 278,693 

290,536 232,935 

161,788 59,797 
54,752 18,817 

107,036 40,980 
51,970 14,414 
19,692 
32,278 
68,516 22,742 

129,836 49,684 


105,419 207,444 4,093,848 3,607,597 


8,611 


COMMERCIAL CARS 
(U. & PRODUCTION ONLY) 


Ended Same Ended 
Week, 
1953* 


6,240 
180 
6A 
1,705 


2,397 


Week 

Aug., 

Aug. 7, 1964, 
1954* To Date 


271 


Total Trucks, .U.S..... 16,165 


Gasesabitieuns dbpohtlnened 118,190 154,071 


2,460 1,940 


25,114 


31,627 
120,881 239,071 4,890,835 4,273,103 


3,473 5,933 320,174 278,320 


Cars and Trucks, 


U.S. and Canada 120,650 156,011 124,354 245,004 5,211,009 4,551,423 
*Revised. Misceliancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8. totals include cars and trucks for military orders. 


Hudson Sales Talks Mark 
New Role for Wisconsin 


een —Hudson officials 
a three-day sales meet- 


ing here and in Kenosha under the 


of K. VanDerzee, 
ao vice-president. The sessions 
will end tomorrow (Aug. 17). 

Attending are national and re- 
gional sales officials from 
throughout the U.S. 

According to VanDerzee, “these 
meetings testify to the increased 
importance the Milwaukee indus- 
trial area is rapidly assuming in 
the national automotive picture 
since Hudson has become a division 
of American Motors Corp.” 

The conferences, called to plan 
company sales strategy, are the 
first Hudson ever has held in Mil- 
waukee. VanDerzee said, however, 
that they were only the first of 
many. 

“These sessions focus attention 
on Milwaukee as a world center 
for automotive industry,” he said, 
“and are one of many important 
developments planned to. enhance 
this area’s importance in the field.” 

The production 


headquarters in Wisconsin ‘now, he 
said, Hudson hopes to help induce 
many buyers to pick up their car 
in Kenosha while vacationing. 

AMC officials who are guests at 
the meetings include Arthur J. 
Bruen, assistant treasurer; John 
Weiland, body plant manager; R. 
K. Seidel, parts plant manager; 
Elmer W. Bernitt, production plant 
manager, and Robert Stortz, prov- 
ing ground manager. 

Hudson sales executives accom- 
panying VanDerzee to Milwaukee 
from Detroit are C. A. J. Hadley, 
sales manager; Roy D. Chapin jr. 
and W. S. Milton, assistant sales 


rs; W. L. Courage, director | P 


of sales administration; C. M. 
Stempson, assistant to the director 
of sales administration; H. C. Levis, 
merchandising manager, and T. P. 
Rhoades, public relations director. 
Gus Schacht, Milwaukee zone 
manager, arranged the meetings. 


Illinois Tag Colors 


SPRINGFIELD, Ill.—Orange and|_ 


blue, the colors of the University 
of Illinois, have been chosen as 
the colors for the 1955 Illinois li- 
cense plates, according to Charles 
Carpentier, secretary of state. 


102,025 Built in Week, Even Fewer Due... 


Car Production Takes New Dip. 


(Continued from Page 1) 
(Aug. 16), which will leave Stude- 
baker, Plymouth and Kaiser- 
Willys still out of the car-output 
picture this week. 


K-W resumes its truck output to- 
day after a two-week vacation, but 
no date for a return to car pro- 
duction has been set. Concentrat- 
ing on commercial vehicles, K-W 
has slated a 25 percent boost for 
this month. 

+ * 


psete is expected to complete 
its 1954-model run this week, 
while Chrysler and Dodge will com- 
plete theirs next week. Output at 
all Chrysler Corp. divisions will be 


5,803 | ae 


resumed in the latter part of Sep- 
tember or early in October. 
Studebaker is 


remaining closed 
for the second consecutive week 
for field-inventory reasons. 

With shutdowns widespread last 
week, Chevrolet boomed ahead and 
turned out more cars—30,300—than 
in any week since the end of May. 
Ferd division turned out 27,400. 

+ . + 


ra heavy scheduling 
put it 21,728 cars ahead of Ford 
division for the year — 942,744 to 
921,016. In the comparable period of 
1953, Chevrolet had produced 978,- 
693 cars, against Ford’s 688,575. 
Ford division is one of the four 


Chevrolet Starts Pittsburgh Building— 


Construction has begun on a Chevrolet zone office and General Motors parts ware- 
house in Pittsburgh. Completion is scheduled for early next year. The new building is 
located in Scott Township and will contain 70,000 square feet of floor area. 


IH, Diamond T Team Up 


Truck Makers to Exchange Production Services; 
Dealers to Remain Competitive 


CHICAGO. — International Har- 
vester Co. and Diamond T Motor 
Car Co. last week announced an 
agreement whereby Diamond T 
will assemble some special truck 
models for Harvester, and Har- 
vester will manufacture certain 
components for Diamond T trucks. 

Both E. J. Bush, president of 
Diamond T, and W. C. Schu- 
macher, general manager of Har- 
vester’s truck 
sized that the 
agreement would in no way af- 
fect the sale of Diamond T and 
International trucks at the retail 
level. 

They said that representatives of 
both companies and their respec- 
tive dealer organizations would 
continue to be strictly competitive. 

Schumacher explained that for a 
number of years Harvester had 
been seeking an efficiently located 
facility in the Midwest which could 
assemble the larger, more-special- 
ized types of International trucks. 

He said it was impractical to as- 
semble those units at Harvester’s 
Fort Wayne (Ind.) plant, where 
more conventional heavy - duty 
trucks are produced in large vol- 


plant. 

Bush said Harvester would sup- 
ply to Diamond T components such 
as gasoline engines, transmissions 
and some axle assemblies, together 
with service parts for these com- 
ponents. He said Harvester had 
been supplying Diamond T with 


Hudson Promotes 
Philadelphia Aide 


DETROIT.—Promotion of C. E. 
Hunter jr. to manager of Hudson’s 
hiladelphia 


nounced by C. 
H. Calhoun, east- 
ern division sales 
manager. The 
zone embraces 
Philadelphia, 
southern New 
Jersey and Dela- 


ware. 

Hunter had 
been assistant 
zone Manager 
since 1951. 

©. E. Hunter Joining Hudson 
in 1949, he served as district man- 
ager in suburban Philadelphia. 





zone has been an-: 


cab assemblies for several years. 

Bush said the new arrangement 
“should offer real encouragement 
to other small businesses operating 
in highly competitive industries.” 


a 


makes ahead of last year’s pro- 
duction levels. The others are 
Oldsmobile, Buick and Mercury. 

So far this year U.S. makers have 
assembled 3,607,597 cars and 665,506 
trucks, declines of 11.9 percent and 
16.5 percent, respectively, from the 
like period of 1953. 

+. * 7 


Cea production parallels 
that of the U.S. This year’s to- 
tal is 278,320 cars and trucks, a 13.1 
percent decline. 


Canadian output tumbled to 2,- 
_ 459 vehicles last week, against 
8,473 in the preceding week. Only 
GM and Chrysler Corp. were in 
production, though the latter 
worked only 1% days before clos- 
ing down for model changeover. 
It will be closed about six weeks. 
Ford Motor of Canada, however, 
resumes operations today following 
a two-week vacation, so this weck’s 
total will show a substantial gain. 


* + * 





U.S. Car Output ’ 
Production through Aug. 14: 
1954 Pos. 


1—942,744 
2—921,016 
3—350,066 


Make 1953 Pos. 


978,693— 1 
688,575— 2 


4—278,693 
5—261,403 
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FOR RATES, ETC 


SEE NEXT PAGE 


Kindly Acknowledge 


AUTOMOTIVE NEWS 
HELP WANTED 


OPPORTUNITY IN ALL 
DEPARTMENTS 


Am about to open large Chevrolet dealer- 
ship in a-metropolitan city in the N. E. sec- 
tion of United States. | require top rate men 
for every department; sales, service, parts 
and office, Only those who can manage a 
‘department in a volume dealership with an 
aggressive and selling organization need ap- 
ply. A good chance to grow with a dealer- 
ship. Experience required. Please give resume 
of qualifications, experience, background and 
compensation you would expect; also give 
Persona! background and enclose photograph 
Also whether you would be available for a 
personal interview. 


Box 4039, c/o Automotive News, Detroit 26. 


AUTO SEAT COVER SALESMEN. Excel- 
lent opportunity for salesmen calling 
upon new car dealers to carry strong 
repeat order line of well known pre- 
cision fit auto seat covers and many 
other fast selling items, either part or 
full time. Me ag oe Co., 205 Thomas 
St., Newark, N. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enciose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





HELP WANTED 


SALESMAN—NOW CONTACTING auto- 
mobile dealers. We have a terrific deal 
on metal, dealers, personalized name 
Plates and a couple of other items that 
dealers use. If you have sold this type 
of device contact Mr. Ostrow, Albright 
Motors, 119 Snow St., Providence, R. I. 


WANTED: GENERAL SERVICE MAN- 
AGER for a very large Ford dealership 
in the city of Denver, Colorado. Must be 
very capable of handling a large volume 
of business. We want a man that has a 
good character and a good background 
and aggressive.. This is a permanent 
and full time position. Outstanding pay. 
Box 4047, c/o Automotive News, De- 
troit 26. 










OPERATING MANAGER 
LINCOLN-MERCURY 


Will consider experienced operator cap- 
able handling excellent single-point Lin- 
coln-Mercury, 700 car dealership with one 
package ample facilities. Location South- 
ern city. with well<balanced economy. You 
will have full responsibility. Owner will 
be inactive. Excellent salary and bonus. 
Opportunity to purchase part interest from 


-| bonus. Give complete facts and photo 


graph. All replies confidential. Box 4058, 
c/o Automotive News, Detroit 26. 


TRUCK MANAGER — SOUTHWESTERN 
Dodge dealer, established 1944 in town 
of 200,000. Man must have proven cap- 
abilities as an organizer and operator of 
profitable volume truck deal. Excellent 
proposition for man interested in perma- 
nent connection with a future. Reply 
listing references and resume of past 
experience. Applications confidentia! if 

We should like replies ad- 
Box 4022, c/o Automotive 


GENERAL MANAGER 


Have opening for experienced General Man- 
ager with complete responsibility opera‘ing 
volume metropolitan Lincoln-Mercury dez‘er- 
ship. Excellent salary plus 25% of net profits 
as bonus, with the right to purchase full 
ownership over reasonable period. Owner sot 
in same city. Submit complete details your 
experience. Box 4059, c/o Automotive News, 
Detroit 26. 


2s wei ere Se Ss Ss 


ts Se) fm me 


Des carn eG a SMES NN ORS i i l 









(ED CAR MANAGER. Available Sept. 
ist. 48 years old, married. Steady, re- 


AA-1 references. Volume deal used, or 
General Manager small contract. I can 
pore, Zee, ae ecmen Uncen, Pre- 
fer Detroit or Western Michigan. Box 
4060, c/o Automotive News, Detroit 26. 


AG Capable executive. 
Twenty years experience with GM deal- 
ers. Have good technical knowledge, 
broad experience in handling customers 
and employes. Knowledge of paper work 
and sales promotion. Married, 44 years 
of age. Excellent references. Box 4045. 
c/o Automotive News, Detroit 26. 


jSED CAR MANAGER or top flight sales- 
man. Fifteen years experience managing 
used car sales, dependable and sober 
with good references. Desire permanent 
connection with aggressive new car deal- 
er. Will consider any good location. Box 
4055, c/o Automotive News, Detroit 26. 





Can You Use 
Successful Sales Management 
Experience? 


lwined to sell hard through 35 years of 
triving effort as dealer; factory rep. at 
district, levels; 
keod of Equipped 
with to meet to- 
day's market opportunities—beat today's 
problems. Available to you now! Good, 
top level references. Write to Box 4056, 
do Automotive News, Detroit 26. 


and divisional 
field 
judgment 


regional 
national sales. 


considered 





cs OR BUSINESS MANAGER. Age 

married. Nineteen years of retail and 
aes automobile experience with 
factory, distributor and dealer. Prefer 
midwest location. Box 4046, c/o Auto- 
motive News, Detroit 26. 


FICE MANAGER—B. 8. in accounting. 
1% years’ automotive experience with a 
total of four years overall experience. 
Married, 29 years old. Desire midwest 
location, preferably Minn. or North Da- 
kota. Box 4043, c/o Automotive News, 
Detroit 26. 


FORD PARTS MANAGER Position want- 
ed. Several years’ experience. Can go 
anywhere—midwest or south preferred. 
Box 4033, c/o Automotive News, Detroit 


DEALERSHIPS AVAILABLE 


FLORIDA DEALERSHIP now handling 
Pontiac. no accounts receivable or used 
ears. Five year lease, $150 a month. 
0,000 down will handle. Must have 
tory approval. Box 4051, c/o Auto- 
jotive News, Detroit 26. 


RIDA A CY, now handling Pon- 
. located most promising area on 
coast. No blue sky, just good liv- 
and reasonable profits. No used cars 
accounts receivables. $17,000 for com- 
plete operation. Long term, reasonable 
lease. Box 4052, c/o Automotive News, 
Detroit 26. 




























AUTOMOTIVE BUSINESS 
OPPORTUNITY 


AN é ° 
ship §|Dealership Available—one of 
t be 
— “BIG TWO." Located in Blue- 
—_ eros area of Central Kentucky. 
pay. 
De- 200 Unit Potential 
—— | All Replies Strictly Confidential 
Box 4053, c/o Automotive News, 
Detroit 26, Mich. 
cap- 
lin. P9EALERSHIP AVAILABLE, now handling 
Ford car and Ford truck; also Ford 
one tractor and Ford implement in Central 
yuth- § Michigan. One hundred to one hundred 
sixty car potential. No purchase of real 
You § estate involved unless desired by pros- 
will § Bective purchaser. Box 4057, c/o Auto- 
ol motive News, Detroit 26. 
I hcehcdeeesagill deaiaeiaal eapeetneatessditenerhinnininamesecicintieene 
, DEALERSHIP HANDLING DeSoto and 
from § Plymowth — established 1934. Lease 
rote | Building, parts and equipment only. Ex- 








Perienced staff. Located metropolitan 
western Pennsylvania city. Box 3984, 
t/o Automotive News, Detroit 26. 


R OR LEASE Completely 
equipped auto agency, Rhinelander, Wis- 
consin—heart of north woods. Building 
five years old, ‘‘Big Three’’ franchise. 
Availabie to qualified party. Box 4031. 
c/o Automotive News, Detroit 26. 























ent MOB AGENC HANDLING 
rma- Dodge and Plymouth with good parts 
teply and service department. Located in pros- 
past | Perous county seat town in central In- 


diana. All replies held confidential. Box 
4018, c/o Automotive News, Detroit 26. 
DEALERSHIPS WANTED 
LL ESTABLISHED new car dealer of 
long standing, now operating in New 
York City desires changing location to 
within 50 mile radius of New York City, 
Preferably Nassau or Westchester Coun- 
ties. Interested in ‘‘Big Three’’ only. 
om 4050, c/o Automotive News, Detroit 


1 if 


0 tive 





Man- 
ating 
pa! er- 
rofits 
full 
r not 

your 
News, 


ANTED: CADILLAC dealership or dual 
by individual. Financially responsible, 
factory approval, confidential. Box 4048, 
t/o Automotive News, Detroit 26. 


VRO AGENCY WANTED. Hand- 
ling 500 units in N. ¥. C., Newark, De- 
troit, Chicago or Cleveland. Ready to 
act at once. Thoroughly responsible and 
Acceptable to factory. Box 4049, c/o 
Automotive News, Detroit 26. 









liable, sober with excellent background. |. 














CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 re 
RATES: TWENTY CE 
aoe. 4 a 


to California 
10¢ PER WORD 


| and address at regular rates. Ad 


| of Automotive News 


day received. Display ads: $11 


| OF PUBLICATION DATE 


WANT AD DEPT., AUTOM 


DEALERSHIP WANTED 


PONTIAC-CADILLAC. Any size, any lo- 
cation. Factory approval assured. Have 
ample capital and will keep all replies 
strictly confidential. Box 4061. 
motive News, Detroit 26. 


CHEVROLET—200-350 UNITS. Must have 
good, growing potential. Am approved, 
experienced individual Strictly confiden- 
tial. Box 4029, c/o Automotive News. 
Detroit 26. 


BUSINESS OPPORTUNITIES 





NON-COMPETING FRANCHISES AVAILABLE 


Some states available for franchise that 
requires no inventory and small invested 
capital. The most potent sales plan accord- 
ing to experiences ever offered to automotive 
dealers. Box 4054, 
Detroit 26. 





DEALER SERVICES 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


teen! 








Automobile Business Liquidators 


Also Used Car Auctions 

We have sold in 24 states and Canada. 

More than 4,000 various type auctions. We 

know the automobile business; one member 

of firm factory district manager for six years 

—one of "Big 3." 

References: F. H. National Bank 
Wire, Write or Phone 3232 or 5110 

& McCULLUM SERVI 


BOWEN AUCTION cE 
8 Public Square Elizabethtown, 


Ky. 








GM DEALERS 


STOP A.F.A. LOSSES 


method of accurately handling A.F.A.'s. 


$5.00 postpaid 
A.F.A., BOX 113, NEWTOWN, OHIO 


| 
| 
| 
| 
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CARS FOR SALE 


GRAHAMS, 1936, '39 and °41. Hollywood 
perfect. Best offer. Hase Auto, Beaver | 
Dam, Wis. 








| SOMETHING NEW 
| USED CARS DELIVERED 


Robinson Auto Rental, inc. 
229 S$. Hanson 3%. Philadelphia, Pa. 


1. & Spotig, Used Car Monager 
Sherwood 8-1500 








GRAND RAPIDS AUCTIONS, INC. 
On M2!i—One Half oie west of Grandville, 
Mich. 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Deaiers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








TINNIN AUTO AUCTION 
A closed dealer auction 


EVERY TUBSDAY—11:00 A.M. | 


BUCKWALTER STADIUM 
Meridian, Miss. 


Telephone 5524 - 9533 - 9274 


All checks and titles insured by Fidelity | 


Insurance Co. of Tenn. 


All cars listed at auction first come first 
served according to models i 


— beginning at 
prewars and on down to 1954 ania. 


Plenty of clean cars to pick from 
BILL TINNIN, Owner 
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INSERTION REQUIRED 


CARS FOR SALE 


1954 CORVETTE driven 800 miles, 
equipped. priced $2,900. Conley Motors, 
Winter Park, Florida. 





ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 


Excellent Bodies - 


BUY NOW — LOWEST PRICES EVER 


1950-1951 
Plymouths — Fords — Chevrolets 


MORRIS FREEDMAN 


PHILADELPHIA 43, PA. 
SARATOGA 17-2300 


automotive 
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insertion 


per 


2666 PENOBSCOT BUILDING, DETROIT 26 


fully 


passenger. 
Mansfield 3, Ohio. 


EX-TAXIS 
Good Motors - Heaters; letter. Gene 
holstery New Cote. 


1 te 500 


DBERGH BOULEVARD 


SHERWOOD 7-1700 


AUCTION 
ANSPACH 


“Midway,” _ 20 


Albany-Schenect 


ALBANY, 1. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., inc. 


| 

| 

AMBULANCE 

Ford, Seibert Body in A-! condition, 


195! 
fully equipped 


back-up lights, turn indicators and portable 





ly Road 


Ohio. 


with siren, flasher lights, 


stretcher. Call Cliff Lioyd, Vinewood 3-6300. 


Southwestern Motor Sales, Inc. 
| 7033 West Fort St. 





CARS WANTED 
| 50 DeSOTO. CHRYSLER and Cadillac 


eight passenge 





Phone 4-0513, 
{ 
{ 


and priced right. 





Detroit, Michigan 


TErrace 4-3700. 
rs. 1950 to 1954 sharp cars 
McClintock-Cadillac, 


Lansing, Mich. 


Tarrytown, N. Y. 


industry 


number 
unopened 
DAYS 


Black and white sidewall. 
Morrie Bloom. P. O. Box 193, 


TRUCKS WANTED 


WANTED — USED LATE MODEL Ford 
wrecker, complete with winch and stabil- 
izer on Ford F5 or F6 chassis. State 
condition, price and specifications in first 

Palmrose Motors, Wray 





WE BUY 
FOR RESALE 


Trucks, Ye to 20 Tons 
Semi-Trailers — All Kinds 
Lowboy & Machinery Trailers 
Crawler Tractors — All Kinds 
Farm Tractors — All Kinds 
Construction and Road Equipment 


Phone, Write or Wire 
LOWEST CASH PRICE 
ARTHUR OR MORRIS 


4169 Manchester Ave. $. Lovis 10, Mo. 
Phone: FRanklin 1-2104 








SHOP EQUIPMENT FOR SALE 


WASHMOBILE AUTOMATIC car washer. 
Slightly used. A-1 condition. Will sacri- 
fice. Harden Chevrolet Co., 





— 

CLAYTON DYNAMOMETER. Cost $2,460. 
Used six months. Will accept reasonable 
offer. V. P. Motor Co., Peoria, Il. 


SHOP EQUIPMENT WANTED 


WANTED USED BINKS or 
paint booth. Also any other good shop 
equipment for new truck service center 
and body shop. Write or call 
Pollard, 210 N. York S8t., 


ee 
VALVE REFACER, wet type, in top con- 
dition. Woodmore Motor Co., North 





67 


MISCELLANEOUS 


SPARKLE!! Attract 
tifully colored alu- 
minum spiral streamers. Use any com- 
Dination of colors. Your choice of red. 
blue, green and gold. Bach 20 foot 
length $1.25. Silent Salesman, Dept. 2. 
1001 S. Seneca, Wichita, Kans. 





from Maine 


WANTED ADS 


; good 
with full name Dodge 2-ton tractor and Whitehead-Kale 
trailer for low time, 4 plane, and 
pay difference. Write . O. Davis Mo- 
tors, Inc., 2442 3rd Ave., Huntington. 


W. Va. 


n fo Et 


the same 


IN ADVANCE 
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Controlled Steering 
On All Hook-Ups 
. . - also Safety Chains 


BE SAFE — BUY 


Automatic BraKin¢ 


COMPLETE with 
$6] 45 


Guide Cables and 
BRAKE HOOK-UP. .......... 

Meets ALL 1.C.C. Requirements! 
- 


WITH BRAKE HOOK-UP 


ONLY . . . 51% cus 


CABLES 
Meets 1.C.C. Strength Requirements 
—SPECIAL— 

Protecto Covers (Taller Made) 
$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 


STEEL (Tow Bar) CARRYIN 
CASE ies Wheels & bondies $1 3.95 


(Add 55¢ for Padlock with 2 Keys) * 


$19.50 
$42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8868 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 


aS Bumper- 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar... 
Circleville, 


DeVilbiss 


M. E. 
Elmhurst. Ii. 





EXCESS SHOP EQUIPMENT? 


DUAL CONTROLS TROLE er 
TOP PRICES PAID model, transmission) oa ae Why not sell that extra equipment now 


‘51 — ‘52 — ‘53 
Our booklet explains @ simple, time saving | CHRYSLER LIMOUSINES 


| Must be privately owned. Will not con- 


any 


HARVEY A. TURNURE 


1757 Broadway, N. Y., N. Y., 





FOR SALE: Will sell at sacrifice, no longer 


in business, 7 


new Olds parts from 1934 to 1950; also 
original shipment of 88 Olds parts for 
also 1 curb type air stand. These 


"49; 
must be seen 


| terested, contact O. W. Rutledge, Hones- 
| dale Motor Car Co., 
Honesdale, Pa. 


ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 


(Example: 


font Se ee 
Spedal cash 





Sale All Shipments C.O.D. 


GORD 








BUSES FOR SALE 
NEW AND USED SCHOOL BUSES 
FOR IMMEDIATE DELIVERY 
GMC Oneida, 60 
8-750 Su 
1982 international 


NATH 
| 101 N. 33rd St. 
Phil 


rentals. 


——ras Foe a 
| 


$10.00. Your cost only $4.69) 


(formerly Robertson Buick) 
1000 $. Wabash Ave. 
WaAbash 2-1030 


ser, W. Va. 


Motor Co., Inc., 


Contact Mr. Worren. 


Ci 6-4362 


steel parts bins filled with 


to be appreciated. If in- 


812 Church &t., 





60%. 


Buick Muffler lists at 


2 COS. Guo Oey ore. 
allowance on Phone 


ON BUICK 


Chicago 5, tll. 





Passenger 
— 60 passenger 
, 54 passenger 


co., WNC. 
Phone BAring 2-7605 
adeiphia 4, Pa. 


AADTA Engineering, Box 59-R2, Key- 


astern tn aarti 
ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 


Greenpoint Avenue & Provost Street 
Tel. EVergreen 3-4800 
All Checks Guaranteed 


if you have cars to SELL . 
if you have cars to BUY . . 








AUTOMOTIVE NEWS, 


OOOOH EHO EOE EHH HEHEHE EHH EE HEHEHE EEE HEHE EE 


standing idle in your shep? 
An advertisement in this 
answerl 


AUTOMOTIVE NEWS 


section is the 


800 Commerce S&t., 


Lynchburg, Virginia. 





NEW YORK CITY'S 


SKYLINE AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


EVERY TUESDAY — 12:30 P. M. at 


Brooklyn 22, N. Y. 
Auctioneers—David B. Spielman 
John W. Becker 


Come To Skyline Auctions 


| 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] 
for which check is attached [[] or send bill [] 


or Two Years $14 [[] 


PENOBSCOT BLDG., DETROIT 26, MICH. 
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Collier’s* National Survey No. 17 in APPEARANCE IS THIRD! And nothing gives a new 
100 metropolitan centers established car the outstanding beauty that Porcelainize does, either 
the outstanding values new car buyers in the salesroom where you’re selling it, or out on the road 
are looking for, in this order of where it’s selling for you. 


importance: oe . 
So Porcelainize every new car before display on your sales 


Economy, Performance, Appearance, floor — give it the added beauty that clinches the sale. 
Construction, Comfort, Reputation, You'll find that the cars that outshine, outsell... and that 
Dependability, Special Features, Safety 97 out of 100 buyers gladly pay the small added cost for 
and Miscellaneous. Porcelainize beauty protection. 


“Crowell-Collier National Survey. 


PORCELALNIDE << nee emetic Art : 


FREEMAN & FREEMAN, INC. DENVER 3, COLORADO 
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